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, incent Declares 
 Pre-planning Vital 
To Meet Disasters 


National Board Manager Says Much 
of Nation’s Safety Depends on 
Prepared Fire Services 


WAR AND PEACE PROBLEMS 


Points to Grave Fire Hazards Aris- 
ing From New Building and 
Manufacturing Methods 


Lewis A. Vincent, general manager of 
the National Board of Fire Underwrit- 
ets, said at Memphis, Tenn., on Febru- 
ary 24, that much of the security and 
safety of the nation depends on the 
country’s fire services. 

The threat of present-day warfare has 
been a factor that has accelerated bring- 
ing the services closer together, he said, 
adding that the local fire department, 
the state fire, safety and defense or- 

nizations are knit together in compre- 
ensive plans to afford help to any area 
that might need it. 


Peace-Time Disasters 


Mr. Vincent spoke at the opening-day 
session of the 25th anniversary meeting 
of the Fire Department Instructors’ Con- 
ference being held in the Municipal Au- 
ditorium, February 24 through 27. 
Richard E. Vernor, manager of the fire 
prevention department of the Western 
Actuarial Bureau, who has been chair- 
man of the conference since its incep- 
tion, presided. 

In addition to the threat of atomic 
Warfare, Mr. Vincent said there will con- 
tinue to be peace-time disasters making 
fecessary more “pre-planning” for their 
Proper handling. 

In commenting on peace-time. disas- 
ters, Mr. Vincent declared that recent 
disasters show the threat of explosion 
and fire from immense concentrations 
of flammable and combustible materials. 

“In the future,” he said, “we are going 
to see more ‘pre-planning’ on the han- 
dling of catastrophes. We in the fire 
fimsurance business are doing it. In fact, 
the National Board catastrophe plan was 
developed out of lessons learned in the 
€ast coast hurricanes of 1938 and 1944 
and has been further perfected from 
Our experience in the Texas City ex- 
Plosion of 1947, the South Amboy am- 
Munition pier explosion in 1950, and the 
Windstorm that hit our northeastern 
States in November, 1950.” 

—Mr. Vincent told briefly how the 
INBFU catastrophe plan speeds the equi- 
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Metropolitan Had In 
Force Dec. 31 More 
Than $51.854 Billion 


During 1952 Issued $2.199 Billion 
Ordinary, $796 Million Indus- 
trial, $622 Million Group 


GAINS IN INTEREST RATE 


Assets Totaled $11.593 Billion at 
Year’s End; Big Holdings’ In- 
crease in Industrial, Utilities 
The Metropolitan Life on December 
31, 1952, completed a year with more in- 
surance issued, more policyholders on 
the books and more paid to beneficiaries 
and living policyholders than in any 

other year. 

Life insurance issued amounted to 
$3,590,000,000 during 1952. The issue 
last year was made up of $2.199 billion 
of Ordinary; $796 million, Industrial; 
and $622 million, Group. The total of 
life insurance in force passed the $50 
billion mark during the year and stood 
at $51.854 billion at year’s end, a gain 
over the preceding year of $3.343 billion. 
The insurance in force at the end of 
1952 was thus divided: Ordinary, $24.615 
billion; Industrial, $10.964 billion; and 
Group, $16.275 billion. 


Assets 


Assets totaled $11,593,000,000 when the 
books were closed for 1952. The statu- 
tory reserve for future payments to 
policyholders, determined by legal re- 
quirements, was $9,857,000,000, and other 
funds held principally for policyholders 
amounted to $1,071,000,000. Surplus for 
contingencies was $665,000,000—about 
6.1% of total obligations. 

Of the $945 million in payments to 
policyholders and beneficiaries, $336 mil- 
lion was in death claim payments, $257 
million in matured endowments, annuity 
payments, and surrender values, and $160 
million in accident and health and dis- 
ability benefits. Dividends to policyhold- 
ers totaled $192 million. 

Principal assets held in 1952 as com- 
pared with 1929 and 1945 follow: 

1929 1945 1952 

——Millions—— 

U. S. Gov. bonds.... J $3,656 $1,845 
Canadian Gov. bonds. 144 
Prov. and Mun. bonds 2 - 66 
Ind. and Mise........ 7 3§ 3,756 
Public Utilities 5 1,514 
a ag) “See . 58 660 
City mortgages ma ‘ 1,914 
Housing ) - 316 
Real Estate E § 135 

At the end of the year, 53% of the 
company’s assets were invested in cor- 
porate securities, 17% in United States 
and Canadian government obligations, 
18% in city and farm mortgages, 4% in 
policy loans, 4% in housing and other 
real estate, and 4% in cash and other as- 
sets. 


Interest Rate Earned 
The 1952 interest rate earned, after 
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He comes in second 


Everysopy likes a winner, and there are always people 
ready to cheer for a good loser. But who ever heard a song 
for the man who comes in second? 


So this is in praise of the almost-winner, the nearly- 
champion, the next-to-the-biggest, the second-best. This 
is the song of Mister Two. 


You hear unflattering names for Mister Two. “Also-ran,” 
they call him, and “runner-up.” Names that make you think 
of a fellow who couldn’t quite make it. 


Don’t let that fool you. 


Ask the winner of any race how good a man is Mister Two. 
He'll tell you it’s Mister Two who made him 

run so fast, Mister Two pressing hard at his heels, 
threatening always to overtake and pass him. 


Ask the salesman who won the contest what kept him 
plugging after hours, looking for the extra order. 

Ask the directors of the giant corporation why they keep 
changing their product, seeking the new 
improvement, the added advantage. What 
drives them? What keeps them hopping? 
It’s the salesman with nearly as many orders. 


It’s the company with the product almost as good. 
It’s Mister Two. 


In this country, we’re proud of the quality of our 
champions. Our big men come very big. Our fast 

men run very fast. Our wise men are the wisest and 

our great men are the greatest that a country could hope 
to be blessed with. And why is that? Couldn’t it be 
because, hot on the heels of every champion, runs a great 
Mister Two? Couldn’t it be because great Mister Two’s 
grow naturally in a land where the race is always open 
and everybody can run? 

So this is for you, Mister Two. This is your song. This is 
for all the days you tried for first, and came in second. It’s 
for the nights when you wonder if you ought to go on 
trying, since nobody seems to notice... 


We notice, Mister Two. We know the score. Winner or 


not, you’re a natural champion. There couldn’t be a 
race without you, Mister Two. 


tye MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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N. Y. State Managers Discuss Manpower Problems 


Saratoga Discussion on Engelsman Suggestion That Companies Engelsman Sees Thrill 
Compete in Devising New H. O. Recruiting and Training 
Process; Viewpoints on College Graduates; Emphasis 
Asked on Better Agency Supervision and Training 


By JEREMIAH JENKINS 


For years insurance conventions have 
announced that they would follow a 
theme, generally spotlighting it as a 
slogan which rivets attention but the 
theme often gets sidetracked generally 
after a paper or two on the subject is 
read. Such was not the case with the 
conference in Saratoga Springs, N. Y., 
last week of general agents and mana- 
gers of this state which was devoted to 
a discussion of “Making the Life Insur- 
ance Career More Attractive.” Every 
speaker concentrated on the theme. 

One reason for this was that the topic 
of most current interest to those present 
—the revision of Section 213, the New 
York expense limitation act—was hardly 
mentioned as the revision is now before 
the legislature in a new act and it was 
felt that discussion at this particular 
conference was not appropriate at such 
a crucial stage of the legislative pro- 
ceedings. 

Chairman of the conference was Frank 
H. Wenner, CLU, Connecticut Mutual 
general agent, Utica. President of the 
New York State Association of Life 
Underwriters, under whose auspices the 
conference was held, is Philip R. Chase, 
CLU, Northwestern Mutual, Syracuse. 
Spencer L. McCarty, Albany, is execu- 
tive secretary of the association. 
Biggest Current Production Problem 

The biggest problem in production 
confronting agency heads is based on 
recruiting, training and follow-up. It is 
one thing to find an agent with good 
potentialities; it is another to keep him. 
Turnover is constant and deplorable. 
Then, too, why don’t more of the gradu- 
ating classes at colleges enter the insur- 
ance business, and even when they do 
come in, w hy, do so many get out? Is it 
the company’s fault or the manager’s 
fault, or are both culpable? And is there 
any assurance that if they remain they 
will necessarily be as competent agents 
as men who did not go to college but 
have been in some other field before 
picking up the rate book? 

Ralph G. Engelsman of New York, 
who founded the Saratoga conference 
half a dozen years ago (and it has been 
an outstanding, provocative panel at 
which some exceedingly important ad- 
dresses have been delivered), started the 
Saratoga discussion by declaring that 
new approaches to career building in 
life insurance are needed “if we are go- 
ing to meet competition for mz inpower, 
and such approaches, in his opinion, 
“should not be developed on an indus- 
try basis but must come through various 
plans from various companies. Some 
companies must take the lead and start 
modernizing concepts of building man- 
power. Some one has to lead the way.” 


Companies Should Compete in 
Idea Development 
Continuing he said: “In the past we 
have taken great pride in the manner in 
which our companies cooperated in the 
exchange of ideas, information and sta- 
tistics. In other businesses, information 
would be considered the sole and con- 
fidential property of the individual com- 
pany. Certainly, no one could have any- 
thing but praise for this procedure in 
life insurance, but there is the danger 
that if we let the pendulum sw ing too 
far, one of our major strengths may 
develop into one of our greatest weak- 
nesses, 
“To me it would seem that more com- 
Petition between life insurance compa- 
nies in developing services, plans and 








ideas—in line with their own estimate 
of the public needs and desires, would 
create a very healthy state of affairs 
for all of us in life insurance. Leader- 
ship means making decisions — setting 
objectives and taking the necessary ac- 
tion to reach these objectives. Leader- 
ship means conviction translated into 
action. Companies are grappling with 
this problem and are trying to find new 
approaches and that is all to the good. 
But only a very few have any organized 
plan of action. We must have leaders 
who are willing to examine current 
trends objectively and who can design 
plans to fit their findings.” 

Mr. Engelsman said that there should 
be action without consulting with and 
waiting for the whole parade to move 
along with them. 


The Quest for College Graduates 

Following his talk came the discussion, 
most of those present wanting to join 
the debate. Even the home office men 
participated. There were not so many 
of the latter at the meeting this year 
as in former years, but they made them- 
selves heard. 

The informal discussion seemed to 
center mostly on the battle for outstand- 
ing college graduates in which the big 
industrial outfits, such as leading auto- 
mobile manufacturers and the engineer- 
ing concerns, capture so many of the 
graduates while so few of them are 
drawn into insurance production. 

Of the young fellows leaving college 
Engelsman said: “Maybe these men just 
don’t want to sell right away. Maybe 
they shouldn’t sell right away. I feel that 
the first strike we have against us is 
that we recruit young men out of col- 
lege to sell. Our competitors recruit to 
bring them into their business. We tell 
them: ‘Come in—We will train you to 
sell, and if you do well there’s a fortune 
ahead of you. And what about the 
future? Well, you can sell more; you 
can become a CLU.’ The CLU idea is 

(Continued on Page 16) 


In Being an Agent 
ITEMIZES MANY SATISFACTIONS 


They Range All the Way From Freedom 
in Operation to Aiding Nation’s 
Economy 


At the Saratoga conference of New 
York State managers and general agents 
last week Ralph G. Engelsman, New 
York insurance consultant, gave many 
reasons why the job of a successful in- 
surance agent is full of satisfaction. His 
summary : 

The agent is in business for himself, 
but most of his business expenses, rent, 
stenographic service, telephone and sta- 
tionery, are paid by the agency or com- 
pany. He selects the people upon whom 
he calls to solicit business. He regulates 
his hours, takes vacations when he 
chooses and has enough freedom to en- 
gage in community projects. His work 
is mostly of a professional nature. He 
sells a product which carries an actual 
and psychological guarantee for every 
customer. 

Also, the agent represents a_ basic 
pillar of the American economic struc- 
ture—basic to individual, family, com- 
munity, nation. His compensation, which 
automatically builds a backlog for the 
future, is never reduced; his activity is 
unrestricted; he can determine how 
much work must be done to reach objec- 
tives set for himself. He can plan his 
own retirement, based in part on de- 
ferred compensation and there are defi- 
nite tax advantages with respect to 
deferred compensation. His business is 
not seasonable and even in severe de- 
pression the market for life insurance 
remains steady. He has access to mis- 
cellaneous privileges such as the cover- 
ages and benefits which are life insur- 
ance affiliates. He has the advantage of 
making himself a better qualified sales- 
man by attending conventions, meetings, 
conferences. 

And he is an extraordinary person 
in view of the fact that he is a combi- 
nation business man, salesman, public 
relations student, hard worker, book- 
keeper, consultant, responsible citizen, 
creator, and when he is working on all 
cylinders “is a straight-shooting, adven- 
turous, all-around guy,” said Mr. Engels- 
man. 


Woodson Sees Arguments To Fit 
Every Turn in Economy of Nation 


The sale of life insurance is a two- 
way street in which the agent has sales 
ammunition irrespective of the condi- 
tion of the nation’s economy or of fac- 
tors which normally would cut deeply 
into reservoir of sales prospecting. With 
this as a theme B. N. Woodson, manag- 
ing director of NALU, appearing before 
New York State Association of Life 
Underwriters at Saratoga Springs last 
week diagnosed six situations confront- 
ing agents which are serious deterrents 
to selling if an agent does not take ad- 
vantage of sales slants applicable in each 
situation. His summary of these sales 
arguments follows: 

In a bull market people buy life isurance 
with the profits they are making. In a 
bear market they buy to offset the shrink- 
age. 

When taxes are reduced life insurance 
is bought with the money which is released 
On the other hand, when taxes are in- 
creased insurance is bought to pay taxes 
and to enjoy other tax advantages. 

In a period of inflation the breadwinner 
is worth more just as is in fire insurance 
the home and other properties would com- 


mand a higher price if they were placed in 
the market, and, therefore, more fire insur- 
ance must be placed for adequate coverage. 
And when along comes a period of defla- 
tion people want to own more life insurance 
than previously they had been carrying 
because they realize it is a safe depository. 

When a man has Social Security bene- 
fits he want to buy new life insurance, or 
add to his previous coverage, in order te 
protect what he has in the way of SS. But 
if he has no SS he — life insurance to 
take the place of 

If a person owns a 5 Paaniea plan he buys 
life insurance to supplement the accumula- 
tions under his Pension plan and to pro- 
vide a reasonable death benefit. 

When a man has NSLI he wants to buy 
life insurance to complete his program. 
If he has no NSLI, or lets what he did 
have lapse he feels he needs to buy life 
insurance in a private company so he will 
have the protection he needs. 

Topic of Mr. Woodson’s address was 
“Public Acceptance of the Career Life 
Underwriter.” In brief, he felt that the 
public has never had more confidence in 
the institution of life insurance than 


Good Supervision Big 
Aid in Agent’s Success 


KENNETH ANDERSON’S TALK 


Early Success Often Slows Down If 
Continuous Training Is Not 
Available 


Many agents who make a temporary 
success of life insurance selling begin to 
go the other way and in the opinion 
given before the Saratoga conference 
last week of New York general agents 
and managers by Kenneth L. Ander- 
son, vice president, Union Mutual, the 
reason is faulty training and supervi- 
sion. He said he was not concerned with 
what happens initially to an agent, but 
what happens eventually. Sometimes the 
supervision is not only faulty but actu- 
ally there is no supervision. The general 
agent must know where the agent is 
working, whom he is selling, what he is 
selling and how he makes the sale. Su- 
pervision which fails to get at the source 
of cause of each agent’s weaknesses and 
strength, is not all revealing, is always 
inadequate, often harmful. 

Anderson offered some essentials. 
The first of these is knowledge of the 
facts. Then comes the proof that diag- 
nosis of his difficulties are realistic. The 
third essential is the necessity of being 
objective with the revealed facts. Sym- 
pathy and friendship are not enough 
to give. All advice must be factual. 
Good supervision requires action on spe- 
cifics, not generalities. Availability also 
is an important factor. When the agent 
wants help it must be forthcoming which 
means that managers or general agents 
should not operate behind closed doors 
but must be within reach when wanted. 
Even the best agent may slowly develop 
a habit which will plunge him into a 
slump. Only continuous supervision can 
guarantee that this will not happen. 
“Don’t wait for the agent to get into 
trouble and come running for help,” said 
Mr. Anderson. “The competent general 
agent or manager can spot the head- 
ache; see it coming.” 

Here are some questions for managers 
which Mr. Anderson says should be an- 
swered in the affirmative: 

Does your training imbue a man with 
the motivating thought that success as 
an agent will lead inevitably to greater 
success aS an agent or in an executive 
field? Does your training program in- 
culcate early in a man that spirit of 
human service which produces the thrills, 
satisfactions and comforting memories of 
jobs well done? Does your training pro- 
gram begin immediately to organize an 
agent so well that he can not only enjov 
but also afford the luxury of a vacation? 
Do you train men to budget their 
freedom or must they always remain 
slaves to themselves? Does your train- 
ing enable agents to continue mingling 
with people they like? Does the pro- 
gram guarantee your men the securitv 
that comes from confidence in their 
knowledge and their skills? Does your 
supervision restore the bright sheen of 
attractiveness to this business and more 
so than any other single factor? 





is evident in 1953, and no career in 
American business is more attractive. It 
is true that there is a difference of 
opinion about agents. Seams agents 
should not be in the field at all as they 
do not reflect credit on it, but those who 
are insured and have known or experi- 
enced the beneficence of life insurance 
are staunch supporters of the agents 
who have made it possible for them to 
have this protection. These field men 
are admired and respected. So the range 
of prestige for the agent is long, running 
from the extreme low to the extreme 
high, but higher than in other vocations. 
(Continued on Page 16) 





Page 4. 





February 27, 1953 








Carr Agency Paid for 
$9,200,000 Last Year 


HAS FORCE 


$27,000,000 IN 


Four-Year-Old New York Agency 
Ranked No. 2 Among Continental 
Assurance Offices Countrywide 


The 1952 paid-for production of the 
A. Carr Agency, Inc., 1780 Broad- 
New York, $9,200,000 of 
Ordinary business, exclusive of 
and Group permanent 


David 
way, totaling 
true 
Group coverages, 


or guaranteed issue plans, brought ac 


DAVID A. CARR 


claim to this agency at the recent annual 
meeting in Chicago of Continental As- 
surance’s General Agents and Managers 
Scoring $2,000,000 more in 
this agency 


Association. 
paid-for volume than in 1951, 
was presented with a plaque for its 
outstanding production and achievement 
nationwide. In fact, the Carr 
close to the No. 1 
Malcolm Teare, 500 
York. 


span of 


agency 
agency, 
Fifth 


ranked 
that of H. 
Avenue, New 

In the short four 
David A. Carr was appointed by Conti- 
nental Assurance he has done an agency 
building job which has commanded re- 
spect and admiration. Specializing in 
brokerage business, he has rolled up a 
total of $27,000,000 of life insurance in 
force in this period, an outstanding 
record. This has been accomplished with 
the assistance of Michael A. Wilton, 
vice president of the agency corporation 
who, like Mr. Carr, is a top-notcher in 
the handling of brokerage business. 

Through the means of insurance trade 
journal advertising, regular bulletins and 
personal contact Messrs. Carr and Wil 
ton are doing an educational job which 
is producing results. They feel that 
brokers now have a better understanding 
of Continental’s “constant effort to 
shrink the area of rejection and broaden 
the field of acceptance.” 

Mr. Carr’s initial insurance experience 
was in the general field handling 
alty and fire lines. He started 20 
ago with an agency of Continental Casu- 
alty, and he has had no regrets for 
this background of general insurance 
experience as the techniques developed 
in dealing with brokers are now being 
successfully applied in handling life in 
surance cases. This, in fact, duplicates 
the experience of Continental Casualty 
in entering the life insurance field. 

Mr. Wilton’s earlier experience 
with the multiple line agency of W. L 
Perrin & Son, Inc. He and Mr. Carr 
have a combined background of 45 years 
in the general and life insurance fields. 

Mr. Carr was elected vice president 
of the General Agents and Managers 
Association at its recent annual meeting. 


very 


years since 


casu 
7 ears 


Was 


Late W. C. Laird Was Big 
Figure in Production 


REMARKABLE RECORD OF HIS CO. 


London Life Issued $339,000,000 of New 
Insurance in 1952; Stood Well With 
All Companies 


The death this month of W. C. “Bill” 
CLU, assistant general manager 
director of London Life, 
Ontario, caused widespread re- 


Laird, 
and agencies, 
London, 
gret among Canadian insurance men. 
William C. Laird 

Mr. Laird, who was the son of late 
Senator Henry W. Laird, born in 
Cobourg in 1891, received his primary and 
secondary education in Regina, was grad- 
uated from University of Toronto in 1914 
and returned to Regina where he became 
or of the Western School Supply 
some- 


was 


manage 
Co. During college years and for 
prominent in 


leading 


was 
one of the 


time following, he 
athletics, becoming 
goal tenders in Canadian hockey. 

In the World War he was a 
lieutenant in the Canadian Army. He 
joined London Life organization in 1919 

a Regina agent in its Ordinary 
Branch, In 1923 he was made associate 
manager in Toronto and in 1926 assumed 
full control of the district. Appointed 
superintendent of Ordinary Branch agen- 
head office in 1940, in 1944 
took the direction of the Industrial 
agencies as well. He was appointed as- 
sistant general manager and director of 
agencies in 1946. In 1939 he was presi- 
dent of Life Underwriters Association of 
Canada. He was chairman of the Agency 
Officers Section of the Canadian L ife In- 
surance Officers Association in 1944-45 
and was also a director of Life Insurance 
Agency Management Association. 


first 


cles at the 


As Seen in the Business 


Asked to comment on Mr. Laird this 
week, R. Leighton Foster, Q.C., counsel, 
Canadian Life Insurance Officers Asso- 
ciation, said: 

“The stature of ‘Bill’ Laird in Cana- 
dian life insurance is indicated by the 
fact that in 1952 his company issued new 
life insurance of $339,000,000, all of 
which was written in Canada. It is the 
largest amount of business ever pro- 
duced in Canada in one year by any 
life insurance company. 

“He was in charge of the 
agencies since 1944. No agency officer 
stood in higher regard within his own 
company and outside, than he did. He 
was not only respected and admired for 
his outstanding judgment relative to his 
own company, but he was a friend of 
every agency officer in the business, al- 
ways available to answer inquiries and 
to tell other people how he and_ his 
company operated. He believed sincerely 
that life insurance selling is one of the 
world’s greatest vocations and alway: 
claimed that the success of his company 
resulted from the care with which field 
men were selected and trained. His 
standards of selection and training of 
men were of the highest.” 


company’s 


New England Mutual Plans 
General Agents Meeting 


usual program 
meeting of the 
General Agents 


An innovation in the 
for the annual spring 
New England Mutual's 
Association avill arise through the 
scheduling of the conference in Boston 
on March 15 to 18 As an integral part 
of the program, the general agents will 
attend the annual meeting of the com- 
pany in the home office on March 18. 
The conference will be held in’ the 
Sheraton Plaza Hotel. 

Many of the general agents, plus a 
record number of qualifying field men, 
will then journey to the Homestead, Hot 
Springs, Virginia, for the annual spring 
meeting of the company’s Leaders Asso- 
ciation on March 21 to 23. 


O. A. Krebs Agency Gets 
Award From Aetna Life 


RECEIVES PRESIDENT’S TROPHY 


New York Office Had Largest Premium 
Income for 1952; Presentation 
Made at Agency Luncheon 


The O. A. Krebs agency, Aetna Life, 
151 William Street, New York, had the 
largest premium income of any of the 
company’s general agencies throughout 
the United States and Canada during 
1952, and was awarded the President's 
Trophy at a luncheon at the Bankers 


Robert B. Coolidge, Aetna Vice Presi- 
dent, right, presenting Plaque to General 
Agent Krebs 


Club this week honoring the members 
of the Krebs agency staff. 

The trophy, awarded annually — to 
Aetna Life general agencies with out- 
standing records in sales and agency 
management during the preceding year, 
was awarded to O. A. Krebs, general 
agent here since 1945, by Robert B. 
Coolidge, vice president of Aetna a 

During 1952, the Krebs agency had < 
premium income of more than $37, 000, 
000, an increase of 12% over the pre- 
vious year, and led all other Aetna Life 
agencies in the production of Group in- 
surance and placed second in the amount 
of Ordinary life insurance written. 

Agency Leaders 


Honored at the luncheon were Monroe 
Kisenberg, life leader William W. 
Luman, leader in the Group insurance 
field, and Allen Cole, who was high in 
accident and health insurance production. 

In recognition of winning the Presi 
dent’s Trophy, Mr. Krebs has been in- 
vited to serve a one-year term on the 
General Agents’ Advisory Council, which 
meets each spring at the Aetna Life’s 
home ottice in Hartford and serves as 
an advisory body of agency management 
problems. 

In addition to Mr. Coolidge, those at- 
tending from the home office were E. E. 
Cammack, vice president and a direc- 
tor; Donald E. Hanson, director of 
agencies; Jack Warner, life advertising 
manager and Walter Kyle, agency as- 
sistant. 

R. V. McWilliams is associate general 
agent of the Krebs Agency and John E. 
Kenney is assistant general agent. Stan- 
levy N. Weiland is head of the brokerage 
department; Irving Lewis heads the ac- 
cident and health pe gt and Earl 
Wiley is in charge of the Group depart- 
ment. 


THOMAS HOLLAND DEAD 
Thomas Holland, 51. assistant man- 
ager of the Albany, N. Y., offices of 
John Hancock, died recently. He had 
been with the Hancock concern since 
1931 and had resided in Albany for 
the past 27 years. 


Insurance Buyers Discuss 


Trends in Group, Pensions 

The New York Chapter, National In- 
surance Buyers Association, Inc., held a 
closed luncheon meeting Thursday for 
the purpose of discussing problems and 
new trends in group and pension pro- 
grams. 

Davis W. Gregg, dean of American 
College of Life Underwriters, was 
moderator and the speakers were Edwin 
C. McDonald, second vice president, 
Metropolitan Life, on pensions, and 
Wendell Milliman, vice president and 
group department manager, New York 
Life on Group Insurance. 


Metropolitan Figures 


(Continued from Page 1) 


deducting investment expenses but be- 
fore deducting Federal income taxes, 
was 3.21%, in comparison with 3.07% in 
1951. After Federal income taxes, the 
1952 net rate was 3%, as compared with 
2.87% for 1951. 

New long-term investments in 1952 to- 
taled $1,000,000,000. The major part of 
these funds went to finance the needs 
of commerce and industry, in many in- 
stances helping to bring to the public 
the benefits of technological progress in 
such fields as chemistry and electronics. 

Some $369,000,000 was invested in city 
and farm mortgage loans during the 
year. Part of these funds helped finance 
30,000 new homes, bringing the total 
outstanding home loans of the company 
to 197,000 at the year’s close. 

On new long-term investments made 
last year, the net interest rate, after in- 
vestment expense but before Federal in- 
come tax, was 3.73%—the highest since 
1934. 


6,200,000 Persons Covered by A. & H. 


Accident and Health protection con- 
tinued to grow in public favor, particu- 
larly true of Hospital, Surgical and 
Medical Expense policies. At end of the 
year about 6,200,000 persons were pro- 
tected by Metropolitan Accident and 
Health coverage under Group and indi- 
vidual policies. There also were 549,000 
Group certificates and individual con- 
tracts for annuity payments in force pro- 
viding for total annuities of $201 million 
a year. Of this, $37 million of annual 
income is currently being paid to annui- 
ties. 

At year’s end the company was serv- 
ing 33,700,000 individuals in the United 
States and Canada, which figures out to 
about one person in five of the total 
population of the two countries. There 
were 300,000 more policyholders than at 
the close of 1951. 

The mortality experience among 
policyholders continued to be very favor- 
able. 


Aids Atomic Energy Projects 


At a press 
writers of New 


conference of financial 
York, held by the com- 
pany on Tuesday, Frederic W. Ecker, 
executive vice president, presiding, and 
attended by some principal officers of 
the company, several examples were 
given illustrating how the life insurance 
companies are aiding private enterprise 
in development of atomic energy proj- 
ects. Two examples given were loans by 
companies to Electric Energy Co. and 
Ohio Valley Electric Corp. In case of 
I:lectric Energy loans were made to it 
of $1065,000,000, its total indebtedness, 
companies making the loans _ being 
Metropolitan and Prudential. Metropoli- 
tan will lend $82,500,000 of this amount. 
In the case of the Ohio Valley where 
‘he complete indebtedness is $420,000,000, 
‘he insurance companies will lend $360,- 
(90,000, in which transaction the Metro- 
politan is making a loan of $125,000,000. 

The attention of the press conference 
was also called to the great increase in 
industrial and miscellaneous asset hold- 
ings which went from $70 million in 1929 
to $3.756 billion at end of 1952. 

Dividends to policyholders in 1952 
amounted to $192 million, largest sum in 
the company’s history. 
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LESTER I. LESTER WINS TROPHY 
Designated by Mutual Trust Life for E. 
A. Olson Memorial Achievement Award 
for 1952; Best All-Round Agency 
Lester I. Lester, general agent in 
New York for the Mutual Trust Life, 
who opened up the first agency for the 
company in this city on July 1, 1939, has 


LESTER I. LESTER 


° 
been awarded the Edwin A. Olson Me- 
morial Achievement trophy for the year 
1952. This is in recognition of Mr. Les- 
ter’s all-around performance which, in 
the opinion of the home office agency 
committee, earned for him the coveted 
designation. 

In a tribute paid to Mr. Lester in 
connection with this award it is pointed 
out that he has sold the acceptance of 
the company to brokers and agents in 
New York City area; has helped Mutual 
Trust general agents to get started and 
has guided them in early years of agency 
building. 


Last year showed 


the Lester agency 
a paid-for volume gain of 33 1/3% 
ever that of 1951 and ranked No. 2 in 
countrywide standing. The achievement 
trophy was awarded on the basis of the 
best average size policy, average com- 
mission per policy and lapse ratio; 
agency production in relation to quota, 
increase in quota over preceding year 
and number of men in the agency who 
were members of the company’s produc- 
tion clubs. 


U. S. Life Directors Pay 
Tribute to Late G. C. Wells 


The board of directors of the United 
States Life at its meeting February 
17 unanimously adopted a resolution of 
sympathy in the recent death of Graham 
C. Wells, former NALU president and a 
director of the company from June 15, 
1937 to October 13, 1947. Mr. Wells 
served as a consultant of the United 
States Life until the time of his death 
on February 6. 

In the resolution, a copy of which has 
been sent to his widow, Mrs. Elizabeth 
Ayres Wells, the directors expressed 
warm appreciation of his kindliness, his 
lavable human qualities, and of his in- 
valuable service as a director and as 
a consultant. 


Tom Irvine Joins N. Y. Life 

Thomas Irvine, formerly chief actuary, 
Life Insurance Agency Management As- 
sociation, has joined New York Life as 
executive assistant in the agency re- 
— division. A graduate of Trinity 
College in 1935 he entered Metropolitan 
Life’s actuarial department and in 1946 
jained the Agency Management Associa- 
tidbn, first as a consultant in the com- 
pany relations division and then as ac- 
tuary in research division, becoming 
head of actuarial division in 1951. 


Ranni Agencies Win 1952 
Awards for Production 


Lincoln National 
Combined Report 


INCLUDES RELIANCE FIGURES 


New Business Totaled $845,785,000; In- 
surance in Force Reaches Total of 
$5,760,050,000 


Good was made during the 
year in combining the operations of Lin- 
coln National and Reliance Life of Pitts- 
burgh which Lincoln took over, it was 
stated at the annual meeting of Lincoln 
National by A. J. McAndless, president. 
The business of the two companies was 
the beginning of 


progress 


formally merged at 
1953. 

The new business paid for in 1952 by 
the Lincoln amounted to $751,242,000 and 
by the Reliance to $94,543,000, making a 
total of $845,785,000. This compares with 
$726,350,000 new business for the Lincoln 
and $92,932,000 for the Reliance in the 
preceding year. 

Insurance in force increased $1,505,- 
325,000 ota hg the total volume in force 
on January 1, to $5,760,050,000. Of this 
increase, S acontanin resulted from the 
assumption of Reliance policies. 

Assets increased $375,193,000 and 
reached $883,600,000 on January 1. Total 
assets now include $340,247,000 of former 
Reliance assets. Surplus was increased 
by $10,967,000 during the year, bringing 
the total surplus to protect policyholders 
to $61,983,000. 

At the annual meeting other speakers 
introduced by Mr. McAndless included 
First Vice President Walter O. Menge 
who discussed the merger of the busi- 
ness of Reliance Life; Vice President 
Cecil F. Cross who described the work 
of the company’s agency force; Vice 
President H. Lewis Rietz who reported 
on the company Accident and Sickness 
insurance experience; Second Vice Pres- 
ident F. J. McDiarmid who discussed 
the company’s bond and stock invest- 
ments; and Vice President Edward D. 
Auer who talked about the company’s 
mortgage loan operations 


JAMES G. RANNI 


James G. Ranni Organization of New 
York, which has represented the Man- 
hattan Life for over 25 years as general 
agent and has been a consistent produc- 
has been notified by the 
that in 1952 the agency 
1 in first year premiums as 
life 
volume 


tion leader, 
home office 
ranked No. 
well as in group 
paid-for 
agency was No. 2 countrywide. 
Ranni Agency, Inc., of Miami 
No. 2 in volume and premiums last year 
for agencies than 
30th agencies are operated by James G. 
Ranni, who in addition to his mana- 
gerial duties, is a life and qualifying 
= of the Million Dollar Round 
able. 


production. In 


over-all the Ranni 


stood 


less three years old. 
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Congratulations - yy 


to the members of our 
Field Organization on reaching a 


4 
BILLION DOLLARS ’ 
of 
LIFE INSURANCE IN FORCE 4 
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la 
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in less than 35 years since entering the 


Lio 
NT LIFE. & ACCIDENT INSURANCE COMPANY 
’ Chattanosga -Since 1887 


LIFE ACCIDENT SICKNESS HOSPITAL SURGICAL MEDICAL 





C.I.T. Financial Corporation ‘ 


Forms Patriot Life Ins. Co. 

C.1.T. Financial Corp. of New York, 
which has capital and surplus of $212,- 
022,000, has incorporated a_ subsidiary 
which it wholly owns and which has 
been licensed by New York State In- 
surance Department. Capital and sur- 
plus of Patriot Life will be $1,000,000. 
It will specialize at outset in reinsur- 
ance and writing of creditor life insur- 
ance. Chairman of board of the new 
company is Arthur O. Dietz, president 
of C.LT., and chairman of executive 
committee is Henry Ittleson, Jr., C.1.T.’s 
executive vice president. 





. Cire ; — 

Hie did alright! 

~The “man who carried the 
rate book” for Pacific 
_Mutual in the 1860's did a 
great job in his. time. But 
what would he have given 
for the training, coaching 
and counseling every P.M. 


Agent can command today? 


TRAINING 
COACHING 





LIFE INSURANCE COMPANY 
1G Oh © ae OF we wp 6 OS o 

LOS ANGELES, CALIFORNIA 

Doing business only through General 

Agencies located in 42 states and the 
District of Columbia. 
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N. Y. Equitable’s Group 
Annuity Staff Changes 


T. A. MEANEY DEPUTY DIRECTOR 





Clark F. Morris, Associate Director; Six 
Field Group Annuity Directors 
Are Appointed 





The Equitable Life Assurance Society 
has reorganized its home office Group 
Annuity staff in more clearly defining 
areas of responsibility and to permit 
greater decentralization of responsibili- 
ties. Thomas A. Meaney has been ap- 
pointed deputy director in which capa- 
city he will work closely with John M. 
Hines, director, Group annuities, in co- 
ordinating all Group annuity activities in 
the field and home office. Clark F. 
Morris has been appointed associate di- 
rector with headquarters at home office 
with responsibility for direct liaison be- 
tween field and home office on complex 
cases. 

The coordination of home office serv- 
ices will be the direct responsibility of 
A. M. Malocsay, associate director, as- 
sisted by Miss R. J. Bell, assistant di- 
rector in charge of closed case adminis- 
tration, John C. Dircks, assistant di- 
rector in charge of pre-sale services, 
Bertram Gottfried, assistant director in 
charge of new business administration 
and Thomas E. Roach, assistant director 
who will render technical special serv- 
ices. 

Field Appointments 

Field changes have also featured the 
creation of the position of director, 
Group annuities, in six field departments. 
These directors are: 

Rm, Hi, Ross, New York metropolitan depart- 
ment; R. J. Krafft, Middle Atlantic department; 
D. I. Ouaid, Western Pennsylvania department; 
A. T. Ackerman, central department; R. B. Eck- 
man, Southern department; Duerkop, 
Western department. 

Mr. Rose joined the Society in 1932 in 
the New York Metropolitan cashier’s 
office and in 1944 was transferred to the 
Group department _as service supervisor, 
Group annuities. In 1949 he was made 
divisional director Group annuities for 
the Northeastern department with head- 
quarters in this city. Later he served in 
the same capacity for the Greater New 
York metropolitan department. 


Equitable of Iowa Leader 

Agency Vice President Ray E. Fuller 
of Equitable Life of Iowa, was host at 
a dinner given by _company to the 

rederick A. 
take agency in 
Detroit, February 
14, in celebration 
of the agency’s 
production leader- 
ship among all 
company agencies 
during 1952. 

The banquet was 
attended by all 
members of the 
agency, their 
wives and mem- 
bers of the agency 
office staff. In 
congratulating the 
members of the 
agency on their 
outstanding rec- 
ord of $5,408,873 
of new life insurance paid for during 
1952, Mr. Fuller further complimented 
them on having attained that same 
agency production leadership among all 
Equitable of Iowa agencies in both 1950 
and 1951. Mr. Smart became general 
agent for the Equitable Life of Iowa in 
Detroit in November, 1926. 


Denda a Grandfather 
M. J. Denda, New York branch man- 





F. A. Smart 


ager and resident vice president of the 
Union Mutual Life of Portland, recently 


became a grandfather. His daughter, 


Mrs. John E. Gavigan, gave birth to a 
daughter, Karen Jean, in Harkness Pav- 
ilon, on February 17, Her husband is an 
underwriter in 
America. 


the Marine Office of 


Arthur H. Hoepner Manager 


In Davenport for Guardian 

President James A McLain of Guard- 
ian Life of America has announced the 
appointment of Arthur A. Hoepner as 
manager in Davenport. The appoint- 
ment is effective March 1. 

Mr. Hoepner was born in Bennett, Ia 
and has been a resident of Pieehnnet 
for the past 28 years. He attended 
Augustana College for two years, an:J 
was graduated from the University of 


Iowa with a Bachelor of Science degree. 
After several years in the business world 
in various capacities, he left a position 
as credit mananger for a lumber firm to 
enter the life insurance field in 1943 as 
an agent for a large Eastern company. 
He was made a district manager in 1949, 
and held that post at the time of his 
Guardian appointment. 

An active participant in both civic and 
insurance association affairs in his com- 
munity, Mr. Hoepner is president of 
the Life Underwriters Association of 
Davenport. 


Jefferson Standard Advances 
Martin, Eddins and Morgan 


Three home office promotions have 
been made by Jefferson Standard. Cecil 
Martin, 
counting and 


former manager of agency ac- 
statistical 
been named planning supervisor. 


division, has 
John 
E. Eddins has been made manager of 
the new bookkeeping and statistical divi- 
sion and Thomas T. Morgan, Jr., is now 
assistant manager of that division. 
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We’re proud of this 1952 award 
given to Mutual Of New York by 
the Direct Mail Advertising 
Association, Inc. 


The citation reads as follows: 


“The Mutual Life Insurance Company of New 
York has been selected for a 1952 Best of Industry 
Award in recognition of its excellence and the 
results achieved. This outstanding campaign will 
be part of an exhibit to tour the United States and 
Canada to encourage the increased use of well- 
planned, effective direct mail.” 


Yes, we’re proud of this recognition. But even more 
important is the fact that this MONY sales material is 
producing outstanding results for the MONY Field 
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Murvar 0; New Yor« 


“FIRST IN AMERICA” 
The Mutual Life Insurance Company of New York 
Broadway at 55th Street, New York 19, New York 
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Thomas L. O’Hara Heads 
Life Managers of N. Y. 


SUCCESSOR TO HARRY KRUEGER 


L. M. Huppeler Named Vice President; 
J. F. MacGrath, Jr., Secretary- 
Treasurer; New Directors 


At the annual election luncheon meet- 
ing of the Life Managers Association of 
Greater New York, Inc., held Wednes- 
day in the Hotel Shelton, Thomas L. 
O’Hara, Metropolitan Life, was elected 
president. Also elected were Lambert M. 
Huppeler, CLU, New England Mutual, 
vice president and Joseph F. MacGrath, 
Jr., United States Life, secretary- 
treasurer. Mr. O’Hara succeeds Harry 
Krueger, CLU, Northwestern Mutual, 
to the presidency. 

Elected to the board of directors for 


LAMBERT M. HUPPELER 


the year 1952 were Jules Anzel, Conti- 
nental American; M. L. Camps, John 
Hancock; John H. Evans, Home Life of 
New York; Harry Krueger, Northwest- 
ern Mutual; Louis W. Sechtman, CLU, 
Aetna Life; Arthur L. Sullivan, Fidelity 
Mutual; Raymond F. Thorne, CU; 
3erkshire Life; S. Samuel Wolfson, 
Berkshire Life. 

Also elected to the board of directors 
were Irving S. Bober, CLU, New Eng- 
land Mutual; Wheeler H. King, CLU, 
New England Mutual; Benjamin D. Sal- 
inger, CLU, Mutual Benefit; George P. 
Shoemaker, CLU, Provident Mutual. 

Members of the nominating commit- 
tee were John H. Evans, Home Life of 
New York, chairman; Edwin J. Allen, 
CLU, John Hancock; Michael J. Denda, 
Union Mutual; Wheeler H. King, CLU, 
New England Mutual, and Raymond F. 
Thorne, CLU, Berkshire Life. 

Careers of New Officers 
Tho mas Bs 


sociation’s 
and advanced to 


O’Hara served as the as- 
secretary-treaasurer in 1951 
the position of vice 
president in 1952. He has been a district 
manager of Metropolitan Life since 
1934, having started with that company 
as an agent in 1926. He is currently 
serving as treasurer and a member of 
the board of directors of the Life Un- 
derwriters’ Association of the City of 
New York, Inc., and a former chairman 
of that organization’s committee on co- 
operation with attorneys. Mr. O’Hara is 
a past president of the Metropolitan 
Manhattan Managers’ Association, and 
past president of the Treasury Depart- 
ment 4-4-3 club and, as a result of this 
service, was awarded a silver medal for 
his activities in World War II bond 
sales. He is a member of numerous 
charitable and communitiy organizations. 

Lambert M. Huppeler was named as 
vice president after having served as 
secretary-treasurer in 1952 and as chair- 
man of the association’s planning com- 
mittee in 1950 and 1951. He has been 
general agent of New Engl. and Mutual 
since 1948 and since assuming this posi- 
tion the agency has been built from 67 


THOMAS L. O’HARA 

million dollars in force to over 100 mil- 
lion and the number of field agents has 
increased from 20 to 35. Mr. Huppeler’s 
agency has been the number one agency 
for his company since his arrival. During 


JOSEPH F. MacGRATH, JR. 

1952 the agency paid for over a million 
dollars of business every month and 
at the end of 1952 had 22 million dollars 








BROKERS—USE YOUR ‘IN’ 
With General Insurance Clients 


Those life commissions do add up. If you 
don't sell them life, someone else will. Let 


this agency suggest plans for increasing 
your income. Your "'in'' and John Hancock 
prestige make a terrific combination on 
which to capitalize. 


WILLIAM A. ARNOLD, ll, General Agent 
HOWARD D. FONZ, Brokerage Manager 
161 WILLIAM STREET NEW YORK 38, N. Y. 
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of new business—largest any New Eng- 
land Mutual agency has ever had in the 
history of the company. Mr. Huppeler 
is a graduate of the University of North 
Dakota. He is also head of Lambert M. 
Huppeler Co., specialists in pensions and 
estate planning. 

Joseph I. MacGrath, Jr., was elected 
as secretary-treasurer after having 
served the association as the chairman 
of its membership committee in 1952. 
He entered the life insurance business 
in November, 1923, with the Cerf agency 
of Mutual Benefit and in 1929 joined the 
Louis A. Cerf, Jr., agency of Fidelity 
Mutual, and in 1938 he was appointed to 
the agency department of the home 
office of the United States Life. Mr. 
MacGrath, opened his own general 
agency for the United States Life in 
October, 1939. He has been actively en- 
gaged in committee work in this associa- 
tion, the Life Underwriters’ Association 
of the City of New York, Inc., and is 
past president of the Life Supervisors’ 
Association of New York. He is a mem- 
ber of the Montclair Golf Club, the 
New York Athletic Club and the Smoke 
Rise Club at Smoke Rise, Kinnelon Boro, 
New Jersey, where he resides. 





Brokerage Supervisor for 


Spaulder, Warshall & Schnur 


Name Middleton and Finnell 

The Men’s Assurance Co. 
has appointed Horace L. Middleton dis- 
Jacksonville and Larry 
Miami. 


some 


JULIEN H. SUMMER 


3usiness : ‘ ; 
Spaulder, Warshall and Schnur, gen- 


eral agents for Guardian Life with 
offices at 45 John Street, New York, has 
announced the appointment of Julien H. 
Summer as brokerage supervisor. The 
appointment becomes effective as of 
March 1 


trict manager in 
F. Finnell 
Both 
time. 


district manager at 


have been with company 








Mr. Summer served in Military In- 








for this department. 





Ready for a Bigger Job? 


Fine opening in our Agency for a life insurance man 
with brokerage know-how, age 25 to 45, who can qualify 


1. We’re prepared to pay a good salary and bonus to 
the man selected and to furnish brokers’ leads. 

2. The lucky applicant will join the Leading Agency 
of one of the fastest growing companies in New York City 
and will BUILD a permanent future for himself with us. 

3. Your progress will be measured by your results and 
will be rewarded accordingly. Replies will be treated con- 
fidentially. Either phone or write to 


Daseit Underwriters. Ine. 


General Agents 
UNITED STATES LIFE INSURANCE COMPANY 


75 Fulton Street, New York 38, N. Y. 
BEekman 3-1548 


telligence Service until 1945, after which 
he entered New York University to com- 
plete his education and was graduated 
with a B.S. degree in 1948. Following 
graduation he entered the life insurance 
business and since that time has served 
as a personal producer and_ brokerage 
supervisor. He has also been associated 
with the late Leon Gilbert Simon, promi- 
nent author, lecturer and business in- 
surance specialist. A member of the Life 
Underwriters Association of the City of 
New York, he is currently enrolled in 
the classes for the Chartered Life Un- 
derwriter designation at the Insurance 
Society of New York. 

In his new post Mr. Summer will su- 
pervise general insurance brokers and 
assist them in the development of their 
life insurance business. 


Passes Billion Dollar Mark 


Pacific Mutual Life total of Ordinary 
life business has now passed the billion 
dollar mark. According to Vice Presi- 
dent William Breiby, new life business 
placed in January carried the Ordinary 
total over this amount. : 

Combined Group and Ordinary in 
force had reached $1,366,000,000 at the 
end of January with Group life account- 














ing for $366,000,000 of that total. 
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AT WORK 


In this picture are some of Home 
Life’s leading agency managers and top 
home office executives. Their names are 
not important. But the reason for their 
meeting is. 


. Home office management wants 
field senitiens to ideas concerning a 
new mortgage policy and a new type 
of junior insurance policy. 


A manager is interested in the 
possibility of simplifying settlement 
option agreements. 


. An Agency Department execu- 
tive seeks help in determining the type 
of meeting to be planned for the com- 
pany’s top Field Underwriters. 


Field and home office manage- 
ment wish to review pro’s and con’s of 
entering the Accident & Health field and 


of setting up a “Baby Group” program. 


These are only a few of the problems 
which will come up at this conference 
table. They are knotty problems and 
they call for management’s best judg- 
ment. 


Home Life long ago recognized that 


the best solutions for such problems 
come from joint consideration by field 
and home office management. The com- 
pany in 1944 organized a unit of field 
management known as the Managers 
Advisory Committee. In the years 
which have elapsed this committee has 
become an institution at Home Life, 
an institution that has done much to 
develop the concept of mutual manage- 
ment. 


The Managers Advisory Committee, 
comprised of eight agency managers 
each serving two year terms, is set up 
to insure consideration of current man- 
agement problems. Shortly before each 
meeting a request goes out to all of 
the company’s agency managers and 
department heads. “What’s on your 
mind?” it asks in effect. From the re- 
sponses are drawn up an agenda for a 


HomeE LIFE INSURANCE Co. 
256 Broadway. New York, N. Y. 


*°°*A Career Underwriters’ Company” 


W. J. Cameron, 


W. P. Worthington. President 
Executive Vice President 





three-day conference, which often cov- 


ers some 50 topics. 


Around the conference table utmost 
frankness prevails. There are no 
“touchy” subjects, no sacred cows. 
Home office management feels that if 
it cannot convince the managers com- 
mittee of the correctness of a specific 
action or policy, then consideration 
should be given to changing that action 
or policy. The managers, for their part. 
provide the “field point of view” so 
necessary in formulating effective com- 
pany policy. 


What has been the net result of 
these meetings ? 


The answer is increased mutual un- 
derstanding between field and home 
office on common management prob- 
lems. As one member of the Advisory 
Committee commented at the close of 
a recent meeting: “I hope that all of 
the managers have an opportunity 
sooner or later to serve on this com- 
mittee because it has given me a better 
understanding of the company’s prob- 
lems, a greater feeling of security 
about the job that I hold and a re- 
newed enthusiasm for the wonderful 
company that I represent.” 





J. F. Walsh. 
Vice Pres. & Mer. of Agencies 
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Massachusetts Mutual Investment Officers Advanced 


New 
of the investment department of Massa- 
chusetts Mutual Life 
February 16. George P. 
George S. Smart were 


appointments for three members 
were announced 
Jackson, 


named 


Jr., and 
assistant 


GEORGE P. JACKSON, JR. 

Nathan S. 
the in- 
Jackson 
are both investment analysts, 


investment secretaries, and 


Garrison was made manager of 


vestment records department. 


and Smart 


NATHAN S. GARRISON 


industrial 
head the 


securities of 
Garrison will 


specializing in 
concerns, while 
newly-designated department handling 
the office routine and record keeping 
formerly handled within the investment 
department. 

Mr. Jackson is a native of Washing- 
ton, D. C., and was graduated from 
Yonkers (N. Y.) High School in 1922 
and from Trinity College in 1925. He also 
attended the Yale University Medical 
School and the New York Institute of 
Finance. He is president of the Western 
Massachusetts Alumni Association of 
Trinity College, has served as an officer 
of the Massachusetts Mutual bowling 
and golf leagues, and. is a member of 
the Springfield Bridge Club, Alpha Chi 
Rho fraternity, and Alpha Kappa Kappa 
medical fraternity. 

Mr. Smart was born.in South Norwalk, 
Conn., and attended William Hall High 
Sche sol in West Hartford, Manlius (N. Y.) 
Military Academy and Bates College. He 
had eight years of security analysis ex- 
perience before joining the Massachu- 
setts Mutual in June, 1950. An ardent 


golfer, 
team in the Triple A Golf League. 
Mr. Garrison was born and educated 
in Springfield, having graduated from 
the High School of Commerce in the 
class of 1920. He also attended North- 


GEORGE S. SMART 


western University and was president of 
his class in the School of Law during 
his freshman year. He is a past master 
of the Roswell Lee Lodge A. F. & A. M. 
and a former president of the Classical 
High School P. T. S. A. At present, he 
is commander of the Springfield Com- 
mandery No. 6 Knights Templar and is 
a member of the York Rite Bodies of 
Masons and the Melha Temple of Shrin- 
ers. 

All three men have completed courses 
given by the Life Office Management 
Association, and Mr. Garrison is an As- 
sociate of the association. 


Great-West January 
Business at New Top 


With over $31 million of new business 
reported during January, the Great- 
West Life continues the high produc- 
tion rate which resulted in the company’s 
most successful year in 1952. January 
was the twelfth consecutive month in 
which placed business exceeded the cor- 
responding month of the previous year, 
and was the largest January total in 
the company’s history. 

Earl M. Schwemm’s Chicago agency, 
Great-West Life’s top 1952 branch, led 
the company for the 14th consecutive 
month with a more than $2 million to- 
tal, and recorded their 103rd consecutive 
month of more than a million in new 
business. Winnipeg was close behind 
with better than $2 million to mark 
their best month on record. California, 
Newark, Montreal 1 and Minneapolis 
were all in the million dollar class. 

Earl Russell of Kansas City led the 
field organization in individual produc- 
tion with J. W. Knox of Montreal 1 in 
second place. 


American United Director 

One new director was elected to the 
board of the American United Life, at 
a recent meeting of the members of the 
corporation held at the company’s office 
in Indianapolis, Clarence A. Jackson, 
president, announced. 

J. Howard Alltop was elected as the 
new member of the board to succeed 
William A. Jenkins who is retiring 
after 13 years as a director. 

President Jackson recently announced 
that American United had increased 
its insurance in force by more than 
$38,917,608 to an all-time high of $526,- 
301,551 during 1952. 


he is a member of the company 


Phoenix Mutual Had 
23% Production Gain 


ASSETS NOW OVER $607 MILLION 


President B. L. Holland Reports Net 
Earned Interest Rate 3.34%; 
Features of Statement 


Phoenix Mutual Life had new life in- 
surance sales in 1952 amounting to $124,- 
109,000 which was a new record for the 
company and exceeded the previous year 
by 23%, President B. L. Holland re- 
ported at the annual meeting recently 
in Hartford. Insurance in force showed 
a gain of $72,881,000, the largest increase 
for any year, exceeding the gain for 
1951 by 45% and bringing the total in 
force at the close of the year to $1,240,- 
282,000. 

Net return in 1952 on all invested as- 


sets was 3.34% before Federal income 
taxes and 3.13% after such taxes. This 


compares with 3.29% and 3.09% in 1951. 

Assets increased $34,666,000 reaching the 

all-time high for the company of $607,- 
000 


Investment Changes 


Commenting on the company’s invest- 
ments and changes during the year, 
President Holland said: 

“There were two important factors in 
the improvement in the company’s in- 
vestment experience in 1952. One was 
that the supply of desirable investment 
opportunities continued to be good. The 
other was that the interest return on 
new investments showed substantial im- 
provement. 

“While first mortgages on real estate 
continue to be the largest single item in 
the company’s investment portfolio, the 
proportion of new investments in this 
form of security in 1952 was not so large 
as in the preceding year. During the 
year $32,444,000 were invested in mort- 
gages on real estate with a gross inter- 
est rate of 4.56%, compared with 4.26% 
for 1951. 

“Attractive bond investments were 
available in good supply during the year. 
The yield on new bond and stock in- 
vestments was 3.66%, compared with 
3.43% in 1951. The amount invested in 
bonds and stocks during the year was 
$25,971,000, classified as follows: domes- 
tic revenue bonds and obligations of the 
Canadian government, provinces and 
municipalities, $4,956,000; railroad bonds, 
including a substantial portion in equip- 
ment obligations of medium term ma- 
turity, $5,110,000; public utilities, mainly 
first mortgage bonds on valuable prop- 
erty of electric power and light, tele- 
phone and water companies, $6,737,000 ; 
industrial and miscellaneous bonds 
representing many fields of industry and 
business, $8,618,000; and stocks, $550,000. 

“Among the domestic revenue bonds 
were investments in a toll bridge on a 
main north-south highway crossing the 
Savannah River at Savannah, Ga., and 
in the Ohio Turnpike, a new toll high- 
way providing an extension of the suc- 
cessful Pennsylvania Turnpike.” 


Outstanding in Oklahoma City 
The Oklahoma City Junior Chamber 
of Commerce has conferred on David 
Bridges, Kansas City Life, associate 
state manager for Oklahoma, the desig- 
nation “Outstanding Young Man of 
Oklahoma City for 1952.” During the 
past year he has been chairman of ad- 
visory committee, Oklahoma City Junior 
Symphony Society ; member of execu- 
tive council, Oklahoma State Fair Ex- 
position; chi uirman, Future Voters of 
America Committee for the Board of 
Education; on advisory committees for 
March of Dimes and Heart Fund Drive. 
He has been captain of Red Cross Drive; 
chairman, national directors’ committee 
United States Junior Chamber of Com- 
merce; member of board of deacons, 
First Christian Church, and colonel in 
the Men’s Fellowship organization. 


Elected Agency Secretary 
For Philadelphia Life 


PHILIP H. BENTZ 


At the February meeting of the board 
of directors Philip H. Bentz was elected 
agency secretary for Philadelphia Life, 
President William Elliott has announced. 

Mr. Bentz started his career in the 
life insurance 1946 in the 
Philadelphia Agency of the Home Life 
Insurance Company. After two and one- 
half years in that agency, he was trans- 
ferred to the company’s home office in 
New York City where he assisted in the 
training and direction of the planner’s 
program. During the four year period he 
spent in New York, he was active in the 
educational, advertising, conservation 
and administrative phases of agency de- 
partment functions. 

August of 1952 Mr. Bentz became 
associated with the Philadelphia Life as 
agency assistant. In his new post, he will 
direct agency department administration, 
education, and the development of new 
systems and procedures. 

A member of Sigma Nu fraternity, Mr. 
te attended the University of North 

Carolina. 


business in 


Union Mutual Life Reports 
Business Gains for 1952 


Policyowners of the Union Mutual 
Life, Portland, Me., received reports of 
the best year in the 104-year history of 
the company at its annual meeting. As- 
sets and insurance in force stood at all- 
time highs at the end of 1952. Year-end 
assets were $66,281,696, an increase of 
8% over the 1951 year-end total. Com- 
pany income for the year amounted to 
$16,753,679, an increase of more than $1.3 
million over the previous year. 

President Rolland E. Irish announced 
that dividend payments to policyholders 
totaled $805,328 for the year. He noted 
that 62% of the company’s policyholders 
took advantage of its reinvestment serv- 
ices, leaving their dividends on deposit 
at interest, or using them to purchase 
additional insurance. Total payments to 
all policyholders and beneficiaries during 
the year amounted to $6,923,656, bring- 
ing the total of such benefits paid by 
the Union Mutual since its organization 
in 1848 to more than $164 million. 

Mr. Irish stated that the year’s new 
business has brought the total of insur- 
ance in force to $331,862,211, an increase 
of $51,177,176 over the 1951 total. This 
new business total showed an increase 
of 21% over that of the previous year. 

The sickness and accident department 
reported an increase in premium income 
of 35% with $2.2 million paid during the 
year in claims. The premium income 
gain in the Group department stood at 
the new high of 60%. 
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Connecticut General Appointments 


President Frazar B. Wilde of Connec- 
ticut General Life announces nine offi- 
cial appointments. They are: Morgan 
H. Alvord, second vice president, Group 
pension department; Paul E. Britt, sec- 
ond vice president, Group sales depart- 
ment; Richard T. Sexton, second vice 
president, life underwriting department; 
George W. Young, second vice presi- 
dent, reinsurance department; James C. 
Parr, secretary, securities department; 
Albert D. Bosson, assistant secretary, 
Group pension department; Douglas B. 
Hunter, assistant secretary, Group pen- 
sion department; William W. Keffer, as- 
sistant actuary; and F. Russell Schneider, 
assistant actuary. 

Careers 


Mr. Alvord, who has been secretary 
of the Group pension department for 
five years, first joined Connecticut Gen- 
eral in 1924 as a member of the actuarial 
department. He was transferred to the 
Group department in 1929 to organize 
the Group pension division. He became 
chief clerk, Group pensions, in 1936 and 
assistant actuary in 1940. He is a fellow 
of the Society of Actuaries. 

Mr. Britt has been secretary of the 
Group sales department since 1948. He 
joined Connecticut General as a claim 
examiner in 1926. He was appointed 
chief Group underwriter in 1941 and as- 
sistant secretary, Group department, in 
1944. 

Mr. Sexton has been secretary, life 
underwriting, since 1947. He has been 
associated with Connecticut General for 
31 years. In 1929 he was appointed life 
underwriter; in 1943, senior life under- 
writer; and in 1945, assistant secretary. 

Mr. Young, who has been secretary, 
reinsurance department, for three years, 
joined Connecticut General in 1945 after 
service in the Air Force as a lieutenant 
colonel. He was appointed assistant ac- 
tuary in 1947 and associate actuary in 
1949. He is a fellow of the Society of 
Actuaries. 


Mr. Parr has been a member of 
Connecticut General’s investment depart- 
ment since he joined the company in 
1937. He was appointed assistant secre- 
tary in 1948. During the war years he 
was on leave of absence to serve as a 
special agent for the Federal Bureau of 
Investigation. 

Mr. Bosson joined Connecticut Gen- 
eral in 1946 after serving as a lieutenant 
colonel in the Army Ordnance. He was 
appointed supervisor of the coverage di- 
vision of the Group pension department 
in 1948, supervisor of the contract divi- 
sion in 1950 and administrative assistant 
in 1951, 

Mr. Hunter entered the company’s ac- 
tuarial department in 1940 and was 





Commercial Real Estate of 


Life Companies Near Billion 
_ The investment of United States life 
insurance companies in commercial and 
industrial rental properties is now very 
near the $1,000,000,000 mark and _ will 
Probably top that in the next few 
months, according to the Institute of 
Life Insurance. 

With purchases of such properties in 
the amount of $185,000,000, in 1952, hold- 
mgs at year-end were $972,000,000. This 
1s almost entirely the development of 
the years since the end of World War 
II, made possible by changes in state 
investment laws during the early ’40s. 

Total real estate owned by the life 
companies at the end of 1952 was $1,- 

000,000, more than twice the ag- 
8tegate of such holdings in 1945. 


transferred to the Group pension depart- 
ment in 1942. During World War II he 
served in the Army finance department 
and, after returning to Connecticut Gen- 
eral, became supervisor of the contract 
division of the Group pension department 
in 1948. He was appointed supervisor 
of the underwriting division in 1950 and 
senior underwriter in 1951. 

Mr. Keffer, who has been an actuarial 
assistant, Group insurance department, 
for the past two years, served in the 
Air Force during World War II and 
joined Connecticut General in 1946, after 
his discharge as a first lieutenant. He 
was assigned to the actuarial department 
and in 1948 became supervisor of its 
policy change division. In 1950 he was 
transferred to the Group insurance de- 
partment. He is a fellow of the Society 
of Actuaries. 

Mr. Schneider served in the Air Force, 
with the rank of captain, before joining 
Connecticut General in 1947, when he 
was assigned to the actuarial depart- 
ment. He became supervisor of the 
actuarial division of the Group pension 
department in 1948, and was appointed 
actuarial assistant in 1951. He is a fel- 
low of the Society of Actuaries. 


Charles W. Campbell Marks 
30 Years With Prudential 


Charles W. Campbell, CLU, vice presi- 
dent of The Prudential Insurance Co., 
completed 30 years of service with the 
company on February 15. Just a few 


days prior to his anniversary, his out- 
standing career was culminated by his 
appointment as vice president in charge 
of the company’s South-Central opera- 
tions with proposed new headquarters 
at Jacksonville, Fla. 

Mr. Campbell had had an outstanding 
career aS an agency manager prior to 
his election to a vice presidency last 
year. A graduate of the University of 
Alabama, he joined Prudential as an 
agent in Columbus, Ga., in 1923. In 1930 
he was named to head Prudential’s Jack- 
sonville Agency. He developed that 
agency into one of the company’s lead- 
ing offices. During World War II, he 
served as_a Colonel in the Adjutant 
General’s Department. 

He returned to Jacksonville after the 
war, and in 1945 he became manager of 
the Newark Agency. In the seven years 
of his management, the Newark staff 
grew from 37 to 150 and its 1951 sales 
of over $30,000,000 of individual life 
insurance topped the record of any other 


Fidelity Mutual Awards 


Five general agents of Fidelity Mutual 
Life of Philadelphia have received the 
company’s 1952 Agency Building Award. 

This year’s award winners, four of 
whom won the award for the second 


Harold A. Gordon, CLU, Cleveland, ’51, 
52; George A. Hatzes, Washington, D 
CaS) “525; ane ec. es 


Detroit, ’51, ’5 


Meyers, Jr., 


NO 


The award is given annually in recog- 
nition of noteworthy achievement in 
agency development during the preceed- 
ing years. Qualification is based upon 
added manpower and certain minimum 
volume requirements for agents in their 
first and second contract years. 





agency in the whole life insurance field. 

Mr. Campbell is a trustee of the Amer- 
ican College of Life Underwriters, and 
in his many years in agency work was 
active in the National Association of Life 
Underwriters. Immediately prior to com- 
ing to the home office last year, he was 
chairman of the General Agents and 
Managers Conference of the association. 











FINANCIAL 
STATEMENT 


Bonds Owned 


NATIONAL 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


SHIELDS 
You 








ASSETS 


December 31, 


1952 


$180,465,308.14 





Real Estate Loans 


194,072,688.28 





Stocks Owned 


12,062,432.03 





Cash in Banks and Offices 





Real Estate Owned 


6,739,101.60 
11,610,961.05 





Policy Loans 


Net Unpaid and Deferred Premiums 


8,755,119.00 








Collateral Loans 


14,724,375.35 
320,800.00 





Interest Due and Accrued 


2,270,123.20 





TOTAL ASSETS 





$431,020,908.65 





Reserve, Disabilty Policies 


Legal Reserve, Life and Annuity Contracts 


LIABILITIES 


$369,797,867.00 





2,941,711.00 





Agents’ Bond Deposits 


Investment and Mortality Contingency Fund 
Gross Premiums and Interest Paid in Advance 
Taxes Accrued But Not Due 


9,000,000.00 





2,070,438.56 





3,041,140.90 





743,060.49 





Reserve for Policy Claims in Process of Payment 
Commissions Accrued to Agents, and all Other Items 


Liabilities Other Than Capital and Surplus 


1,610,737.23 





1,167,174.96 








$390,372,130.14 




















Capital and Surplus 40,648,778.51 
TOTAL LIABILITIES $431,020,908.65 
Gain in Life Insurance in Force During 1952............0..ccccccccccccccccceccccccecuuces $ 355,706,672.00 


3,247,479,350.00 





The NATIONAL LIFE AND ACCIDENT 
INSURANCE COMPANY 


EDWIN W. CRAIG, Chairman of the Board 


of Nashville, Tenn. 








ELDON STEVENSON, JR., President 
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Ask Tax Ruling for 
Profit Sharing Plans 


ALC AND LIAA JOINT REQUEST 





Tax Exempt Status of Employes Plans 
in Doubt; Present Typical 
Retirement Plan 


Washington—A request for a ruling by 
the Commissioner of Internal Revenue 
on the tax-exempt status of trusteed em- 
plove profit sharing plans for the even- 
tual retirement of employes, providing 
for investment by the trustee of less than 
half the profits allocated by the employ- 
ers in convertible Ordinary life policies 
and for investment of the balance of 
allocated profits in securities, has been 
presented to the Internal Revenue Bu- 
reau by the American Life Convention 
and the Life Insurance Association of 
America. 

There have recently arisen doubts as 
to the tax exempt status of some profit 
sharing plans providing for investment 
in Ordinary life policies. These doubts 
have arisen from differing interpretations 
of the Internal Revenue Code during the 
past year. The request by the two life 
insurance organizations for an Internal 
Revenue Bureau ruling is intended to 
eliminate existing uncertainties. The In- 
ternal Revenue Code presently recog- 
nizes that life ee contracts are valid 
investments for profit sharing plans. 

The ALC and LIAA estimated that 
some 1,500 retirement income plans simi- 
lar to a typical = described in their 
joint request are already in existence, 
most of which have re ‘established and 
approved by Internal Revenue authori- 
ties during the past year. The tax status 
of these existing plans is not in ques- 
tion. 

The ALC and LIAA joint request for 
a ruling and the typical plan accom- 
panying the request stress that the pur- 
pose of the plan is to provide the great- 
est possible employe retirement income, 
and not to buy life insurance. Life 
insurance is shown to be only incidental 
to the fundamental, profit- sharing ii 
sion of the plan to create deferred. 
tirement income for employes of baa: 
ness and industry. 


Features of Typical Plan 


Under the typical plan presented by 
the ALC and LIAA for the bureau’s 
consideration, investments by the trustee 
of a profit-sharing plan in Ordinary life 
insurance and investment securities are 
made. The life insurance and investment 
are later merged under established 
agreements with a legal reserve life 
insurance company selected by the trus- 
tee, into deferred income insurance con- 
tracts purchased shortly before the 
employe’s retirement year. 

The typical plan calls for payment of 
a percentage of profits, determined by 
the employer, into a trust fund, and 
from this fund of employer contribu- 
tions, annual premiums are paid by the 
trustee for Ordinary insurance on the 
lives of employes. Usually more than 
half of the employer allocations are 
invested in securities. The trustee has 
complete ownership and control of both 
the investments and the insurance, in- 
cluding the insurance policy options and 
cash surrender value. 

The plan described by the ALC and 
LIAA sets forth that less than half of 
the funds the ot anal can and desires 
to pay into the profit-sharing plan are 
used bv the trustee for purchases of 
whole life policies. The term cost of 
these policies, in which the emplove has 
only the right to designate a beneficiary, 
is admittedly taxable to the employe as 
current income. Regular annuities are 
purchased from the fund for uninsurable 
employes. Should an employe participat- 
ing in the fund die before reaching re- 
tirement, the eC of the policv would 
be payable to his designated beneficiary. 

The request submitted to the Internal 
Revenue Commissioner described this 
two-step profit-sharing method of pro 
viding retirement income as one which 
permits the trustee to buy Ordinary life 
policies on which premiums amount to 
less than half of the allocations of profits 
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State Mutual Sets Record 

Last year 20 of State Mutual Life’s 
nationwide general agencies posted the 
largest volume of sales in their history 
to help establish the company’s new all- 
time production record of $132 million 
in Ordinary insurance written. These 
record-breaking agencies, in alphabetical 
order, are: Baltimore, Brooklyn, Chi- 
cago-Nothhelfer and Leck, Dayton, Den- 


LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





ver, Detroit, Indianapolis, Los Angeles- 





Dougher, Los Angeles-Macaulay, Louis- 
ville, Memphis, New York-Selling, Phila- 
delphia, Pittsburgh, Portland (Me.), 
Portland (Ore.), Springfield (Mass.), Si. 
Louis, Tampa and Worcester. 

Many of these agencies were estab- 
lished more than half a century ago 
The Detroit agency was founded in 187), 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








Philadelphia in 1880, Pittsburgh, Worces- 


Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











ter and Springfield in 1882 and Louis- 
ville in 1889. 

NAMED BY LINCOLN INCOME 

Lincoln Income Life, Louisville, an- 
nounces promotion of John T. Acree, III, 
to purchasing agent and personnel super- 
visor of the home office. Mr. Acree at- 
tended Manual High School in Louisville 
policy premiums with assured regularity. and Oklahoma A & M College at Still- 

In this way, the trustee is not com- water, Oklahoma. 
pelled to take into account serious fluc- He started his career with Lincoln 
tuations in allocated profits, and will be Income as an agent in the West Louis- 
able to meet the premiums and gain the _ ville office in June, 1950. He went into 
advantages of the fixed, convertible in- the home office in 1951 and has worked 
surance company guarantee retirement in the issue department, progress and 
benefit of employes. records until his recent promotion. 





to the plan. Unless future allocations, 
depending on profits earned, drop below 
more than one-half of those at the start 
of the plan, the trustee can meet the 





























SOMETHING Extra 
JUVENILE 
from U. S. Life 








Prospects galore will open the door to United 

States Life’s BASIC ESTATE BUILDER for 

children (ages 0-14), Not only does $1,000 

grow to $5,000 for daughter or son at 21, but 

also... 

1—It’s convertible at age 21 to ENDOWMENT 
AT 65 for same or lesser amount. 


2—It’s LOW COST . . . and GUARANTEED. 


3—It’s issued with Future Premium Deposit 
Fund provision, and Payor protection, 




















1—You'll make more money. 


Call your U. 


office for details. 


S. Life agency or write home 
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Carl E. Haas Honored 


Carl E. Haas (left) and Philip C. Belber. 


Carl E. Haas, CLU, general agent for 
Continental Assurance at 32 Court 
Street, Brooklyn, is shown above being 
presented with a desk set by Philip C. 
Belber, general agent for the company 
in Newark. The desk set was presented 
to Mr. Haas upon completion of his year 
as president of the Continental Assur- 
ance General Agents and Managers As- 
sociation during the recent general 
agents convention at Chicago. Mr. Bel- 
ber is a past president of the association. 

Mr. Haas has long been active in life 
underwriter association activities. He 
has served as president of the Brooklyn 
Life Managers Association, as president 
of the Brooklyn Supervisors Association 
and is currently administrative vice 
president of the Brooklyn branch of the 
Life Underwriters Association of the 


City of New York. 


3 Hancock District Men Die 


Three men in the district organization 
of the John Hancock died recently. 

Thomas Holland, an assistant district 
manager at the Hancock’s Albany office, 
died February 14. He first joined the 
John Hancock in 1932. : 

Harry Taber, who was a district super- 
visor of the John Hancock, died on 
February 12. From the time he joined 
the company as a district agent in 1933 
until his death, he was a member of 
various Brooklyn district offices of the 
company. He had been district super- 
visor at the Bay Ridge (Brooklyn) dis- 
trict office since 1949. 

Eugene Klein, who died on February 
12, was an office debit representative al 
Woodhaven. After yeitig one an agent in 
1930, he served in two Brooklyn offices 


and then was transferred to Long Island 
City. He became a member of the Wood- 
haven office in 1937 
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Lincoln National Life Home Office Staff Promotions 


Several home office staff promotions 
have been announced by Lincoln Na- 
tional Life. Jack E. Rawles, CLU, and 
Robert C. Kneil are now second vice 
presidents, and Gordon C. Reeves and 





Trinity Court 
JACK E. RAWLES 


Allen C. Steere have been promoted to 
associate general counsel. William T. 
Kerr, CLU, Robert E. Rumple, and 
Henry F. Schieg were made assistant 


Reliance Life, and he will continue in 
charge of the Pittsburgh office. He 
joined Reliance after graduation from 
Wesleyan University and has served 
that company as branch office cashier in 
Cleveland, assistant cashier in the home 





ROBERT C. KNEIL 


office, manager of the renewal collection 
department, secretary to the executive 
vice president and director of the bud- 
get, assistant vice president, and vice 
president. 





GORDON C. REEVES 


secretaries, and William E. Lewis, as- 
sistant actuary. 


Jack E. Rawles, CLU 


Mr. Rawles Was assistant superintend- 
ent of agencies and director of training 
for the Reliance Life of Pittsburgh be- 
lore transferring to Lincoln National’s 
agency department last fall. A graduate 
of the Northwestern University School 
of Commerce, he joined Reliance as a 
sales representative in Chicago and held 
successively the posts of district mana- 
ger, agency instructor in the company’s 
Illinois department, and assistant mana- 
ger in Illinois before moving to the Re- 
liance home office as director of training. 
Mr. Rawles will be in charge of agencies 
in the southern part of the country and 
will have charge of LNL’s sales training 
program. 

Robert C. Kneil 

Mr. Kneil has been resident executive 
officer in Pittsburgh of the Reliance 
division of Lincoln National since Janu- 
ary 1 when Lincoln National completed 
the process of merging the business of 


ALLEN C. STEERE 


Gordon C. Reeves 
Mr. Reeves joined Lincoln National 
upon graduation from the University of 
Michigan Law School and has served as 
assistant counsel, attorney for the trus- 
tees of the Royal Union Life, and as- 
sistant general counsel before moving up 
to associate general counsel this year. 
Allen C. Steere 
Mr. Steere, a graduate of the Univer- 
sity of Texas Law School, joined the 
company in 1934 after having practiced 
law for several years in Fort Worth, 
Texas. Before becoming associate gen- 
eral counsel, he had been assistant coun- 
sel and assistant general counsel. 


N. J. Association Speaker 

Salvatore Scrudato, million dollar pro- 
ducer and manager in Jersey City for 
Metropolitan Life, spoke to the North- 
ern New Jersey Life Underwriters at 
their recent luncheon meeting. His 
topic was “Business Insurance for the 
Small Business.” 
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Heads Patchogue District 

Appointment of Robert M. Wickham 
as head of The Prudential’s district 
office at Patchogue, has been announced 
by James E. Rutherford, company vice 
president. Prior to his appointment, Mr. 
Wickham was regional supervisor in the 
company’s Long Island regional office at 
Brooklyn. 

Mr. Wickham joined  Prudential’s 
Newark home office staff in 1926. He 
later became associated with the super- 
vision of its field offices as an assistant 
regional manager and transferred to its 
Island 
when the company decentralized some 


Long regional headquarters 
of its home office operations to regional 


areas. 


Great-West Supervisors 

Great - West Life has announced tlie 
appointments of two Branch Supervisors 
in United States branches. 

Robert H. Jones has been appointed 
supervisor at the Detroit branch. He 
entered the life insurance business in 
1951. Mr. Jones will be associated with 
Arthur P. Johnson, branch manager. 

Edward H. Craig has been appointed 
supervisor in the Spokane 
branch. A graduate of the University of 
Washington, he entered the life insur- 
ance business in 1947. From 1950 to 1952 
he was on active duty with the U. S. 
Army. Mr. Craig will be associated with 
A. E. Kilhefner, manager of the Spo- 
kane Branch. 


company’s 





just as good. 


call us at JU 6-4660. 


BLOOD PRESSURE RATINGS ... To age 35, 142-91 
—Standard. That’s the start. The rest’s as good. 


these two tables. Keeping it handy for ready refer- 
ence will permit you to get (I) more policies issued 
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Powell Pleased With 
Loyal’s 1952 Growth 


POINTS TO 11% VOLUME GAIN 





Boston Company’s Assets and Surplus 
Sizably Ahead of 1951 Mark; To En- 
ter Mortgage Loan Field Soon 





John M. Powell, president of Loyal 
Protective Life of Boston, told the 
company’s stockholders at their annual 
meeting that “. .. all significant figures 
resulting from the operations of your 
company during 1952 continue to reflect 
pleasing results.” re 

He stated that the 11% gain in pre- 
mium income, nearly all of which is 
based on individual policies and which 
increased the total to $5,171,778 | : 
more nearly represents the expansion of 
our insurance activities than any other 
factor. This very satisfactory gain in 
new business written,” said Mr. Powell, 
“was accompanied by substantial in- 
crease in both the average sickness and 
accident premium and the average life 
insurance policy issued during 1952. 
These trends are especially important 
in this era of rising costs and both speak 
highly for the ability and industry of 
our well-trained, full-time, field organi- 
zation.” ; . 

Mr. Powell also pointed out that “as- 
sets gained 15.2% to reach $15,369,118 and 
surplus increased 13.3% to $6,813,174 
: figures which indicate an excellent 
investment portfolio, favorable mortality 
and morbidity experience, and sound 
management on the part of the officers 
who direct the several phases of the 
company’s operations.” 

It was also announced that the Loyal 
Protective has taken steps to open a 
mortgage loan division in the very near 
future. 

In reviewing the 
Mr. Powell commented, “Although there 
is still much agitation for legislation that 
would put the Federal government or 
the states further into the insurance 
business, the outlook for letting the 
insurance companies perform this serv- 
ice is more favorable at the present 
time than has been true for many years. 
However, future events could reverse 
this trend, particularly as no one politi- 
cal party can be said to be wholly in 
favor of the socialization of private in- 
dustries and no one party can be said to 
be wholly opposed. Regardless of politi- 
cal party we should always be readv to 
support those who are willing to fight 
vigorously for the rights of private 
industry as contrasted to those too ready 
to surrender to political expediency.’ 


prospects for 1953, 





Grant Taggart Qualified 
For MDRT for 21st Time 


For the 2lst consecutive year, Grant 
Taggart, Cowley, Wyo., has received his 
membership card from MDRT_head- 
quarters, designating him as a life or 
life and qualifying member of the Mil- 
lion Dollar Round Table. Mr. Taggart 
met the qualifications for the 1953 Round 
Table in a period of less than three 
months, having paid for $1,012,000 by 
March 21, 1952. When he filed his 
application at the end of October, his 
paid business had exceeded the required 
million by $555,000, and his total paid 
at the end of 1952 was $1,630.333. 

fe is a past president of NALU, 
and was chairman of the MDRT in 1937. 
He is entering his 39th year in the 
life insurance business, and has been 
a representative of the California-West- 
ern States Life with home offices in 
Sacramento, Calif., during his entire ca- 
reer. With the exception of two cases 
for a total of $60,000, all of his business 
has been placed directly with Cal- 
Western. 

In addition to qualifying for MDRT, 
Taggert has filled a heavy speaking 


schedule before underwriter’s associa- 
tions and other organizations through- 
out the United States and Canada. He 
was awarded the John Newton Russell 
Award at the Atlantic City Convention 
of NALU last September. 





N. Y. C. Sales Congress Speakers; 
To Be At Hotel Astor, March 12 


“Prescriptions for Profits” is the theme 
for the 33rd annual all-day sales con- 
gress of the Life Underwriters Associ- 
ation of the City of New York, which 
will be held in the grand ballroom of 
the Hotel Astor on March 12. This 
year’s affair is under the general chair- 
manship of Charles N. Barton, CLU, 
Union Central Life. 

Featuring Elmer Wheeler, nationally 
known as “The Fat Boy” and who de- 
veloped the formula of “Sizzle Selling,” 
the program will include four other 
speakers and a moderator, all of whom 
are top figures in the field of life under- 
writing throughout the country. 

A. Gordon Nairn, director of agencies 
for Canada for The Prudential and head 
of their public relations and advertising 
departments, will be the first morning 
speaker as he talks about Lesson 
in Anatomy.” Widely known as a 
speaker on the subject of life insurance, 
Mr. Nairn is a native of Montreal, 
and a gold medalist graduate of McGill 
University in both arts and law with 
European postgraduate work in econom- 


ics. He has been in his present position 
since 1950. 

David B. Fluegelman, CLU, president 
of the National Association of Life Un- 
derwriters and special agent for North- 
western Mutual, will be the second 
morning speaker, with the topic of “21 
and 63.” 

W. Walter Smith, for the last nine 
years a field underwriter with Metro- 
politan Life in Rutherfordton, N. C., will 
close the morning session by reviewing 
“Three Essentials of Successful Under- 
writing.” 

John O. Todd, special agent for North- 
western Mutual in Chicago, last year’s 
chairman of the Million Dollar Round 
Table of which he has been a member 
for the last 18 years, will open the 
afternoon session by talking about “Key 
Man Insurance Insures Profits.” Mr. 
Todd is president of Pension Service, 
Inc., and the Todd Planning and Service 

0. 

Elmer Wheeler, nationally recognized 
as a syndicated column writer because 
of his “Fat Boy’s Diet,” has long been 
known in selling circles as the originator 
of “Sell the Sizzle—Not the Steak.” He 
is the author of 15 best-selling books on 











Woauere can you 


get a reducing term 


Policy that’s not a rider? 





At Postal Life, of course! No basic 
policy is needed. Available from 10-30 
years, for odd years. Expiry ages to 70. 


Written substandard to 175%. 


Get the newest Postal Herald on 
mortgage reducing term policies. Yours 
for the asking. You'll be glad you did! 

If you want to make remarkable 


records, contact — 
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GROUP ANNUITY 
SERVICE MAN 


National Pension System located in 
New York needs assistant to Vice 
President and Field Director. Ser- 
vicing accounts, consultation with 
prospective clients, preparation of 
proposals, some travel. Liberal em- 
ployee benefits. State education 
and experience, present occupation, 
salary requirement, age, etc. Re- 
plies confidential. Write Box 2155, 
The Eastern Underwriter, 93-99 
Nassau Street, New York 38, N. Y. 











salesmanship, and is a sales consultant 
for more than 200 of the country’s 
largest corporations. Director of the 
Sizzle Lab, a Word Laboratory, at 
Sizzle Ranch, Dallas, Mr. Wheeler's 
books have been read by as many as 
7,000,000 people and more than 1,000,000 
people have heard him talk in a single 
year. He will highlight the afternoon 
program by “Selling the Sizzle.” 

Charles J. Zimmerman, CLU, manag- 
ing director of the Life Insurance Agen- 
cy Management Association of Hartford, 
and one of America’s outstanding life 
insurance personalities, will act as mod- 
erator for the day and will close the 
afternoon session with a summary of 
the day’s proceedings. Mr. Zimmerman, 
a former president of the National As- 
sociation of Life Underwriters is a 
trustee of the American College of Life 
Underwriters and has been heard as a 
speaker, trainer of salesmen, university 
guest lecturer and CLU instructor 
throughout the country. 





Prudential District Office 


Award Winners Announced 

For the third time, the Oshkosh dis- 
trict office of The Prudential has been 
awarded the company’s highest award 
for agency achievement—The President’s 
Trophy. 

Leading district office in 1946, the 
Oshkosh organization repeated in 1948. 
And in 1952, its year-end record of all- 
round accomplishments outranked all of 
the other 474 company district offices 
in the United States and Canada, to 
make it the three-time winner of the 
award. 

Formal presentation of the trophy will 
be made to the prize-winning organiza- 
tion at a dinner to be attended by the 
entire staff. Besides the Oshkosh head- 
quarters, the district maintains branch 
offices at Appleton, Fond du Lac and 
Sheboygan. 

Norbert C. Landgraf, manager of the 
Oshkosh district, has headed operations 
since 1949. In that year, as well as 
in 1950 and 1951, the district, although 
not the trophy winner, ranked high 
among Prudential leaders and received 
company awards for all-round accom- 
plishment. 

Closest contenders in the trophy race 
were the San Diego, Topeka and Grand- 
mont, Detroit, districts which finished 
second, third and fourth, respectively. 
They, as well as 43 other districts 
which finished well up in company rat- 
ings, will receive a President’s Citation. 

The President’s Trophy for “Pioneer” 
districts—those established five years 
or less—was won by the Augusta, Ga, 
district office. The runner-up, Boise, 
will be awarded a President’s Citation. 





Bankers Life January Report 
New business issued and paid-for in 
3ankers Life, Des Moines, Iowa, for 

the month of January totaled $15,060,427. 

Of this total, $10,897,427 was for Ordi- 

nary insurance and $4,163,000 was for 

Group insurance. 

Total life insurance in force in Bank- 
ers Life by the end of January had 
reached the new high of $1,809,518,213. 
Of this total, $1,379,719,142 was Ordi- 
nary and $429,799,071 was Group. 
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Provident Mutual Had 
Record Gains in 1952 


NEW BUSINESS WAS _ $128,405,000 





Chairman Linton and President Brad- 
shaw Jointly Report on Company’s 
Last Year Operations 





In a joint report to the policyowners 
of Provident Mutual Life, by M. Albert 
Linton, chairman of the board, and 
Thomas A. Bradshaw, president, it was 
stated that two outstanding events 
marked the company’s progress in 1952. 
In November the total life insurance in 
force rose to a new high in excess of 
the one and one-half billion dollar level. 
The volume of new insurance sales dur- 
ing “ year, amounting to $128,405,000, 
was 13% above that for 1951, and was 
the largest yearly production of new 
business experienced by the company in 
its 88-year history. 

The net return on new investments of 
$86,762,000 made during the year, before 
Federal Income Tax, is estimated to be 
3.76%. This compares with 3.51% in 1951 
and 3.29% in 1950. The net rate of re- 
turn on total invested assets of the com- 
pany, $686,527,000 before Federal income 
tax, was 3.32% as compared to 3.20% in 
1951 and 3.11% in 1950. 

Amounts paid or credited to living 
policvowners totaled $24,450,000 while 
$13,439,000 was paid or credited to bene- 
ficiaries of deceased policyowners. The 
average amount of insurance per new 
policy was $8,026, one of the highest in 
the industry. 


Enters A. & S. Field 


Of particular interest was the an- 
nouncement that Provident Mutual will 
soon enter the field of Accident and 
Sickness insurance. The policies to be 
issued will be of the non-cancellable, 
guaranteed renewable, and participating 
type. Monthly benefits will be paid for 
varying periods for disability resulting 
from accident or illness. 

Policvowners were also told that the 
company’s medical staff is engaged in 
research in the heart field, particularly 
in the field of electrocardiography. A 
new type of electrocardiographic instru- 
ment has been devised by the staff which 
produces tracings of heart actions in 
much greater detail th in can be pro- 
cured by the machines in common use. 
Although still in its early stages, it is 
hoped that these studies will result in 
a significant contribution to understand- 
ing and treatment of heart conditions. 
The report concluded on an optimis- 
tic note for continued company progress 
in 1953. It was felt that there will be 
a continuation of investment opportuni- 
ties with interest rates approximating 
those realized in the past vear. This 
should result in a continued improve- 
ment in the gross interest return real- 
ized on assets. This, in turn, should re- 
sult at an early date in a lowering of the 
net cost of insurance to nolicyowners, 
provided taxes are not further increased 
and inflationary forces can be curbed 
so as to arrest the recent trend of in- 
creased operating costs. 


App-A-Week Record 


One thousand straight weeks of con- 
tinuous production have been rolled up 
by D. E. McTigue, district agent in Fort 


Dodge, Ia., for Northwestern Mutual 
Life. 
Oldest in point of service, district 


agent McTigue is one of the Northwest- 
ern Mutual’s “Five McTigues” who have, 
collectively, 69 years of service with the 
company. His brother, Francis B., and 
nephew, Joseph D., are soliciting agents 
in Fort Dodge; another nephew, J. 
Gerald, is soliciting agent for the com- 
Pany in Pocahontas, Ia., and a_ third 
nephew, Robert J., is assistant director 
of agencies at the company’s home office 
in Milwaukee. 

The McTigues have written 4,300 lives, 
for approximately $17,619,000 in value. 
his district agency covers six counties 
in Iowa. 


Equitable Life, Iowa, Had 


Record Business Last Year 
Equitable Life of Iowa had new life 
insurance paid for in 1952 amounting to 
$124,081,433 which was a 10.5% increase 
over the previous year and the largest 
production in the company’s history, it 
was reported by President F. W. Hub- 
bell at the recent annual meeting. In- 
surance in force increased $70,519,184 
bringing the total in force to $1,232,061,- 
175 at the end of the year. 


President Hubbell reported that sur- 
plus funds increased in 1952 by $1,475,- 
790. The resulting surplus together with 
capital stock amounted to $20,698,567, the 
largest in Equitable history. Assets in- 
creased by $27,874,278, the total amount 
at the end of 1952 being $477,983,266. 

Both premium and investment income 
reached an all-time high Mr. Hubbell 
said. The returns from mortality were 
very favorable, the death rate being 
slightly lower than 1951. The net rate 
of interest earned on the assets of the 
company increased from 3.21% to 3.27% 
in 1952. 


Appointed by Travelers 

Appointment of David L. Kempf as 
secretary in charge of the branch office 
administration department has been an- 
nounced by J. Doyle DeWitt, president 
of the Travelers Insurance Companies. 
Mr. Kempf has been a secretary of the 
department since March, 1951, and has 
been associated with the Travelers since 
1928 when he joined the organization in 
the office manager’s department in the 
Hartford branch office. 
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Record Set for New Life Insurance 


*28% greater than 1951. 


% Greatest Yea 





*By a wide margin, more than the largest previous year in the Company’s history. 


*Insurance in force increased to $273,473,853. 


Increase in Average Policy Size 


*Quality service to clients is indicated by the continued increase in size of new 


policies and in size of policies in force. 


*Average new policy $9,135—an increase of 13% over 1951. 


*Average policy in force, $5,941. 


*9 out of 10 buyers during the year purchased insurance for an amount of $5,000 


or more, 


Our Greatest Year 


The year 1952—our 45th year—was marked by the outstanding accomplishments 


of our Field Organization. The record volume of new insurance and the quality of 


service they 


Company. They have done their job well—we are proud of them. 
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TOTAL 


$75,722,396.84 100.0% 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 


The amount which with interest and 
future premiums will pay all future 
benefits as they mature. 


For claims not yet completed « or 


PREPAID PREMIUMS AND INTEREST. . 
Pouicy DivipeEnps PayaBLe 1n 1953 
AccruEpD Taxes PayaBLe IN 1953. . 
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ALL OTHER LIABILITIES . 
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1,025,000.00 


41,476,714.72  6,139,244.72 
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N. Y. Managers Meet 
(Continued from Page 3) 


more attractive to young men than al- 
most anything else we can tell them 
about the business. We tell them ‘You 
get renewals’ and they don’t understand 
what we are talking about in that di- 
rection. But then what? Or, we tell them 
how men have become managers and 
general agents and point out the great 
success of the Million Dollar Round 
Table with its 1,000 members. We tell 
them of the importance to the nation of 
life insurance.” 

Mr. Engelsman narrated what the 
competitors for these young men say: 
“Come into our business. We are a 
famous company. We will give you a 
salary, no ifs and ands or buts to it. 
We will put you into a special training 
course for a year and you will get a 
chance to see what our business 1s all 
about. We will get a chance to see 
where you fit best. Then maybe you will 
be appointed to head a department or 
maybe into the selling field. Possibly, 
you will eventually become a manager 
or vice president.” 

Scores Lack of Plans 

Continuing Mr. Engelsman said: “Now 
what do we in life insurance do? We 
have only a nebulous plan. Recruiting 
is on the agency level. We have a 
dozen people from the same company 
recruiting at the same college. And with 
what results? A couple of years ago at 
a large Eastern college only two chose 
to go into life insurance.” Of a recent 
graduating class of Harvard School of 
Business Administration only five picked 
life insurance and most of them did not 
go into the sales end. 

Some Not Keen on Men Without 

Previous Business Experience 

As soon as the discussion got under 
way it became evident that a numbe: 
of those present were not convinced that 
even if college graduates entered the 
insurance business immediately after 
leaving the campus they would make 
good, or that it was even desirable to 
concentrate on that kind of new agency 
material. Although a show of hands 
disclosed that all of those present had 
entered life insurance before the aze vo! 
30 it was brought out that the Saratoga 
group were all successful managers and 
general agents but that some of the mest 
successful agents in the country had 
long and often successful experience in 
other fields before becoming agents. 

James Cunningham, Travelers, But- 
falo, was one who was skeptical of very 
young men without experience making 
good as agents. He much preferred to 
recruit those who were out of school 
five or ten years, who were married 
and had a couple of children. Another 
speaker said the age factor was decep- 
tive as sO many younger men had been 
in the wars and thus had often lost 
years away from the business arena. 

Home Office Training of Neophytes 

Some thought that young college men 
should first be trained in the home of- 
fices before they went out into the 
field. Some others opposed the idea. One 
speaker who has been successful in re- 
cruiting young men said that often he 
was recruiting them for some other 
agency as many of them had gone else- 
where. 

Walter Canner, Equitable of Iowa, 
New York, thought that because so 
many young college men who have been 
recruited did not succeed he felt a rea- 
son was that they were not ready. He 
was one of those who felt there should 
be some kind of a home office program 
under which the general agents and 
home office could work hand in hand. 

Merle Smith, Mutual Life, Albany, 
called attention to the fact that there 
was a big turnover also of college men 
who after going with the big industrial 





organizations leave before they had 
made a career there. 
Industries Not Getting All the 
College Graduates 

Halsey C. Josephson, general agent, 
Connecticut Mutual, New York, said: 
“We have been speaking of college re- 
cruiting zs if in the absence of a college 
training program we were not getting 
any college men in the agencies. The 
truth is we are getting plenty of them, 
probably as many as we can handle. It 
might even be true that we can get 
more than we can successfully absorb, 
but notwithstanding the problem is al- 
ways being presented as if the great 
industries in competition with us for 
these young men were getting all the 
college boys and we were not getting 
any. That is a fallacy.” 

He said to the moderator Ralph G. 
Engelsman: do not know of any sub- 
ject that has been on the agendas of 
sO many meetings where so much has 
been said on this subject and where so 
little action has resulted.” He asked: 
“Do you not think that the absence of 
activity after 10 or 15 years of such 
conversations is indicative of the fact 
that we are dealing with a_ problem 
that either cannot or should not be 
solved.” 

Tom O’Hara, Metropolitan Life, West 
18lst Street (the Bronx), who this week 
was elected president of Managers As- 
sociation of New York, said that if 
home offices undertook a recruiting pro- 
gram managers would be in a position 
where they would not be responsible for 
recruiting and training men. He wants 
to engage men who have had a chance 
to compare what his agency has to offer 
with other opportunities they have in 
other fields, men who can evaluate these 
offers, who want to go ahead and are 
willing to assume responsibility. 

Woodson and Fluegelman Views 

B. N. Woodson, NALU managing di- 
rector, said that while he knew of a 
Texas company where great success was 
scored by men who had gone to the 
held after pioneer home office training, 
and that half the total volume of its 
Dallas agency comes from these men, 
he did not regard it as indicative of 
the general situation as it was an excep- 
tional case. He then cited the experiences 
of a Louisville company where over a 
period of five or six years it had em- 
ployed a considerable number of men 
for experimental home office training 
with the idea of later sending them 
out to sell. The procedure had been 
much less successful in Ordinary than 
in Industrial production. 

David B. Fluegelman, NALU presi- 
dent, said that he agreed with Mr. 
Engelsman on the necessity of proper 
training of new recruits. He was in 
accord relative to the suggestion that 
new men be given a thorough course 
in all aspects of company operations. 
He stated that it is a fallacy to believe 
that a man is necessarily fitted for sales- 
manship, or that he will make a success 
from scratch in this complex field. He 
should be given an opportunity to have 
his best capability properly evaluated. 
At present, there is a tendency to aspire 
to home office from the field forces. It 
would be desirable to reverse this trend 
and have well-trained persons from the 
home office go into the field. That is 
the way it is done in most other indus- 
tries. The ultimate benefit would be to 
the insuring public. 

Home Office Men Skeptical 

The home office agency representa- 
tives present were not keen on any plan 
which would involve taking a group of 
young college graduates, placing them in 
the home office and specially training 
them in salesmanship before they had 
been in the agency. While a few compa- 
nies have made some headway in this 
direction this procedure has generally 
missed fire. In the lobby after the 
meeting one of the agency officers said: 





N. Y. State Managers Discuss Manpower Problems 


“What would happen if you gather such 
a group of novices together, without any 
insurance experience at all, and dump 
them into the home office? It would only 
be a handful of fellows and the question 
would be where to place them to learn 
about home office methods. What would 
they do after they got there; would 
they be in the way of the regular staff, 
and exactly what could they learn of 
value which would not be discounted 
by some other qualifications, not so 
good for a salesmanship career, that 
would not be developed until after they 
reached the agency? 

Vincent Coffin Sums Up Conference 

As has been customary over the years 
Vincent B. Coffin, senior vice president, 
Connecticut Mutual, concluded the meet- 
ing by reviewing what had been said 
over the two sessions. In discussing 
recruiting problems he suggested “that 
we quit worrying about our selection 
procedures and simply bring our know- 
how into play on a larger number of 
prospective candidates so that what we 
do know about selection may be brought 
into effect.” 

Mr. Coffin pointed out that exact 
training programs are not in themselves 
of vital importance, and that sometimes 
effective joint work of a manager with 
an agent, either in the field or through 
office consultation, can get the job done 
better than any thing else. He commented 
on the recent Purdue study put out by 
the Agency Management Association, 
which appears to indicate that unless 
training is stepped up to a very inten- 
sive level, such as that given by Purdue 
and S.M.U., it appears to be lacking 
in effectiveness, as borne out by the 
failure of the average agent to improve 
his level of production very markedly 
after the first year or two in the busi- 
ness. He gave as his opinion that part 
of the success of courses such as Purdue 
lies in the great effectiveness of the 
supervision which is linked with the 
study course, and that possibly “we'll 
make greater strides by strengthening 
our supervisory efforts as contrasted 
with adequate training without the su- 
pervisory feature.” 

Turnover 

Discussing turnover Mr. Coffin said: 

“Turnover will always be high in any 
vocation requiring sales ability, and re- 
cent surveys have indicated that it’s 
lower than in most sales fields. Further- 
more, if a man fails in the early days 
in our business, he promptly leaves the 
business, and finds a vocation to which 
he is better suited, whereas in other 
lines of endeavor, men sometimes ‘fail 
on the inside,’ and remain in an unsat- 
isfactory position for the rest of their 
business lives.” 

Mr. Coffin quoted Robert B. Coolidge, 
vice president, Aetna Life, in the lat- 
ter’s comments regarding the beneficial 
effects of life insurance experience even 
for men who do not remain permanently 
in the business. Mr. Coffin indicated that 
the main thing for the insurance mana- 
ger to worry about is himself and his 
relationship to his agents. Is the agency 
interesting? Does it have the elements 
which tend to make men glad to belong? 
Does it give to its members the impres- 
sion that they belong to a team which 
is going somewhere, and where the cap- 
tain of the team has a deep and genuine 


‘interest in the welfare of each member ? 


Woodson Talk 


(Continued from Page 3) 


“Our acceptance of prestige is up to 
the individual, being measured by his 
competence and the performance of in- 
surance he has made possible,” said Mr. 
Woodson. “In every respect this oc- 
cupational prestige is determined by the 
individual's personal behavior. But in my 
opinion this prestige is not always so 
high as we think it is, and correspond- 
ingly is not so low as some people 





Gregg Says Economists 
Ignore Sales Function 


YET IT LOOMS BIG IN ECONOMY 


One Reason Why Prestige of Salesmen 
Is Not Held in Higher 
Regard 


Although the selling function absorbs 
$30 billion of our annual national prod- 
uct, selling in all of its phases is yet 
to be adequately recognized by the econ- 
omists as a really productive force in 
our economic system. 

Davis W. Gregg, dean of American 
College of Life Underwriters, addressing 
the Saratoga conference last week of 
New York State insurance managers and 
general agents, gave that as one reason 
why life insurance is not more generally 
recognized as one of the best American 
vocational careers. A review of a dozen 
“best sellers” among economics text- 
books used in educational institutions re- 
veals a distressing disregard for selling 
as an economic activity. In all of the 
hundreds of economic texts published 
and used in this country there is no ade- 
quate and searching analysis of the pl: ice 
of personal salesmanship of services in 
our economy. 


The Stature of Life Insurance 


And this despite the fact that life in- 
surance is a huge, tremendously success- 
ful business institution in this country; 
that the public, for the most part, has 
great confidence in the stability, integ- 
rity and stewardship of the life insurance 
business; that the ownership of life in- 
surance has blanketed over almost every 
family in every community; that the 
insurance field forces are mz ide up large- 
ly of men of integrity and good will 
trying to serve the public; and ‘the prod- 
uct of the business—protection, savings 
and financial counseling, is of great im- 
portance to every American family. 

“Ts it any wonder that selling as a 
career does not occupy the same prestige 
status as certain other occupations ?” 
asked Dean Gregg. “Is it any wonder 
that only occasionally you find a young 
man who plans for a life insurance ca- 
reer; that college graduates who show 
any interest in life insurance as a career 
usually specify that they would prefer 
not to go into selling ?” 

As for the CLU study program one 
of the qualifying examinations covers 
the subject of economics. For sometime 
there was a search for study materials 
which would give the CLU student—par- 
ticularly the salesman—some_ under- 
standing of his role in our economic 
system. “We had no interest in propa- 
ganda that would tell the salesman he 
was great or important. Rather, we 
were seeking a purely objective answer 
to the question, ‘Where does the sales- 
man fit into our economic productive 
machine?’ We have these study mate- 
rials now but only because we went to 
an authority in the field and asked him 
to prepare a special monograph on the 
subject for our program. 

Mr. Gregg told how the American 
College has developed the career con- 
cept to promote life insurance education 
on the college campuses. At the present 
time approximately 200 college and uni- 
versities cooperate with the American 
College in giving educational work to- 
ward CLU exams: more than 150 col- 
leges and universities serve each year as 
CLU examination centers and more than 
100 such institutions each year receive 
publications and educational guidance 
from the American College. 





believe. (E vidently, in the latter classi- 
fication viewpoint the speaker had in 
mind the allegations of low prestige 
which so-called surveys conducted by 
Fortune magazine printed by that pub- 
lication.) The fact is that the level of 
(Continued on Page 18) 
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David Berns, N. Y 
BERNARD J. PERLMAN 


Harold DeMian, general agent for 
Postal Life in Brooklyn, announces the 
appointments of Bernard J. Perlman as 
brokerage manager, and Louis Epstein 
as district manager. These appointments 
closely follow Mr. DeMian’s moving 
from his Forest Hills office to his new 
location at 44 Court Street, Brooklyn. 

Mr. Perlman brings both brokerage 
and life insurance experience to his posi- 
tion. He attended the City College of 
New York, and graduated from the brok- 
erage course of the Insurance Society 
of New York. He was manager of the 
insurance department for Abbott and 
Adams, real estate, before entering the 
Army. He was president of B’nai B’rith 
in the Bronx and active in a number 
of youth and welfare groups. He came 
out of the Army as sergeant major after 
serving in administrative capacities with 
the Tank Corps for 18 months in Ger- 
many. He then entered the life insurance 
business. He will be in charge of the 
brokerage development program of the 
DeMian Agency. 

Louis Epstein graduated from New 
York University in 1927 with a B. S. 
degree. He joined the Mutual Life in 
1932, and served with the Army in the 
European Theatre from 1943 to 1945, 
returning to the Mutual Life. Later he 
went with the Aetna Life. Mr. Epstein 
will be in charge of building the Queens 
area. 

Though it was in the middle of a 
moving operation and changing to a new 
territory, the Harold DeMian Agency 
still ranked third for the month among 
all the general agents for Postal Life. 








Indiana Leaders Club 
4 Art Priebe, William Minehan, Glen 
; O’Laverty, Robert Judd and C. S. Ohsner 
will be among those featured at the 
April 24-25 annual meeting of the In- 
diana Leaders Club, quarter-million 
qualification group, according to an an- 
nouncement by Walter McClure, State 
Mutual, Indianapolis, program chairman. 
Speakers for the April 24 section of 
the program will be Noble Schlatter, at- 
torney, Fort Wayne, “Comedy of 
Errors”; Glen O’Laverty, Business Men’s 
Assurance, Bluffton, Ind., “What Are You 
Selling?” and Robert A. Judd, Phoenix 
Mutual, Madison, Wisconsin, “Do It 


With Diagrams.” The speakers will be 
f followed with the annual business meet- 
ing. 


On April 25, William B. Minehan, 
Secretary, Northwestern Mutual, will 
speak on estate planning, followed by 
Arthur Priebe, Penn Mutual, Rockford, 
Ill, on business insurance. Concluding 
speaker will be C. S. Ohsner, Columbus, 
Ohio, “Today’s Market for Business Life 
Insurance.” 


Equitable Life of Iowa 
Advances Four of Staft 


Equitable Life of Iowa recently ad- 
vanced four members of its home office 
staff. K. R. Austin was named assistant 
secretary; D. L. Dailey, assistant super- 
intendent of farm loans; L. L. Hill, Jr., 
assistant counsel; and J. W. Hubbell, 
ir. assistant treasurer. 

Mr. Austin joined the company in 
1946 and was appointed registrar in 1949, 
He is a Drake graduate with a graduate 
degree from the University of Lowa. 

Mr. Dailey joined the company in 


1927, and since 1928 has been engaged 
in farm loan work. In 1946 he was named 
loan supervisor. He is a graduate of 
Des Moines University. 


Great 


Mr. Hill has been associated with the 
; % pad Oe annual 
company since 1951. A graduate of Wil- 


liams College and Harvard Law School, 
he was secretary to Mr. Justice Hugo 
Black of the U. S. Supreme Court for a 
year prior to coming to the company. 

Mr. Hubbell joined the company 


n 
1946 following his graduation from 
Harvard University. He was named loan 


Great Southern Increases 


Texas, has completed the best year in 
its 43-year 


President 
reveals the company achieved gains in 
all departments. 
year-end totaled $136,196,765, an increase 
of $11,886,300. 
cies numbering 
life insurance of $72,564,142, were 


supervisor in 1949, 





ten. Insurance in force 
$592,080,462. 
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The Phoenix Mutual 


presents ils 102"¢ 


ANNUAL REPORT 


New life insurance sales of $124,109,000 
reached an all-time high .. . they exceed 
1951 by 23%. 


Insurance in force showed a gain of 
$72,881,000, the largest increase for any year 
... it exceeded the gain for 1951 by 45%. 


Total insurance in force reached a new high 
of $1,240,282,000. 





Benefits becoming payable to policyholders 
and beneficiaries were by far the largest for 
any year and totaled $30,716,000. 


Premiums received during the year amounted 
to $49,616,000 — a gain of 6% over 1951. 
ASSETS 


United States Government Bonds ........ ... $ 98,146,032 


















All Other Bonds 174,546,561 
First Mortgages on Real Estate 279,276,632 
Real Estate (Including Home Office) . 5.596.433 
Stocks ‘ 8.015.907 
Policy Loans 26,013,065 
Cash : 3.878.779 
Interest Due and Accrued ers eed 4.883.317 
Deferred and Outstanding Premiums ................ 6.917427 

Total $607,274,153 


LIABILITIES 








Reserves for Insurance and Annuities _..... $449.871,919 
Policyholder Funds at Interest bees 100,360,417 
Reserves for Dividends Payable in 1953..... 4,679,928 
Incomplete Claims Oy caad 1,922.886 
Reserves for Taxes and Miscellaneous Purposes 11,174,726 
Contingency and Security Valuation Reserves 8.898, 100 
Total $576,907,976 

Surplus 30,366,177 





Total $607,274,153 





The full text of the President’s Report and the 
latest Financial Statement will be sent upon request. 


PHOEVIN WUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
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Farewell Luncheon to Samuel Lustgarten 
Chicago Agency Managers of Equitable and Officers of 


Society Attend; His Agency a Leader; One of 
Chicago’s Most Accomplished Musicians 


Lustgarten, agency manager, 
Society, Chicago, which has 
led other agencies in the Chicago area 
for past decade, will retire March 1, 
1953. A farewell luncheon was given him 
at Standard Club, Chicago, February 24, 
attended by all Chicago Equitable agen- 
cy managers and from home office came 
Vice Presidents Alvin B. Dalager and 
Sam Burgess. 

Born in Russia in 1888 Mr. 
was brought to Chicago when a baby. 
He has traveled widely and during the 
period of his life when he was studying 


Samuel 
Equitable 


Lustgarten 


violin in Berlin he met his wife who 
was singing in the same temple with 
him there. She taught music. While 
in Berlin—in 1910-11—Mr. Lustgarten 
played violin in the Philharmonic 
Orchestra of that city. 


ce Ran Large Restaurant 

Upon his return to America he opened 
a large restaurant on State Street, Chi- 
cago, called “The States” which had a 
lot of old-world atmosphere. He played 
with his own orchestra in the restaurant, 
and during that time he hired as mu- 
sicians for the orchestra Olson and 
Johnson, who later became _ popular 
comedians starring in their own show. 

While running the restaurant Mr. 
Lustgarten bought a policy in the Equi- 

table from Tom Girault who eventually 
pereuniil the restaurateur to enter life 
insurance and Sam became Tom’s first 
agent under contract on April 3, 1917. 
In August, 1922, Sam was appointed as- 
sistant manager of the Girault agency, 
being advanced to manager on Febru- 
ary 1, 1929. 











and is regarded as a capable student of 
modern European politics. He is like- 
a close student of economics and is 


wise 
at home in any discussion on inflation, 
evaluation of the dollar or any equally 


subject. He is an extensive 
of biographies and _his- 


technical 
reader, mostly 
tories. 
Fine Builder of Men 
In life insurance he has been a builder 
of men and is, perhaps, unparalleled in 
the Society for guidance and inspiration, 
many of his producers having blossomed 
into substantial underwriters who have 
maintained a consistent pace of exceed- 
ingly large production. Outstanding ex- 


amples are the late Lou Behr, Harry 
Steiner, John Morrell, Ray Anthony, 
Fred Epley, Ben Morris, Emanuel 
Abrams and Isadore Stein, all of 


whose production has been raised con- 
siderly through the helpful cooperation 
of Mr. Lustgarten. His former unit 
manager, Milton A. Feuer, led the coun- 
try consistently for a number of years 
among the unit managers. Mr. Feuer is 
pres edie associate agency manager of 
the Lustgarten agency. 


Woodson Talk 


(Continued from Page 16) 


occupational prestige is higher than it 


was. 

“That Fortune’s estimate of the pub- 
lic opinion of agents is not shared by 
newspapers of the country has been 


seen in numerous articles or editorials, 
such as that of the San Francisco Call- 




















ACTUARIAL ASSISTANT 


An excellent opportunity with a progressive life insurance 
company in Baltimore, for a young man who has completed at 
least two actuarial examinations and has had some experience 
in actuarial work. Write stating full details of experience, train- 
ing and personal data, sending photograph if available, and 
salary expected. All information will be held in confidence. 


Address Box 2151, The Eastern Undermriter, 
93-99 Nassau Street, New York 38, N. Y. 



































“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, III. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 























American National Agents Honor Moody 
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A Musical Family Bulletin which ran an editorial “The 
Mr. Lustgarten’s wife died several Public’s Friend,’ as enthusiastic as any 
years ago. He has two sons and one’ agent could have written about his work 
daughter; Alfred a concert violinist in and responsibilities.” 
California has played on various radio Not a Profession 
and TV programs and with many of Mr. Woodson, who has been in life 
the leading symphonies in California; insurance more than a quarter of a cen- 
Edgar is a ‘cellist with MGM and was tury, reviewed some of the reasons for 
formerly ‘cellist with the St. Louis Sym- the greater acceptance of life insurance 
phony Orchestra. His daughter, Mrs. by the public. They include the perform- 
Ruth Manovitz, who has a daughter and ance of the NALU with its sales con- 
twin sons, is an accomplis hed musician. gresses and devotion to the best methods 
Mr. Lustgarten himself is a violinist of had high ideals in selling, American 
note, and he likes to play in string College of Life Underwriters, the CLU, 
trios with many of the leading artists of the LUTC, home office schools, Agency 
the day. This great talent and interest Management Association’s activities in- 
in music is typical of Mr. Lustgarten’s cluding its schools, expansion of insur- 
breadth of interest, for he is likewise ance through Group insurance, Pension 
greatly interested in art and isa member and Profit sharing plans, and liberality 
of the Society for Contemporary Ameri- of insurance contracts. He did not 
Art. He is a collector of oil paint- think that selling life insurance was a 
and his home and office both are profession although numerous aspects Left to right—W. W. Cherry, assistant to the vice president, Industrial; R. A. 
ni sted for the fine taste exhibited by his of salesmanship are of a_ professional Furbush, vice president, Industrial; Mr. Moody; Executive Vice President W. L. 
paintings. : , : ; i aaETe ; gee oe eee ee . Vogler; D. J. Martino, superintendent, Ordinary agencies; George Christopher, 
Mr. Lustgarten has been active in We are doing a creative job,” he said. ; 5, . 
charitable and civic work, and although “We must create prospects, must show director, Ordinary sales promotion. 
hie list of his contributions is large, why these prospects need insurance, 
the greatest part of his charities are un- must go to them as they do not come Agents in the combined field forces of American National Insurance Co. of 
publicized and unheralded and consist of to us in any considerable extent. If we Galveston in January produced $73,615,000 of new Ordinary life, a volume which 
assistance given to literally hundreds of talk like professionals we must not sell 3 4 ; pene ; Mea. . 
individuals who have been inspired and like amateurs. Whether there are fewer exceeded the total production for a whole year a little over 15 years ago. Occasion 
helped by him. A keen and shrewd poli- agents in the future or more men and for the campaign was the 86th birthday of President W. L. Moody, Jr. He is the 
tical analyst, can hold his own in) women in the field, there will be a _ oldest active president of a major insurance company. American National was 
discuss matters of political science growing business to be serviced and I ; led in 1905 
and government. During the last World am less in favor of giving encourage- ee oe 3s 2 se er c 
War he followed carefully the underly- ment to all agents than I am that the In the campaign agents from 38 states participated. There are 3,500 members 
ing factors in all governmental activities job of the agent be well done.” of the Industrial insurance force and 1,200 Ordinary field men. 
sa nema $2 na a Soe Seniisianienedemnninemal 
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Provident Mutual Leader 





Ray W. Druckenmiller, Allentown, 
Pa., representative of Provident Mutual 
Life of Philadelphia, is shown (center) 
holding a bronze plaque received from 
the company at a testimonial dinner 
given in his honor at the Lehigh Valley 
Club. Mr. Druckenmiller, who led the 
entire Provident sales force in 1952 paid 
business, is being congratulated by Vice 
President and Manager of Agencies 
James H. Cowles, right, as company 
president, Thomas A. Bradshaw, looks 
on. This marks the second consecutive 
year Druckenmiller has won this award. 

For many years one of his company’s 
leading salesmen, Druckenmiller has 
again qualified for membership in the 
Million Dollar Round Table—and is a 
life member of the company’s top sales 
club. He is also a Provident Mutual 
senior agent. Mr. Druckenmiller is an 
associate of Charles S. Peck, general 
agent in Allentown. 


Harold M. Covert, Jr., Heads 
Mutual Benefit Life Assn. 


Harold M. Covert, Jr., a member of 
the Philadelphia agency of Mutual Bene- 
fit Life of Newark, N. J., has been 
elected president of the company’s Na- 
tional Associates. The group consists of 
the company’s top 25 representatives plus 
any general agents who qualify on the 
basis of their personal production. A 
resident of Allentown, Pa., Mr. Covert 
is a life and qualifying member, having 
qualified for three consecutive years. 

M. M. Matson of Cleveland is vice 
president and treasurer and Immediate 
Past President A. J. Lewallen, CLU, the 
company’s general agent at Miami, is the 
third member of the organization’s ex- 
ecutive committee. 


AMERICAN COS. IN CANADA 





Now 24 of These Companies Operating 
There; Six British Companies Write 
Life Insurance There 

In Canada there are 61 life insurance 
companies operating under federal regis- 
try and ten operating under Provincial 
licenses, the latter being mostly com- 
panies with French names. The number 
ot British companies in Canada writing 
life insurance is six. These American 
companies are operating there: 

Aetna Life, ‘Bankers Life Co., Con- 
necticut General, Continental Assurance, 
Cuna Mutual, Equitable Society, John 
Hancock, Loyal Protective, Massachu- 
setts Mutual, Metropolitan, Ministers 
Life and Casualty, Minnesota Mutual, 
Mutual of New York, New York Life, 
North American Life and _ Casualty, 
North American Reassurance, Occidental 
of California, Paul Revere, Provident 
Life and Accident, Prudential of Amer- 
ica, Travelers, Union Mutual, United 
Benefit and Washington National. 


Equitable Society 
At New Record High 


ASSETS REACH $6,571,700,000 





Chairman Thomas I. Parkinson Reports 
Ordinary Paid for at $910,259,000; 
Group at $755,829,000 





Assets of the Equitable Life Assur- 
ance Society at the end of 1952 
amounted to $6,571,700,000, an increase 
during the year of $476,800,000, Thomas 
I. Parkinson, chairman of the board, re- 
ported, in releasing the Society’s 93rd 
annual report. The amount of individual 
life insurance paid for during 1952 was 
$910,259,000 and new paid for Group life 
was $755,829,000 making a total of $1,- 
672,202,000, the largest in any year of 
the Equitable’s history. Ordinary life 
insurance in force at the year’s end to- 
taled $8,812,800,000 and Group life 
amounted to $10,224,300,000, a record 
high for both types of coverage. 

Total payments to policyholders and 
beneficiaries during the year amounted 
to $455,662,000, of which $143,775,000 were 
death chaims and $311,887,000 were bene- 
fits to living policyholders, continuing 
the popular trend toward “living” as well 
as death benefits through life insurance. 
Included in the 1952 payments to policy- 
holders was $100,182,000 in dividend re- 
funds. Holders of Odrinary policies re- 
ceived $54,754,000 of these refunds and 
$45,428,000 was paid to Group policy- 
holders. 

Investment Figures 

After meeting all claims, expense of 
operation, including Federal income 
taxes on 1952 income and required addi- 
tions to reserves, there remained from 
Insurance and investment operations 
$175,500,000. Out of this total, the So- 
ciety made special additions to reserves 
of $14,900,000 for future contract pay- 
ments, provided $100,700,000 for divi- 
dends, tmeluding the amounts set aside 
for dividends payable in 1953 and added 
$29,200,000 to the security valuation re- 
serve as required by the National Asso- 
ciation 6f Insurance Commissioners. 
There resulted a gain in unassigned sur- 


Made President of LUTC 

Chauncey D. Cowles, Jr., CLU, North- 
western Mutual agent in Buffalo has 
been elected president of the Life Un- 
derwriter Training Council to succeed 
Orville E. Beal, CLU, vice president, 
Prudential. Mr. Cowles’ election was 
announced by Managing Director Benja- 
min N. Woodson, CLU, following the 
fifth annual meeting of the board of 
trustees, February 13, at LUTC Head- 
quarter in New York. 

Trustee Edmund L. G. Zalinski, CLU, 
succeeds Mr. Cowles as vice president 
while Charles J. Zimmerman, CLU, and 
Maxwell L. Hoffman were reelected sec- 
retary and treasurer respectively. 

President Cowles is a lifelong resident 
of Buffalo. Upon graduation from Ham- 
ilton College in 1933, he became a full- 
time life underwriter representing his 
present company. His Northwestern 
Mutual connection has been continuous 
except for three years’ active duty as a 
Naval Lieutenant in World War II. He 
brings to the presidency a varied expe- 
rience which includes membership in the 
Million Dollar Round Table and active 
participation in the LUTC program as 
Course Committee Chairman, instructor 
and trustee. 





plus and Group contingency reserves of 
$30,700,000. “As a result of this suc- 
cessful year,” the report noted, “the 
Society was able to liberalize moderately 
the formulas by which we apportion 
dividends to policyholders.” 

Yields on new investments showed 
further improvement during the year, 
raising the Society’s net rate of return 
on assets. Gross investment earnings 
from interest, dividends and_ rents 
amounted to $230,605,000 in 1952. After 
paying investment expenses, including 
real estate operating expenses of $13,- 
560,000 and $17,622,000 in income and 
other taxes, licenses and fees, and de- 
ducting $11,409,000 for depreciation on 
transportation equipment, and $3,919,000 
for depreciation on real estate, there re- 
mained $184,095,000. The corresponding 
net income for 1951 was $165,346,000. 
The net rate on assets, before Federal 
Income Tax was 3.18% and 2.97% after. 
The corresponding rates for 1951 were 
3.006% and 2.87% respectively. 
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Lauer Agency Again Heads 


Continental American Field 





MATTHEW J. LAUER 


Matthew J. Lauer, general agent, Con- 
tinental American, at 295 Madison Ave- 
nue, New York, announces that in 1952 
the agency has again led the company’s 
field force both in paid premiums and 
headed by Mr. 


Lauer and his son, Robert, associate 


volume. The agency, 


general agent, has earned this distinc- 
tion every year since 1945, 

The agency marked its 20th anniver- 
sary last October, having been organized 
in 1932 by Mr. Lauer and Max Hancel 
as co-general agents. The Hancel-Lauer 
agency was the first general agency to 
bring Continental American into New 
York State. 

Mr. Lauer’s entire insurance career 
has been as a general agent for Con- 
tinental American. J. Robert Lauer 
joined his father as associate general 
agent and partner in 1948 after military 
service, completing his college education 
and attending the Life Insurance Mar 
keting Institute at Southern Methodist 
University. 


HEADS PRUDENTIAL DISTRICT 
Appointment of Paul F. Fagan as head 
of The Prudential’s Fairlawn district 


office at Akror, was announced. Mr. 
Fagan succeeds James H. Brennan, CLU, 
who has assumed charge of the Brook 
Park district at Cleveland, 
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AVERAGE POLICY LARGER 
Americans are buying much larger life 
insurance policies today than they did 
World War II, the percentage 
increase in average size being slightly 


before 


greater than the rise in cost of living 
during the period, according to the In- 


stitute of Life Insurance. Policies 
bought in 1952 were twice as large, on 
the average, as the purchases of 1940 
and in those same years the cost of 
living rose 90%. This would indicate 
that life insurance buyers have given 
recognition in their purchases to the 
rising cost of those things for which life 
insurance is intended. 

At the same time, the number of poli- 
cies purchased has increased materially. 
The 29,000,000 new life insurance policies 
bought in 1952 represented an increase 
of about 50% since 1940. 
chases, dollar amounts, however, rose 
more than 200% between 1940 and 1952 

An increase in average policy size has 
been recorded in all type of life insur- 


\geregate pur- 


ance since 1940. The average size of 
Group life insurance certificates in new 
plans set up is today about 75% larger 
than 12 years ago. The Ordinary life 
insurance policy average, excluding the 
small-unit credit insurance contracts, has 


since 1940. The In- 


average 


increased nearly 70% 
dustrial life insurance policy 
purchase has risen some 60% 

The Ordinary policy average, including 
the small-unit credit contracts, covering 
unpaid balances of borrowers, has shown 
a smaller increase in average size, but 
this is due to the greater proportionate 
increase in the number of credit units. 
The over-all Ordinary policy average 
rose 25%. The credit policy purchases 
have increased sevenfold in number and 
twelvefold in amount while non-credit 
Ordinary purchases have increased two 
and one-half times in number and three 
times in amount. 

The average size of Ordinary life in- 
surance policy bought.in 1952 was $2,160 
Excluding the Ordinary credit insurance, 
the Ordinary policy average last year 
was $3,150. This compares with about 
$1,900 in 1940. The credit Ordinary poli- 
cies themselves averaged $300 in 1952 
about $170 in 1940. The 1952 average Group 
certificate bought was $1,500. The Indus 
trial policy average in 1952 was $390; in 
1940 it was about $250. The over-all 





average new policy bought in 1952 was 
in 1940. 








$1,150, compared with $5 
DEPENDENCY AGE GROUP GROWS 

Over a period of years the number of 
persons in the so-called “dependent 
ages’—the very young and the elderly— 
has not been rising faster than the in- 
crease in the working population. This 
trend has now been reversed. The United 
States Bureau of Census forecasts a rise 


f 7.8 million in the labor force between 
1950 and 1960. As against this, the me- 
f the Bu- 


dium population projections ¢ 
reau anticipate an increase of 7% million 
in number of children under 15 in the 
period and of 3.4 million in the 65-and- 
over group. The combined rise in those 
two groups in the “dependency ages,” 
therefore, would be 10.9 million in the 
current decade if the forecasts material- 
ize, cr about 3 million more than the 
increasc in the working population. 

If to this figure is added the estimated 
increase of 3.2 million between 1950 and 
1960 in the teen-age group between 15 
and 20, where labor force participation 
is usually relatively low and in_ these 
days is far under that of the past. then 
the increase in dependency ages will be 
nearly twice the rise in the working 
population. 


Jesse W. Randall, who recently retired 
as president of the Travelers Compa 
nies, won one of the awards given at 
Valley Forge, Pa., by Freedoms Foun- 
dation to individuals, schools and_ or- 
ganizations for outstanding contribu- 
tions which lead to a better understand- 
ing of the American way of life. His 
‘ward was in the category of sermons, 
his contribution being entitled “Freedom 
Is Not for the Lazy or the Weak.” 

* * * 

Arthur W. Theiss, Minnesota Mutual's 
advertising and publicity director, has 
been elected to the board of Direct Mail 
Advertising Association, New York City. 
It is the second time he has been on 
this board as he first became a member 
in 1938. He belongs to the St. Paul 
Association of Life Underwriters and to 
NALU. Mr. Thiess had a variety of 
advertising and executive positions be- 
fore entering the insurance business in 
1933 in his native town of Cincinnati as 
when he became sales promotion mana- 
ger for Ohio National Life. In 1945 he 
joined Minnesota Mutual Life as assis- 
tant superintendent of agencies and he 
became director of publicity and adver- 
tising in 1947, 











LEWIS 


BERNARD C. 


Bernard C. Lewis of the Osborne 
Bethea agency of Prudential, Newark, 
who two years ago gave up a grocery 
business to become an agent, led Pru- 
dential agents country-wide in produc- 
tion for the second successive year. He 
paid for in excess of $1,500,000 in 1952 
During his first calendar year with the 
company he ad for $1,200,000 in Pru- 
dential. 

x ok Ok 

Florence Hansen, accounting depart- 
ment head, and Marie Dutmer, a secre- 
tary, have received 30 year service awards 
from Moore, Case, Lyman & Hubbard, 
Chicago insurance agency. Of the 12 mem- 
bers of the “25 Years and Over” Club, 
five have been with the agency over 30 
years. 

* * * 

George H. Coppers, a director of Home 
Life and president of National Biscuit 
Co., has been made a trustee of Consoli- 
dated Edison Co. of New York, Inc. 

* * * 


Kenneth .C. Estabrook, Binghamton, 
N. Y., insurance man, has been elected 
president of the Binghamton Commu- 
nity Chest for 1953. He is president of 
the general insurance firm of Estabrook, 
Koerbel and Estabrook. During the last 
two Chest campaigns, he has served as 


chairman of the Advance Gifts Division. 
* * * 


Howard J. Brace, vice president, Oc- 
cidental Life of California, has been 
named foreman of a 1953 Los Angeles 
Grand Jury, the term to run for the 
entire year. This jury will have the task 
of supporting the action of state, county 
ond city authorities in the narcotics 
drive now going into full blast. 


Bruce Hoblitzel, Sr., of the Bruce 
Hoblitzel Co., insurance and real estate, 
Louisville, Ky., is being discussed as a 
possible candidate for office of Sheriff of 
Jefferson County in the fall elections. 

* * * 


Eugene Graf has been appointed 
manager of Allied American Mutual Fire 
Insurance Co.’s general fire underwriting 
department. He succeeds the late Gun- 
nar R. Rylander. Mr. Graf has been 
with the company 15 vears and has been 
assistant. manager of the general fire 
and underwriting department. Harold 
J. Ginsburgh, vice president, has been 
assigned responsibility for general direc- 
tion of the fire insurance underwriting 
operations. 

x ok # 

J. A. McMahon, Jr., general manager 
of the securities division of the Insur- 
ance Company of Texas, has been ad- 
vanced to vice president. He joined the 
union-member owned company in 1951. 








FREDERICK W. HUBBELL 


Frederick W. Hubbell, president, Equi- 
table Life of Iowa, is a nominee for one 
of the five places to be filled on the 
Board of Overseers of Harvard Univer- 
sity this spring. 

* * * 


D. Richard Mead, insurance and mort- 
gage executive of Miami Beach, Fla., 
has been reelected as president of the 
local Chamber of Commerce. 


* * * 


Theo. P. Beasley, president of Re- 
public National Life, has served as 
Dallas campaign chairman for the 1953 
Heart Association drive. With February 
proclaimed Heart Month in Dallas, Mr. 
Beasley headed a drive to raise $75,000 
in the city. The national quota is $10,- 
000,000. 

* * x 


Julius L. Ullman, executive vice presi- 
dent, W. L. Perrin & Son, Inc., New 
York multiple line agency, is on a vaca- 
tion in Miami Beach with a side trip 
to Havana. 


*. Se ce 


Roy A. Duffus, prominent agent of 
Rochester, N. Y., spoke on insurance 
ratings and the building code recently 
at the Hotel Statler in New York be- 
fore the school for building inspectors 
of the Eastern States Building Officials 
Federation. Mr. Duffus also visited sev- 
eral insurance offices while in New York. 

k ok x 


S. J. Thomson, analyst on the securi- 
ties department staff of Pacific Mutual 
Life for more than 15 years, was 
recently elected vice president of the 
Los Angeles Society of Security An- 
alysts. The society is affiliated with the 
National Federation of Securities An- 
alysts, and encompasses in its studies 
and discussions the entire field of in- 
vestment securities evaluation. 

x * * 


Jerry Bell, who in 1952 led the South- 
land Life’s agency organization in vol- 
ume of sales, has been made a member 
of the 1953 Million Dollar Round Table. 
He joined the company in Austin in June, 
1949, a month after his graduation from 
University of Texas. He made the com- 
pany’s President’s Club his first full year 
with the company and in 1952 was also a 
member of the MDRT. Two. other 
Southland Life representatives in_ the 
1953 MDRT are J. M. Whitmire ot! 
Wichita Falls, Texas, and T. C. Harvey, 
Jr., Tyler, ‘Tex, 
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Fireworks About Fireworks 


In his new 


manager of advertising and_ publicity 
department, Aetna Life Affiliated Com- 
panies, did not take long to attract the 
attention of Connecticut new spapers, Ap- 
pearing before the legislature’s judiciary 
committee he condemned the law of that 
state which regulates the sale and use 
of fireworks. He urged the committee to 
oppose all fireworks in the state except 
those shot off in public displays by 
trained people. The present law sets 
maximum size and powder charge limits 
for firecrackers. Nothing larger than a 
2-inch salute may be sold legally and it 
cannot have more than five grains of 
powder. Whether or not such fire crack- 
ers are dangerous was the disputed point 
during the lengthy public hearing. 
Withe told the committee that su- 
pervised public fireworks displays are 
the only safe demonstrations. He said 
that local ordinances banning firecracker 
sales and use are difficult to enforce 


since people can go across town lines 
to get supplies. He urged statewide 


ban as the only safe and sane method 
of handling the problem. Among others 
advoc ating outright ban were represen- 
tatives of National Fire Protection As- 
sociation, William A, Dower, executive 
secretary of Hartford Chamber of Com- 
merce, Fire Marshal Thomas F. Lee 
and two physicians interested in saving 
the eyesight of people. Manufacturers 
\ssociation of Connecticut opposed the 
ban. 

It is alleged that some of the volunteer 
fire departments of the state get their 
principal income from selling fireworks. 
“It’s about the same as cops selling nar- 
cotics,” said one of the legislators who 
is in favor of the ban. 

Mrs. Withe, by the way, has recently 
returned to Hartford from Denmark 
where she went when she heard her fa- 
ther, 88, had a severe heart attack. She 
reached Denmark two hours before he 


died. Later, she and her sister were 
received by the King and Queen in 
Copenhagen where they returned their 


father’s “Order of Danneborg, Ist de- 
gree,” and the Danish equivalent of 
knighthood. The sisters thanked the roy- 
alties for a tribute they sent to their 
father’s funeral. Later, they had _ tea 
with the Crown Prince and Princess at 
their palace. 
x 


Honor Jay W. Stevens 


The Jay W. Stevens emergency “dis- 
aster” car, named after the former fire 
marshal of Portland, Ore., and which has 
recently been rebuilt at a cost of $25,000 
was recently rededicated at Portland 
with impressive ceremonies in the court 
yard of the city hall. Mr. Stevens, who 
is on board of directors of Pacific Coast 
and Intermountain branch of National 
Association of Fire Chiefs, was a guest 
at the ceremonies which were widely 
Dublicized in Oregon. Crews of this car 
have done an outstanding job in emer- 
gency work. Among the rescue missions 
of the Jay W. Stevens car was when it 





role as a_ member of the 
Connecticut legislature Stanley F. Withe, 

















was used in the rescue of a man caught 
in a cave-in in Portland only two hours 
before the rededication ceremonies. 

“Many persons who are alive today 
would not be living if it had not been for 
this car,” said Fire Chief Edward Gren- 
ell. Tt has figured in many emergency 
rescues. 


x * x 
More Than 53,000,000 Motor 
Vehicles 
The full 12-month production total 
for 1952 of about 5,554,000 motor cars, 


trucks and buses was the lowest in three 
years—18% below the 6,765,000 produced 


in 1951, and 31% under 1950’s record out- 
put of 8,003,056 units. The estimated 
1952 total includes 4,332,000 passenger 


cars and 1,222,000 trucks and buses. 

Employment in the industry by year’s 
end was estimated at more than 900,000. 

Because of heavy spring and summer 
passenger car demands, automotive pro- 
duction normally increases in the first 
half of the year and declines somewhat 
during the third and fourth quarters. 
The normal pattern was reversed in 
1952, however, as a result of materials 
controls created under the national de- 
fense program and shortages caused by 
the nation-wide steel strike in June and 
July. 

And as 1952 ended, more motor ve- 
hicles were in use throughout the United 
States than ever before in history. Reg- 
istrations increased 214% above the 1951 
total to an estimated 53,363,000 vehicles. 
including 43,894,000 passenger cars and 
9,469,000 trucks and buses. 

* * * 


Dinner to Banker-Insurance Man 

Howard K. Hurwith of the Chicago in- 
surance firm of Enger, Barnett & Hur- 
with was recently given a_ testimonial 
dinner in that city. 

In his capacity of board chairman of 
the Bank of Rogers Park, Hurwith was 
cited for the services the bank has per- 
formed for the community. Prior to the 
hank’s opening six years ago, neighbors 
in the Rogers Park area, a Chicago sub- 
urb, had to travel long distances to do 
their banking. The Bank of Rogers Park 
began operations with less than 400 de- 
positors. It now has 27,000 customers 
and assets in excess of $17 million. More 
than half of the 25,000 families in the 
community bank there. He has been 
chairman since the bank opened. 

x ok OK 


C. F. Noyes on Long Air Trip 
Charles F. Noyes, manager of many 
insurance buildings in New York, and 


Colonel Joseph M. Hartfield of White & 


Case, lawyers, have left on their an- 
nual holiday. This vear it includes 
South America and the Riviera with 


Paris the final destination. The cities in 
South America which they will visit in- 
clude Lima, Cuzco, Santiago, Buenos 
Aires, Montevideo, Sao Paulo and Rio de 
Janeiro. A flight from Rio de Janeiro 
takes them to Rome, Italy. Stops will be 
made at Lisbon, Sorrento. Capri, Naples, 
Florence, Milan, Monte Carlo and Paris. 


They return the latter part of March. 
The trip, as is customary, is entirely by 
air. 


The Aetna C. & S. Drivotrainer 


A revolutionary new training device 
that provides “behind-the-wheel” driving 
experience in the classroom for 15 stu- 
dents at a time was introduced last week 
in the New York City school system. 


for the Drivotrainer constitutes the first 
complete driver education course ever 
prepared on film to be centered around 
“behind-the-wheel” training in the class- 
room, 

The Drivotrainer (films cover the rec- 
ognition and use of instruments and con- 





Inauguration of instruction on the de- 


vice, called the Aetna Drivotrainer, was 
announced by Superintendent of Schools 
William Jansen before 250 educators and 
highway safety authorities at the first 
public showing of the new classroom 


trainer at the Brooklyn High School 
of Automotive Trades. 
Developed by the Aetna Casualty and 


Surety Co., the Drivotrainer is being 
loaned to the New York board of educa- 
tion for experimental use in a coopera- 
tive effort to pioneer a more economical 
and safer way to teach teenagers how 
to drive. 

With its fifteen Aetnacars, equipped 
with all driving controls found on stand- 
ard automobiles, the Drivotrainer in- 
stallation completely , fills a large class- 
room in the 3rooklyn school, where, 
without risk to themselves or others, 
students get their driving lessons by 
learning to “drive” on the motion picture 
“highways” shown on a movie screen at 
the front of the classroom. In addi- 
tion to students from Automotive Trades 
high school, pupils from other city high 
schools will receive instruction with the 
Drivotrainer. 

Introduction of the Drivotrainer fol- 
lows a report, issued last fall at the 
10th annual driver education breakfast 
of the Association of Casua!ty and Sure- 
ty Companies at the National Safety 
Congress in Chicago, calling for “fresh 
approach to revitalize the high school 
driver education program.” The report 
recommended, among other points, re- 
newed efforts to provide practice driving 
in schools now offering classroom in- 
struction only. 

In addition to Superintendent Jansen, 
speakers at the Drivotrainer preview in- 
cluded Robert I. Catlin, vice president 
of the Aetna Casualty and Surety and 
chairman of the Connecticut Safety 
Commission; Dr. Herbert J. Stack, di- 
rector, Center for Safety Education, New 
York University; John F. Creamer of 
the advisory board for vocational and 
extension education, New York board of 
education; Richard J. O’Connor, super- 
visor of driver education in the New 
York Schools; and Stanley F. Withe, 
manager of the Aetna’s public education 
department. C. Frederick Pertsch, 
ciate superintendent of schools, presided 
and Edward P. O’Connor, principal of 
Automotive Trades High School, was 
host. F 

Successful use of the Drivotrainer in 
the New York City schools, where less 
than 1% of the eligible students now 
receive vital “behind-the-wheel” training. 
may lead to its adoption by other school 
systems throughout the nation. 

A series of 22 films produced especially 


asso- 


trols; starting and stopping techniques, 
involving the smooth coordination of 
breke, clutch and accelerator; steering 
on curves and winding roads; turning 
corners and driving in the proper lane; 
following the car ahead; and signaling 
and the recognition and observance of 
traffic lights and road signs. 

More complex driving situations are 
covered in the later films, which take in 
turning the car around on wide and 
narrow streets and by using a drive- 
way, driving on hills, including park- 
ing uphill and downhill, starting, and 
“pumping” the brake on steep down 
grades; diagonal and parallel parking, 
driving in light and heavy city traffic; 
backing; meeting highway emergencies; 
and passing, cage ry 9 the selection of 
conditions that make it safe to pass. 

Not only do the he provide instruc- 
tion in the operation of the controls 
in the varied traffic episodes, but they 
stress throughout the development of the 
proper attitudes that make for safe and 
courteous driving. 

In addition, the Drivotrainer course 
takes in a vital phase of driver educa- 
tion not covered by present behind-the- 
wheel training methods; namely, drill- 
ing drivers in the proper emergency 
procedures that may mean saving a life 
or avoiding a serious accident in high- 
way situations calling for quick action. 
master control unit at the 
rear of the classroom, one instructor 
can guide the training progress of 15 
student drivers at a time, instead of only 
one to four as in conventional cars, by 
monitoring each pupil’s driving technique 
on the Drivotrainer’s automatic scoring 
system. 

So encompassing is the Drivotrainer’s 
scoring mechanism that it not only 
checks the student’s use of individual 
driving controls, but also measures a 
pupil’s skill in coordinated actions like 
the see-saw movement of accelerator and 
clutch required in starting smoothly. 

The scoring system, providing an in- 
stantaneous report as well as a perma- 
nent record of each pupil’s driving skill, 
can be operated manually with push but- 
tons by the instructor or automatically 
by a special triggering device on the 
film itself. As many as 1,000 operations 
can be checked throughout the Drivo- 
trainer course, and in the brief space of 
only two seconds, students can be tested 
for completing four separate operations 

The final film is a grueling 25-minute 
road test including such a wide variety 
of traffic situations that New York 
school authorities believe it is unmatched 
by other driving tests throughout the 
country. 


From the 
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Phoenix of Hartford 
1952 Premiums Up 15% 


NEW RECORD OF $73,209,000 
President North Says Consolidated 
Assets of Group Are $170,227,000; 
Capital Funds $82,278,972 
In his report to shareholders, Presi- 
dent John A. North of the Phoenix 
Insurance Co. of Hartford announces 
that premiums written increased 15.2% 
for a total of $73,209,006 compared to 
$63,562,086 in 1951. This volume of busi- 
ness exceeded any previous year in the 

company’s 98 years of experience. 
Mr. North also pointed out that only 





JOHN A. NORTH 


10 years ago, in 1942, the combined 
writings of the group were $23,260,000. 

Losses incurred during 1952 were $29,- 
927,328 and adjustment expenses 
were $3,435,520. Taxes incurred (except 
Federal) amounted to $2,025,205 and 
underwriting expenses $28,628.46. The 
latter item of expense increased $3,800,- 
000 over 1951. 


loss 


Unearned Premiums Higher 


Due to the large increase in written 
premiums the unearned premium reserve 
increased $7,617,339 leaving a total of 
earned premiums at $05,592,207. After 
deductions of losses and expenses enu 
merated above there was a net under- 
writing profit on a consolidated basis of 
$1,490,294. 


rate of $3 a 
1952, the 


endar year at the annual 
share. However, in December, 
board of directors declared a dividend 
of 85 cents payable quarterly in 1953 
at the prospective annual rate of $3.40 
a share. Total dividends declared during 
1952 were $2,325,000 which included the 
increase of 10 cents a share declared 
in December, 1952, and paid on January 
2, 1953. 

After all expenses other than Federal 
taxes, earnings per share were $5.89 for 
investment and $1.99 for underwriting 
which gave total earnings per share of 
$7.88. Federal taxes incurred amount to 
approximately $1.68 per share. 

Consolidated f the companies 
showed growth from $154,057,290 in 1951 
to $170,227,140 in 1952. Capital funds 

(Continued on Page 33) 
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Hanover Fire Shows 
Fine Report for 1952 


UNDERWRITING PROFIT RISES 





President Sammons Points to Higher 
Assets, Surplus, Unearned Reserves 
and Premium Income 





The Hanover Fire Insurance Co. of 
New York marked the first year of its 
second century of operation with pre- 
mium income of $26,437,607, an increase 
of $1,548,848, or 6.22%, over the 1951 
figure of $24,888,759, according to the 
101st annual statement. Earned pre- 
miums totaled $25,225,830, an increase of 
$2,362,435, or 10.33%. They amounted to 





F. ELMER SAMMONS 


$22,863,345 the year before. 

There was an increase in unearned 
premium reserve of $1,211,777, or 5.53%, 
I-, Elmer Sammons, president, noted in 
the report. This amounted to $2,025,414 
in 1951. Statutory underwriting profit 
rose sharply from $97,193 in 1951 to 
$984,376 last year. 

Trade profit amounted to $2,238,971 as 


(Continued on Page 26) 





Glens Falls Group 
Assets $119,613,153 


PREMIUM INCOME IS HIGHER 





President Mead Reports Increase in 
Consolidated Capital, Surplus and 
Voluntary Reserve 





The Glens Falls Group of Insurance 
Companies report of operating results 
for 1952, submitted to the directors by 
G. D. Mead, president of all the com- 
panies, shows assets of $119,613,153, as 
compared to $109,208,606, for 1951. This 
represents an increase of 9.5%. 

Premiums written by the Glens Falls, 
Glens Falls Indemnity and the Com- 
merce totaled $67,718,073, an increase of 
$7,893,294 over the preceding year. This 
is a gain of 13.19%. Earned premiums 
totaled $62,724,283, compared with $54,- 
838,780 for the preceding twelve months. 
Incurred losses, including loss expenses, 
increased to $35,549,582 from $32,078,771, 
and underwriting expenses were $26,785,- 
737, compared with $23,479,478 reported a 
year ago. 

Income from investments during 1952 
increased 7.41% to bring the total up to 
2,379,143, not including capital gains. 


Capital and Surplus 


The consolidated capital, surplus and 
voluntary reserve, including Glens Falls 
Corporation, amounted to $34,017,624, 
compared with $32,343,857 at the end of 
1951. 

The 1952 net earnings on the capital 
stock of the Glens Falls Insurance Com- 
pany, after providing for Federal income 
taxes, amounted to $3.66 per share, as 
against $2.11 per share in the preceding 
year. 

The directors approved payment of the 
usual quarterly dividends of 50 cents per 
share on the capital stock of the Glens 
Falls Insurance Company, payable April 
1, to stockholders of record March 13. 

Non-resident directors who attended 
the meeting February 20 were T. 
Coolidge Sherman, Pittsburgh; Karl E 
Prickett, Greensboro, N. C.; Edward P. 
Farley. New York: John M. Mever, Ir., 
New York; Donald B. Smith, Boston: 
Sidney M. Henry, Hague, N. Y., and 
Earle J. Machold, Syracuse, N. Y. 


Samuel T. Brown Dies 


Samuel T. Brown, president and di- 
rector of T. Y. Brown, Inc., New York 
insurance brokers, died February 24 at 
Setauket, Long Island. He joined his 
father’s agency in 1896 and became a 
member in 1902. He served as vice presi- 
dent of the Glens Falls at the New York 
branch office from 1929 until 1945. When 
the brokerage firm was formed he con- 
tinued as a Glens Falls director. 


The Jaffe Agency is Age 44 


Age has given us accumulated insurance 
wisdom and facilities to do a thorough- 
going job for our brokers, their clients 
and the companies we represent. 

1953 marks our 44th birthday. We 
don’t feel old, or venerable either—and 
our bright new offices look anything 
but. You can always look to us for pro- 
gressive thinking and the right “steer,” 


in whatever risk you bring to our 
attention. 

Drop in one day to look us over... 
Specialist service in a friendly atmos- 
phere! 


JAFFE AGENCY, INC. 
OLhrdirensitlera 


TAUNAINCE 


45 JOHN STREET ¢ NEW YORK 38, N. Y. 
8900 


Telephone BArclay 7- 
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American Group Profit 

Was $1,950,887 in 1952 
NET PREMIUMS ALSO HIGHER 
Assets at Close of Year $153,515,671, 


Up $13,592,760; Surplus Rises 
$5,611,177 to $47,543,678 








The American Insurance Group real- 
ized a multiple line underwriting profit 
of $1,950,887 in 1952, B. C. Vitt, presi- 
dent of the parent American Insurance 
Co., has announced. This contrasted with 
an over-all loss of $805,465 in 1951. 

Net premiums written in 


1952 were 


$77,795,397, an increase of $2,695,388 over 
the previous year. This gain was chiefly 
due to a substantial rise in casualty 
premiums. 

An underwriting profit of $4,838,108 
was achieved in fire, allied lines and 
marine operations, while casualty opera- 
tions resulted in an underwriting loss 
of $2,887,221. 

Profits Despite Obstacles 

“The gratifying over-all underwriting 
result for 1952 was achieved despite a 
new national all-time record of fire 
losses and the continuation of an ex- 
tremely adverse experience in the auto- 
mobile liability lines due to record acci- 
dents, inflated repair costs and excessive 
jury verdicts which also influenced out 
of court settlements,” Mr. Vitt said. 

At the end of the year the American 
Group’s admitted assets were $153,515,- 
671, an increase of $13,592,760, and sur- 
plus had risen by $5,611,177 to $47,543,- 
678, both new high figures for the 
group. Another record was established 
when net investment income reached a 


total of $4,164,207. 


Scottish Union Group 
1952 Underwriting Results 


John Newlands, general attorney for 
the Scottish Union & National, reports 
that the company and the American 
Union of New York had combined un- 
derwriting results for 1952 as follows: 


Net premiums....... $9,340,705 
Losses incurred (incl. 

loss’ adj.. Exp:)..... 4,568,958 48.91% 
Taxes and expenses 

SHCUITOD oa. 66 o.6005 4,014,145 42.98% 
STAGE HGAIA | hohe $ 757,001 8.11% 
Increase in unearned 

premium reserve.. 492,959 5.28% 
Underwriting gain...$ 264,642 2.83% 


Increase in net pre- 
PUMUNG: 6.5220 Seseanss $ 


298,040 
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Nine Decades of Fireman’s Fund Operations 


History of One of Most Successful Insurance Groups Marked by Great Dramatic Incidents, 
Including Remarkable Achievement of Meeting a $11 Million Loss in 1906; Has 
Absorbed Many Companies; Group’s Aggregate Assets Now Exceed $330 Million 


Vivid drama, extraordinary courage, 
resource and imagination displayed by 
its officers and great success marked the 
history of the Fireman’s Fund Insurance 
Co. Because its home office is and was 
in San Francisco much of the financial 
and business community had made the 
local company its favorite in which to 
place insurance with the result that the 
1906 fire and earthquake which devas- 
tated that city incurred losses to the 
company of millions of dollars in excess 
of what its financial setup at the time 
had available to meet the obligations. 

The manner in which 
the company fought for its life, tri- 
umphed over financial requirement handi- 
time was again 
insurance 
officers most 


extraordinary 


caps and in a_ short 
soundly on its 
habilitation 


responsible 


feet is an re- 
classic. The 
locating 
the support which kept 
sailing on the insurance sea at the time 
doing busi- 


and _ obtaining 


the 


for 
company 


when a number of companies 
ness on the Coast had sunk were Wm. 
J. Dutton the late J. B. Levison, 
president and vice president at the time 


and 


of the fire. 

On December 31, 1952, nearly 90 years 
founding, the Fireman’s Fund 
and its affiliated compa- 
nies—Fireman’s Fund Indemnity Co., 
Home Fire & Marine Insurance Co., and 
National Insurance Co.— 
report aggregate assets the group 
of $330,412,263, surplus to policyholders 
of $127,995,285 and an approximate an- 
nual premium income of $146,000,000. On 
a consolidated basis, after eliminating 
inter-company stock ownership the com- 
pany had total assets of $293,259,988 and 
surplus to policyholders of $90,844,010. 


How Company Started and Was Named 


The Fireman’s Fund started business 
in 1863. The first invitation which had 
gone out for subscription to shares of 
“a proposed local company to be known 
as Fireman’s Fund Insurance Co.” at- 
tracted little attention when it was pub- 
lished in the local San Francisco press. 
Another stock offer was successful. 
Capital stock of $200,000 consisting of 
20,000 shares was subscribed and 50 men 
went on the board. Neither they nor 
William Holdredge, who had originated 
plans for the company and was elected 
the first president, knew anything about 
insurance exc yt that there was a crying 
need for it in San Francisco. Among the 
50 original. board members were such 
leading citizens as James Phelan, whose 


after its 
Insurance Co. 


the Western 
for 


son later became mayor of San Fran- 
cisco; James C. Flood, mining multi- 
millionaire; and S. H. Parker, post- 
master, 


Shrewdly, Holdredge included on the 
directorate representative members of 
the fire department. His plan was to 
Write a general insurance business in 
cities having fire departments and to 
Pay out 10% of the company’s profits to 
the charitable fund of the San Francisco 
Fire Department, and that’s how the 
name of Fireman’s Fund originated. At- 
tached to buildings insured in Fireman’s 


By CLarENcE AXxMAN 


Fund were metal fire marks with the 
name of Fireman’s Fund, and firemen, 
seeing that insignia on a burning build- 
ing, would redouble their efforts to ex- 
tinguish the flames. 

The Fireman’s Fund began operations 
in three rooms on the second floor of a 
three-story building, which, by the way, 
escaped the disaster of 1906. It was at 
Sansome and Washington Streets. The 
office was kept open every evening from 
7 to 8 o'clock in order to give working 
people a chance to insure. 


The first policy, which was written 
June 18, 1863, six weeks after the com- 
pany’s incorporation, insured Walter 


Hawxhurst to the extent of $1,200 on his 
half interest in 1,000 kegs of Boston 


syrup. Premium was $12, plus $1.75 
stamp tax. 

The second floor location proved in- 
convenient, so the company moved 
within a year to the ground floor at 238 
Montgomery Street. Captain Holdredge 
was more of a promoter than a busi- 
ness-man and the company was soon re- 
organized with Parker becoming presi- 
dent. Holdredge continued in insurance, 
however. When he left Fireman’s Fund 
he organized the Home Mutual which 
later operated as a stock company under 
the name of Home Fire and Marine and 
was purchased by Fireman’s Fund in 
1892 

Moves Into Own Building 

Allocating 10% of the profits to the 


Some Fireman’s Fund Group Careers 


Summarized career sk 
man’s Fund Group follow: 


Charles R. Page, chairman, board of 
directors, Fireman’s Fund and affiliates, 
joined Fireman’s Fund in its marine de- 





CHARLES R. 


PAGE 


partment in 1902, later taking charge of 


all marine and auto loss work. During 
World War I, he was named by Presi- 
dent Willson Commissioner of United 


States Shipping Board and trustee of 
the Emergency Fleet Corp. He presently 
holds the distinction of having the great- 
est service with 
Fireman’s Fund 
pany. 

In 1921 Mr. Page rejoined Fireman's 
Fund as manager of its Atlantic marine 
department in New York. In 1926 he was 
elected vice president of the fire com- 
panies and in 1937 he became president 
of all the companies, being elevated to 
chairman of the board in 1943, 


years of 
anyone in the com- 


number of 





etches of a number of key executives of Fire- 


James F. Crafts, president of Fireman’s 
Fund Insurance Co. and its affiliates, be- 
gan his insurance career in the broker- 





CRAFTS 


JAMES F. 


age and reinsurance department of 
Queen Insurance Co. In 1922 he was ap- 
pointed special agent in New Jersey, 


later being transferred to western New 
York. He was elected assistant secretary 
of the Queen in 1928. 

Mr. Crafts joined Fireman’s 
assistant manager of the 
partment, Boston, eight years later being 


Fund 
Eastern de- 


advanced to Eastern department man- 
ager. In 1941 he was elected second vice 
president of the company and became 
first vice president in 1943. When elected 
president in 1946 he one of the 
youngest men ever to assume the chief 
position in a major insurance group. 
(Continued on Page 29) 


was 


fire department proved too much of a 
burden to Fireman’s Fund. Its obliga- 
tion to the fire department was finally 
commuted into a cash payment of $5,000 
which satisfied the firemen and they gave 
the company a receipt releasing it from 
this obligation. This elimination strength- 
ened the company as did an increase in 
its capital in 1865 from $200,000 to $500,- 
000. President Parker died in 1866 and 
was succeeded by W. B. Bourn, a large 
stockholder, and he in turn was _ suc- 
ceeded a year later by David J. Staples, 
a newcomer to insurance, who had been 
named vice president of the Fireman’s 
Fund at the time Bourn became presi- 
dent. 

Mr. Staples went to work in a cotton 
mill in Massachusetts when a boy of 11, 
and years later, after many adventures 
enroute, reached California to become a 
gold miner. He tired of the monotony 
of mining and became a cattle dealer, 
a justice of the peace, postmaster and 
a delegate to the Chicago Republican 


convention which nominated Abraham 
Lincoln. He was port warden of San 
Francisco at the time he joined Fire- 


Fund, being elected president in 
1867. In April of that year the company 
moved into its own building at south- 
west corner of California and Sansome 
Streets, a filled-in section which had 
actually been an inlet of San Francisco 
Bay. Incidentally some years later this 
site became the center of San Fran- 
cisco’s financial district, becoming known 
as Fireman’s Fund corner. 


man’s 


Enters Marine Insurance in 1867 

By the middle ’60’s it became apparent 
that San Francisco’s destiny had a con- 
nection with the sea. It had one of the 
world’s largest harbors. Furthermore 
the purchase of Alaska from Russia in 
1867 opened up marine insurance oppor- 
tunities. In April, 1866, the legislature 
authorized marine underwriting by Cali- 
fornia insurance companies, and in the 
following year Fireman’s Fund entered 
that division of insurance. 

One of the moving spirits in the com- 
pany’s founding, Henry Dutton, a promi- 
nent “Forty-Niner,” became vice presi- 
dent under Staples. His son, William J., 
just out of college, went to work for 
the company as a marine clerk. 

The Fireman’s Fund marine depart- 
ment quickly became a success and the 
archives of the company are full of 
underwriting and settlement inci- 
dents which helped build up its prestige. 


loss 


The tragic loss of 32 whaleships in the 
ice of the Arctic left whalers begging 
for insurance as the general insurance 


attitude was to keep away from them. 
After the disaster, a clause was added 
to policies exempting marine underwrit- 
ers from liability “for loss or damage 
occasioned by ice,” which nullified the 
policy’s value to most of the whaling 
ship owners. Fireman’s Fund however, 
agreed to provide coverage with this 
restriction: “Warranted to be south of 
the latitude of St. Paul’s Island on Sep- 
tember 15, and this company shall not 
be responsible for any loss or damage 
occurring north of that latitude and later 
than that date.” 

This was what the whalers wanted 
and they flocked to Fireman’s Fund for 
coverage. The company took moderate 
lines on every vessel applying. Other 
companies suggested the Fireman's Fund 
take more and give them a_ share 
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reinsurance, which suggestion 
The rate was 16%. Later, 
companies adopted the 
Even- 


through 
was adopted. 
some Eastern 


clause at the same premiums. 
tually, as whaling decreased, the restric- 
tion became obsolete. 
Company Has 17,000 Agents 
By 1868 the had appointed 


agents in 


company 
several California cities. 
the Fireman’s Fund 
President 


local 
At the present time 
companies have 17,000 agents. 


Staples established a New York office 
for development of fire business east 
of the Rockies in 1868. The following 


year, a marine office was opened in New 
York. This was a joint operation of 
Fireman’s Fund and two other San 
Fri ANnciSCco companies. The office, known 
as California Insurance Union, employed 
an energetic young man as special agent 


and in a short time the firm had estab- 
lished agencies in every important At- 
lantic and Gulf port from Montreal to 
Galveston, with settling agents in Lon- 
don and Liverpool. The two eastern 
offices made monthly reports to the 
head office. In Chicago a direct repre- 
sentative, Thomas S. Chard, was doing 


a good business under the direction of 
the New York office. 

The company decided to employ a man 
to travel the head office field continu- 
ously in quest of -c ns agents. It chose 
George D. Dornin, who became one of 
the leading insurance kas of his gen- 
eration, and he soon had a large corps 
of agents. 





Another interesting development at 
this time was insuring large quantities 
of grain which were being barged down 


for export by English 
firms in San Francisco, which insurance 
had been placed abroad. The marine 
secretary of Fireman’s Fund rode freight 
boats and made friends with captains, at 
the same time familiarizing -gernagy with 
the bends, bars and snags of the Sacra- 
mento and San Joaquin rivers. This re- 
sulted in appointment of agents in river 
towns and the selling of insurance on 
grain in transit to San Francisco. 

Opened Western Department in 1872 


The Fireman’s 


California rivers 


Fund encountered its 
first great calamity in 1871. The Chicago 
fire, which caused failure of 68 compa- 
nies and forced 81 others to suspend or 
withdraw from business outside their 
own states, wiped out the entire $500,000 
capital of Fireman’s Fund. Staples and 
Dornin went to Chicago to look over the 
situation and advised the company to 


meet all obligations promptly. A stock- 
holders’ assessment followed and every 
loss was fully paid. The following year 
the company was able to advertise this 
fact and also that its assets were 
$856,787 


A eee department was opened in 





1872 with Thomas S. Chard as manager. 
Then, 1 months after the Chicago con- 
flag tion, came another blow—the Bos- 
ton fire. Fireman’s Fund was involved 


for nearly $200,000. Again Dornin went 
East. All losses were paid in full. A 
stockholders’ meeting on January 28, 
1873, approved the management’s plan 
to reduce the capital stock from $500,- 
000 to $300,000, divided into 3,000 shares 
of $100 each, while the board was re- 
duced from 50 to 11 members. 

In 1873 the company entered Honolulu 
and Bishop & Co. were appointed repre- 
sentatives for Hawaii. 

The next large fire was that of Vir- 
ginia City, Nevada, with losses of $163,- 
984 paid by the company. 

During the Staples regime the Fire- 
man’s Fund became the first company 
in the world to insure growing grain. In 
its first stages for this new form of 
insurance special policies and_ grain 
tables were used. 


Increases of Capital 


Henry Dutton died in 1879 and his 
son William became secretary in 1881. 
In the meantime the company’s business 
warranted an increase in 1880 of capital 
stock to $750,000. 

The growth of volume of 

Rockies made it 
this territory once 


premium 
the 
to decide 


business east of 
necessary 








more as Chard’s department became too 
broad and varied for one man to handle. 
So a new Eastern department with head- 
quarters in Boston to cover New Eng- 
land, middle Atlantic states, District of 
Columbia and eastern Canada was es- 
tablished under Colonel Charles W. Kel- 
logg who had been manager of Shoe and 
Leather Insurance Co., in Boston. 

In 1886 the stock was increased to 
$1,000,000. In December of that year 
Bernard Faymonville was brought into 
headquarters as assistant secretary. He 
had been special agent and adjuster for 
the company for four years. 


Absorbs Number of Companies 


In 1890 the Fireman’s Fund began a 
program of expi insion. When it rein- 
sured the marine business of the Anglo- 


Nevada Assurance Corp. in that year it 
brought into the organization J. B. Levi- 
son, who was made secretary of Anglo- 


Nevada and who was appointed marine 
secretary of the Fireman’s Fund. Late 
in 1891 the — business of Union In- 
surance Co. of San Francisco was taken 
over. Then in succession came a num- 
ber of absorptions: in 1892 the Home 
Mutual was bought; two years later the 
Oakland Home was absorbed; in 1895 it 
took into its fold the Northwest Fire 
& Marine of Portland, and in the fol- 
lowing July the Sun Insurance Co. of 
San Francisco. In quick succession these 
companies were purchased: State In- 
surance Co. of Salem, Ore.; Macon Fire 
of Macon, Ga.; State Investment & In- 
surance Co. of San Francisco; Alabama 
Mutual, and the Coast Business of Tokio 
Marine. One of the largest deals was 
absorbing the American business of 
Thuringia of Germany. After the Balti- 
more conflagration in 1904 the Fireman’s 
Fund bought Firemen’s of Baltimore. 

From 1890 to 1906 Fireman’s Fund 
took over the business of every Pacific 
Coast insurance company that retired 
during thz “ period. After its recovery 
from the San Francisco earthquake and 
fire the Fireman ’s Fund absorbed Wash- 
ington Fire Insurance Co., Seattle; Jef- 
ferson of Philadelphia; the Hawkeye- 
Des Moines of Iowa and, in 1915, the At- 
lanta Home. 


Levison Established Atlantic Marine 
Department in 1895 


The California Insurance Union hav- 
ing been terminated after the Chicago 
fire it was decided during the period of 
“benevolent assimilation” to plant a ma- 
rine department in New York, and in 
1895 Secretary Levison established the 
Atlantic Marine Department. 

In 1904 Levison went to Europe with 
the intention of strengthening the com- 
pany’s marine business through foreign 
connections. He effected a transaction 
whereby Fireman’s Fund gave up its ex- 
clusive representation in the Atlantic 
marine field and joined with Union Ma- 
rine of Liverpool and Mannheim Insur- 
ance Co. of Mannheim, Germany. Head- 





quarters were established in New York. 
Fireman’s Fund was the first Ameri- 
can insurance company to entrench it- 
self in China and one of the first to 
enter the Philippines. A visit to Orient 
by Vice President Faymonville had re- 
sulted in establishment of fire agencies 
in Manila, Hong Kong and Shanghai. 
In 1895 the company, which had with- 
drawn from the Southern states after 
the Chicago fire, established the South- 
ern department in Macon with Edgar 
S. Wilson, former secretary of Macon 
Fire, as manager, and in 1914 the depart- 
ment was transplanted to Atlanta. 
William J. Dutton became president 
in January, 1900. After 30 years with 
the company, Manager Chard of Chi- 
cago, retired and he was succeeded by 
Marshall & McElhone as Western 
managers. By this time the company’s 


assets had grown to nearly $4,000,000 


Started Writing Automobile Insurance 


in 1905 


At the suggestion of Marine Secre- 
tary Levison the Fireman’s Fund began 
to write automobile insurance as early 
as 1905 in the Marine department. Presi- 


dent Dutton replied to Levison’s first 
suggestion about possibilities of this 
new field: “Levison, if you haven't 


troubles enough now, try writing a new 


line of insurance.” Car owners were in- 
sured at first against fire and Collision 
only, the risk taking the rate of the 


building where the car was stored. The 
first motor policy written bv Fireman’s 
Fund was dated March 1, 1906. It cov- 
ered a Pierce-Arrow against the hazards 
of fire, theft and collision, the latter 
hazard being subject to a $25 deductible. 
Amount insured was $5,000; premium, 
$450. Thus, the Fireman’s Fund was 
the first company to enter automobile 
insurance on a nationwide scale. 


San Francisco Fire Found Co. With More 
Than $11 Million Obligations 


came the greatest catas- 
trophe of all—the San Francisco fire 
and earthquake of 1906 which devas- 
tated a region of 3,000 acres represent- 
ing a property loss of at least $400,000,- 
000. As the leading fire insurance com- 
pany on the Pacific Coast it was obvious 
that the Fireman’s losses would he ter- 
rific. On the evening of April 21, 1906, 
three days after the earthquake, it was 
found the company owed between $11,- 
000,000 and $12,000,000 as a result of 
this conflagration. Its head office and 
all records were destroyed, many of its 
shareholders were ruined, a number of 
local enterprises in which its funds were 
invested were hopelessly involved, mort- 
gagors were unable to meet either prin- 
cipal or interest. : 

Dutton and Levison, joined by loyal, 
courageous insurance men, tackled the 
heartbreaking chore of paying claims. 
Hundreds of policyholders swarmed 
around the emergency office which was 
opened in Oakland. When all claims 


And now 
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were in, they amounted to $11 million 
—and the company’s capital was but $3.2 
million. 

Dutton and Levison devised a plan 
that would not only save the company 
but which would also pay every claim, 
and this plan is one of the miracles of 
the insurance industry. The plan called 
for payment of every claim—56% in cash 
and the balance in stock at the rate of 
one share for every $500 in claims. This 
monumental feat was accomplished, Fire- 
man’s Fund was saved, and in future 
years the stock offered as partial claims 
payment increased in value—many times 
the amount of the original claim. 

The relaunching of the old Fireman’s 
Fund was successfully completed on 
April 1, 1907. California’s Insurance 
Commissioner appointed S. H. Wolfe, fa- 
mous New York actuary, to examine the 
company as of June 30, 1907. He re- 
ported that the rehabilitated company 
had total assets of $5,345,000; a cash 
capital of $1,600,000 and surplus over 
all liabilities of $579,000. 

Quick Recovery 

The recovery of San Francisco from 
the shock and the property losses of 
the 1906 conflagration was quick and so 
was that of the Fireman’s Fund. By 
January, 1908—less than two years after 
the company’s rehabilitation, the Fire- 
man’s Fund was able to resume regular 
dividends and by 1913, at which time it 
celebrated its 50th birthday, the com- 
pany’s half century record was that of 
paying more than $50,000,000 in losses 
and more than $1,000,000 in dividends. 
As for San Francisco itself, in February, 
1915, less than nine years after the dis- 
aster, it was able to hold its Panama- 
Pacific International Exposition, which 
was a huge success, commemorating not 
only the city’s recovery from its terrible 
disaster but also the opening of a new 
world waterway—the Panama Canal. 

In October, 1914, the cornerstone was 
laid for the company’s head office to re- 
place the temporary structure on the 
site of the building burned in 1906, the 
staff moving into the new structure in 
June, 1915. It is at corner of California 
and Sansome Streets which has been 
Fireman’s Fund headquarters since 1867. 

3y 1925 expanding business made neces- 
sary the construction of a second build- 
ing. This is a ten-story structure on the 
adjoining Sansome Street site. 

President Dutton retired in January, 
1914, after being with the company three 
years less than half a century. He was 
succeeded by Bernard F aymonville who 
had been with the company 32 years. 
After holding the position three years 
he retired in April, 1917, because of ill 
health. He was succeeded by J. B. Levi- 
son. 

Scope of Organization Broadened 

Mr. Levison, who had demonstrated 
splendid executive and org anizé itional abil- 
ities in aiding the company’s rehabilita- 
tion, had come to San Francisco as a 
boy from Virginia City, Nevada; had be- 
come marine secretary of Anglo-Nevada 
Assurance Corp. ; then was made marine 
secretary of Fireman’s Fund, later being 
advanced to serve both as first and second 
vice president. It was during his admin- 
istration that the Home Fire & Marine, 
which was organized in 1864, and from 
1902 to 1906 was a running mate of 
Fireman’s Fund, was received and other 
affiliates of Fireman’s Fund were organ- 
ized and started operations. Mr. Levi- 
son, who died in 1947, was elected chair- 
man in 1937, His successor as president 
was Charles R. Page, who is now chair- 
man of the board. Mr. Page in turn 
ra is succeeded as president by Charles 

. Hannah, who had joined the company 
in 1922 as assistant manager of the East- 
ern department, later becoming that de- 
partment’s manager. He was advanced 
in 1937 to second vice president. In 
1938 he moved to San Francisco and 
was elected first vice president and then 
president in 1943. After he died in Jone 
ary, 1946, he was succeeded by James ! 

( “rafts, present incumbent. 

Principal facts in the lives of Messrs. 
Crafts, Page and other executives in 
the organization are printed elsewhere 
in this issue of The Eastern Under- 
writer. 
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se THAT AGENT OF 1853 CAN HELP YOU SELL INSURANCE 


ee 

i Most people naturally respect THE ADVERTISEMENT ABOVE 
il age and stability in a company and OL Aree ae 
is The Home is putting its century of service 

fe and experience solidly behind you, What 

il- ' counts is not that we are 100 years old— 

¥ but that you can offer your customers 

da the benefits of that century of insurance. 

ng That’s why Home advertising is written 

al . from your standpoint. It’s your ad! 

of 


| * THE HOME* 


Home Office: 59 Maiden Lane, New York 8, N. Y. 








in FIRE * AUTOMOBILE - MARINE 
a THE HOME INDEMNITY COMPANY More than 19 million readers 
nie Casualty Insurance + Fidelity and Surety Bonds will see your ad in February! 
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Royal Exchange Group 
Changes in New Jersey 


HAROLD B. HAYWARD RETIRING 





State Agent Many Years; Patchett 
To Be Branch Manager for Group; 
Manchester Named State Agent 





Henry C. Pitot, United States mana- 
ger of the Royal Exchange Group, an- 
nounces formal retirement on March 31 
of Harold B. Hayward, New Jersey 
state agent for the Royal E xchange and 


Provident Fire. ; 
ot 


Mr. Hayward completes 35 years 
service with the fire companies of the 
group. He started his insurance career 


46 years ago with Crum & Forster. In 
1918 he went with the Royal Exchange 
where he started as an examiner. In 
1920 he was made special agent for New 
Jersey, and in 1925 was made state agent. 

During his many years in the New 
Jersey field, Mr. Hayward was deputy 
state president of the National League 
Clubs, president of the 


of Masonic 
Belleville Craftsman’s Club and _ secre- 
tary of the Insurance Square Club. He 
also was a member of the New Jersey 
Fieldmen’s Association and the Down 
Town Club. 
Patchett and Manchester 

Upon Mr. Hayward’s retirement, Nel- 

son Patchett, New Jersey branch man- 


ager of the Car & General, will become 
New Jersey branch manager of all three 
companies of the Royal Exchange Group 


comprising the Roy: al Exchange Assur- 
ance, Provident Fire Insurance Co. and 
the Car & General. 

Assisting Mr. Patchett will be James 
G. Manchester, III, who will become 
New Jersey state agent. Heretofore, Mr. 
Manchester assisted Mr. Hayward as 
special agent. 

30th Mr. Patchett and Mr. M: — 


ter have had substantial background and 
experience in the insurance business. 
Mr. Patchett has been with the Royal 
Exchange Group for 14 years. Until 1945 
he was assistant branch manager of Car 


had 


& General’s Boston office. He has 
28 years’ insurance experience. Mr. 
Manchester went with the New Jersey 


branch over a year ago, prior to which 
he has had considerable agency as well 
as company experience. 


Lewis A. Vincent Talk 


(Continued from Page 1) 


table payment of losses so that stricken 
communities can get insurance funds to 


rebuild as quickly as possible, and ob- 
served that in principle it was com- 
parable to catastrophe and emergency 
plans of the fire services that are in- 
tended to get as much help as possible 
from nearby communities to confine the 


spread of a conflagration when the fire 
department in the stricken community 
needs such help. 

“Such ‘pre-planning’ going to be 
with us from now on because on all 
levels—national, state and local—we have 


is 


WESTCHESTER FIRE GAINS 
Assets at $58,394,000 Show Gain of 
$3,096,000; Surplus and Premiums 
in 1952 Also Higher 


The 116th annual statement of the 
Westchester Fire of New York, a 
Crum & Forster managed company, 
shows assets at convention values of 
$58,394,093, an increase of $3,096,449. Re- 
serves for unearned premiums, losses, 
taxes, increased $634,562. After increas- 


ing the contingency reserve $101,338 to 
$648,017, which represents the difference 


between values carried in assets and 
values based on December 31, 1952, 
market quotations, the net surplus is 


$25,477,344, an increase of $2,360,549. 
Cash and United States government 
bonds approximate 44% of total assets. 
With unearned premiums of $20,637,842 
in reserve and liquid, the policyholders 
have the additional protection of $27,- 
477,344 of capital and surplus. 
P remium income for 1952 of $20,473,179 
an increase of $104,809, after defer- 
ring $1,341,730 of instalment premiums. 
Losses and loss adjustment expenses 


1S 


incurred to earned premiums show a 
ratio of 52.05% expenses and _ taxes 
(excluding Federal income taxes) ins 


curred to written premiums develop a 


ratio of 39.9%. The trade profit is $1,- 
733,136 and after increasing unearned 
premiums $165,410 the underwriting 


profit is $1 507, 720. 


LAWRENCE D. BATES DIES 

_Lawrence D. Bates 65, of Albany, 

Y., branch manager for 25 years of 
the Loyalty Group, died February 16 in 
Albany Hospital. Born in Waterville. 
N. Y., Mr. Bates lived in Albany 45 
vears. He is survived by his wife, Susan 
Harringer Bates; two sons, Lawrence 
D. Bates, Jr., Albany, and Walter Bates, 
Glens Falls, and a daughter, Mrs. Al- 
bert D. Murphy, Albany. 





through bitter experience the it 
‘Be Prepared,’” he 


learned 

the best policy is to 

told the instructors. 
The Challenges Ahead 

Besides the threat of conflagration 

from atomic attack and from the manu- 


facture, processing and storage of dan- 
gerous and flammable materials, Mr. 
Vincent pointed out other grave fire 


hazards. Among them were: 

New building construction of unusual 
size or design, such as in supermarkets 
with their excessive areas, combustible 
contents, absence of fire-break walls. 

New methods of handling materials 
going into strategic stockpiles, many of 
them subject to damage by fire. 

New chemicals, new materials, 
new methods of everyday living. 

“We have fire causes today that we 
never heard of 25 years ago,” Mr. Vin- 
cent explained, “and the fire service 
in the future, as in the past, will have to 
be on the alert for the new hazards that 
inevitably accompany the changes we 
are facing today. 

In conclusion Mr. 
the public demands more _ protection, 
more and more service. “We will go 
forward together,” he told the fire de- 
partment instructors. 


and 


Vincent said that 
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EXCELSIOR REPORTS GAINS 


Net Assets, Policyholders’ Surplus, 
Agency and Net Premiums Higher; 
Loss and Expense Ratio 95% 

In reporting to stockholders of the Ex- 
celsior Insurance Company of New York 
in their annual meeting in Syracuse 
Forrest H. Witmeyer, president, an- 
nounced that 1952 was the best year the 
company has had since it was founded 34 
years ago.” 

Among high-lights of the company’s 
experience last year was an increase in 
net assets of $382,218, or 18.6%, to a new 
high of $2,439,177; a gain in policyhold- 
ers’ surplus. of $194,327, or 18%, to $1,- 
260,099; an increase in gross agency pre- 
miums of $344,366, or 23%, to a new high 





of $1,832,621; a gain in net premiums 
written of $240,548, or 29.5%, to $1,055,- 
149; while unearned premium reserve 


increased $208,025, 
222. 

Losses incurred, including loss expense, 
amounted to 52.1% of premiums earned, 
while expenses incurred to net premiums 
written, show a ratio of 43. 2%—produc- 
ing a combined ratio of 95.3%. This 
compares with 96.5% in 1951, and 98.1% 
in 1950. expenses incurred were 
41.1% of premiums written, a 
decrease of 1.5% during the year. 

At the end of 1952 the company had 
43.9% of its assets in cash and United 
States government bonds; 13.3% in other 
high-grade bonds; 15.3% in preferred 
stocks: 124% in comon stocks. 

Despite a statutory underwriting loss 


or 24.6%, to $1,055,- 


Gross 


erToss 





National Union Change in 
Southern New Jersey Field 


Lewis S. Richardson has been ap- 
pointed special agent in charge of field 
operations in southern New Jersey for 
the National Union Insurance Compa- 
nies. His headquarters will be 1025 Pub- 
lic Ledger Building, Philadelphia, which 
office is under the supervision of Resi- 
dent Secretary T. J. Beagan. 

This southern New Jersey field was 
formerly handled by the companies’ East 
Orange office under the supervision of 
Manager W. W. Wallin. 


VVVVVVVVVVVVVVVVVVVY 


Wanted 


SPECIAL AGENTS 
NEW JERSEY - NEW YORK 


A fire-marine group with an 
excellent reputation and | estab- 
lished plant offers splendid op- 
portunity for two forward look- 
ing men with some field ¢xperi- 
ence. Write giving qualifications 
and background. Replies held 
strictly confidential. Our own 
field staff know of this adver- 
tisement. 

If interested, address Box 
2156, The Eastern Underwriter, 
93 Nassau Street, New York 38, 
N. Y. 
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of $53,333 for the year, due to the very 
substantial increase in volume of pre- 
miums written, there was a commercial 
gain of $29,877 during the year, Liquid- 
ating value of the company’s stock as of 
December 31 was $14.04 per share, 

Mr. Witmeyer reported during 
past year 99 new agencies. 


the 





Hanover Fire Report 
(Continued from Page 22) 

compared with $2,197,143 the preceding 
year. The ratio of losses and loss ex- 
penses incurred to premiums earned was 


51.35%, down from 54.06% in 1951. The 
ratio of expenses incurred to premiums 
earned was 44.25%, down from 45.45% 
the year before. 

A two-year comparison of the princi- 
pal statement items shows: 

1952 1951 

NS | a ee $54,653,374 $49,584,815 
Unearned pre- 

mium reserve... 23,134,788 21,923,011 
GaOtal< case ceo 4,000,000 4,000,000 
UEP HIS) sions 13,859,554 11,440,779 








- ae E 


‘i 


¢ ee 
SS! 


ZB 
= Til 


» Geir SOB 24 MF PROTECTS 


“, w CR 
z, CONQUERORS OF DISEASE — Like Dr. Walter S ZB 
Reed, who spent years in the Jungle to conquer < /f 2 
yellow fever, the World owes a debt of gratitude to = = 
the Men of Science who devote their lives to the ze = 

study and cure of diseases of men and animals. ZB <j 

%: S 


The Northern Assurance has provided reliable 
Insurance Protection for over 114 years. 
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SERVICE AND GOOD WILL 


ARE THE FIRM FOUNDATIONS UPON WHICH WE WILL 


CONTINUE TO BUILD OUR FUTURE 





The American Insurance Group 


Financial 


ADMITTED ASSETS 


United States Government Bonds 
+Other Bonds and Stocks 

7Stock of Insurance Company Affiliate 
Real Estate (Company Occupied) 
First Mortgages (Insured by F.H.A.) 
First Mortgages (Other) 

Cash in Banks and On Hand 


Statements, December 31, 


Agents’ Balances and Premiums in Course of Collection 


(Not over three months due) 
Other Admitted Assets 


TOTAL ADMITTED ASSETS 


LIABILITIES 


Reserve for Unearned Premiums 
Reserve for Losses and Claims 
Reserve for Taxes ; 
Reserve for All Other Liabilities 
Capital ; 
Surplus... Loans ieesd 


DOT AMS oc sctscaits 


SURPLUS AS REGARDS POLICYHOLDERS 


1952 


American 


ae $ 39,225,136.90 


74,840,646.50 
8,363,365.87 
3,144,447.60 
23,638.20 
250,244.23 
11,618,053.94 


10,124,274.94 
4,297,670.12 


$151,887,478.30 (a) 


$ 65,127,470.49 
28,173,748.00 
3,192,500.00 
2,850,081.69 
5,000,000.00 
47,543,678.12 


$151,887,478.30 


$ 52,543,678.12 


{Valuations on basis approved by National Association of Insurance Commissioners. 


Bankers 


$ 3.527,004.04 
5.312,287.00 

0. 

0. 
15,304.22 
15,383.48 


154,092.85 


0. 
667,486.87 


$ 9,991,558.46 (b) 


$ 0. 

0. 
520,000.00 
1,107,878.95 
1,000,000.00 
7,363,679.51 


$ 9,991,558.46 


$ 8,363,679.51 


(a) Securities carried at $2,963,028.11 in the above statement are deposited as required by law. 
(b) Securities carried at $ 457,837.14 in the above statement are deposited as required by law. 


NOTE: On the basis of December 31, 1952 actual market quotations for bonds and stocks owned, the total admitted 
assets of The American would be $149,219,862.69 and the surplus $44,876,062.51; for the Bankers the total admitted 
assets would be $9,862,679.42 and the surplus $7,234,800.47. 





The American Insurance Co. 


FIRE * 


Newark, New Jersey 


CASUALTY 


Bankers Indemnity Insurance Co. 


w MARINE 


15 WASHINGTON STREET, NEWARK, NEW JERSEY 
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Allen Asks Business 
Men to Aid Economy 


STOP ASKING GOVT. FOR HELP 
Aetna Group President Declares People 
Must Back Program With “Rigid 
and Complete Self-Restraint” 
Clinton L. Allen, president of the 
Aetna Insurance Group, and a director 
of the Chamber of Commerce of the 
United States, said in a statement in 
Hartford that the Eisenhower adminis- 
tration’s effort to cut non-essential gov- 
ernment hiring and spending is impor- 
tant to the citizen’s pocketbook, his free 
dom, security and future job opportuni- 
ties. 
Business men, through their chambers 
of commerce and other organizations, 
must set an example by refraining from 
asking Washington for Federal help in 
the months ahead, his statement con- 

tinued. 

It referred to the five-point economy 
program laid down by the Budget Bu- 
reau, and estimated that the program 
could reduce fiscal 1953 spending to 
about $71 billion, for a saving of $3.6 bil- 
lion under the estimate sent to Congress 
by Mr beer last month. This would 
mean a saving of $80 per family in the 
United States. 


Personal Freedom Involved 


“Winle every family naturally would 
like to have its tax bill cut $80, the 
opportunity to reduce the cost of gov- 
ernment has much more than dollar and 
cents value to all Americans,” the Cham- 
ber director’s statement pointed out. 

“Personal freedom is involved—free- 
dom to spend the $80 on a new washing 
machine, or for new clothes for the 
family. If the money is spent for gov- 
ernment, the individual’s freedom to 
spend it for his personal use is lost. 

“Future jobs, personal security and 
carly ed also must be taken into ac- 
count. Money drained out of our econ- 
omy for taxes to support government is 
not available for expanding the business 
system, and the system must constantly 
expand if it is to provide the 700,000 
new jobs required each year by our 
growing population, mostly by young 
people leaving the schools.” 

If American people fail to support the 
Budget Bureau program by exercising 
“rigid and complete self-restraint,” a 
golden opportunity will be lost, accord- 
ing to the statement. 

“In order to clear up some of the mis- 
understandings resulting from the Bud- 
get Bureau’s recent order regarding gov- 
ernment hiring, construction and spend- 
ing in the months ahead, there needs 
be a precise understanding of what it 
means to the Americ an people and to 
the business community,” Mr. Allen said 
“It is also necessary to explain what we, 
as business men, can do to help the gov- 
ernment bring its budget back into bal- 
ance. 

“In one phase of his order, Budget 
Director Joseph M. Dodge has ordered 
each department and agency head in 
Washington to survey spending in three 
fields—personnel, construction and spend- 
ing under programs which have been 
established by law. This means that no 
person will be added to the Federal pay- 
roll unless a real need for that person’s 
services exists. It does not mean that 
there is a hiring freeze in the Federal 
government, nor that there will be mass 
dismissals. 


Restraint by Local Communities 


“The order means, too, that many con- 
struction projects, which might seem im- 
portant to a few people but inadvisable 
in the national interest, must be dropped 
This is one of the most important areas 
in which chambers of commerce and 
civic organizations can exercise rigid 
and complete self-restraint in refusing 
to ask for special consideration. 

“And finally, the order means that 





waste and inefficiency will be removed 
from existing government programs 
which must be operated because Con- 
gress ordered them. 

“In the second phase of this order, 
Mr. Dodge has directed that obligations 
for new spending by each Federal 
agency and department be held down 
to the January level unless increases can 
be completely justified or proven to be 
necessary because of requirements fixed 
by law. 

“It is interesting to note that the $71 
billion figure is the very same one pro- 
posed for fiscal 1953 spending by the 


Chamber of Commerce of the United 
States one year ago when the previous 
administration was asking Congress for 
an $85 billion spending program. 


Sees $10 Billion Cut in Budget 


“Finally, Mr. Dodge has given each 
agency and department until March 2 to 
submit a new budget estimate for the 
fiscal year beginning next July. As you 
know, President Truman asked Congress 
to approve a spending program of $78.6 
billion. The Chamber of Commerce of 
the United States believes this should be 
trimmed to $68 billion. 





“The days between now and March 2 
are important. And now is when the 
citizen, and particularly business men, 
working individually and through their 
chambers of commerce, can make a 
great contribution to keep America eco- 
nomically sound. 

“The least we can do is refrain from 
asking for government help. The most 
we can do is tell Washington that we 
do not want—and in fact will reject— 
any offers of unnecessary government 
spending in our area. This may require 
that we pass up some of the Federal 

(Continued on Page 35) 




















































































































































PORTRAIT OF PROGRESS 


In 1882, the year Chubb & Son was founded, American railroads were a far 
cry from today’s luxurious land liners. In meeting the specific insurance 
requirements of industry in this country, Chubb & Son has broadened its 
experience and obtained an intimate knowledge of insurance problems which 
has enabled it to originate and develop many of the forms which are today 
standards of protection. We are proud of our record of “Serving the Leaders” 
of American Industry and Commerce. 


FEDERAL INSURANCE COMPANY 
UNITED STATES GUARANTEE COMPANY 








MANAGERS 


90 John Street, 


VIGILANT INSURANCE COMPANY - 


CO., LTD. - THE LONDON ASSURANCE (Marine Dept.) - ALLIANCE ASSURANCE COMPANY, LTD. 





New York 38, N. Y. 


MARINE INSURANCE CO., LTD. 
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Fireman's Fund Career Summaries 


(Continued from Page 23) 


Long a prominent figure in insurance 
industry circles, he is a trustee of Ameri- 
can Foreign Insurance Association; 
member of executive and law committees 
and chairman of Pacific Coast Commit- 
tee of National Board of Fire Under- 
writers. He was a General Adjustment 
Bureau director and is presently a mem- 
ber of the Insurance Library Association 
of Boston. He has been made chairman 
ot the all-industry committee which will 
assist in the annual convention of the 
National Association of Insurance Com- 
missioners for its annual convention in 
San Francisco June 8-12. 

Outside of the insurance field Mr. 
Crafts is one of San Francisco’s principal 
citizens in civic, educational and welfare 
circles and in general business. Some 
posts he holds are these: director, Pacific 
Gas & Electric Co. and of Stanford Re- 
search Institute; trustee, Mills College; 
member of advisory council, University 
of California School of Business Admin- 
derations advisory committeeman, San 
Francisco E “employers Council; director, 
San Francisco Federated F und; member 
of Newcomen Society. 


Kee Coleman 


ELLIS 


RAYMOND L. 


Raymond L. Ellis, vice president of the 
companies in the Fireman’s Fund _ or- 
ganization, joined Fireman’s Fund in 
1936 as assistant secretary after being 
« partner in the general agency of Rolph, 
Landis & Ellis. In 1937 he became as- 
sistant vice president and in 1939 man- 
ager of Southern California department 
of Fireman’s Fund. 

Returning to head office in San Fran- 
cisco in 1940 he was appointed vice presi- 
dent of the fire companies in 1942. In 
1847 he became vice president of the 
indemnity company. He — supervises 
countrywide casualty, automobile and 
surety operations. 


Leslie J. Haefner 


Leslie J. Haefner, vice president of 
Fireman’s Fund and its affiliates, has 
been with Fireman’s Fund since 1906 
when he went to work in San Francisco 
head office. He became assistant marine 
Secretary in 1929 and in 1940 was ap- 
pointed marine secretary. During World 
War II, in 1942, he was granted tem- 
porary leave of absence to serve in 
Ww ashington with War Shipping Admin- 
istration and resigned from WSA to be- 
come director of Wartime insurance. 
He rejoined Fireman’s Fund as marine 
secretary in 1945 in which year he was 
later elected vice president of fire and 
Marine companies and named manager 
of Atalntic Marine department, New 
York ( ‘ity. In — he was transferred to 
head office in San Francisco and named 








vice president of the indemnity com- 
pany. He = supervises countrywide and 
worldwide marine operations. 

Fred H. Merrill 


Fred H. Merrill, vice president of 


Fireman’s Fund and its affiliates, is a 
graduate, class of 1928, of Stanford Uni- 


Kee Coleman 


LESLIE J. HAEFNER 


versity with degree in economics and 
corporation finance. His first position in 
business world was with investment 
analysis department of Wells Fargo 
Bank. For a decade he was with Dean 
Witter & Co. in an analytical capacity 
and became manager of its investment 
department. In 1941 he was elected as- 
sistant vice president. Hawaiian Trust 
Co., in charge of trust investments. 

Mr. Merrill joined Fireman’s Fund as 
financial secretary in 1944 and in 1947 





Kee Coleman 
FRED H. MERRILL 


was moved up to his present post. He 
supervises countrywide internal opera- 
tions, including the investment depart- 
ment. 

Fred H. Morasch 


Fred H. Morasch, vice president of 
Fireman’s Fund Insurance Co. and its 
affiliates, joined the organization in 1935 
after spending 16 years as special agent 
for the Royal- Liverpool. He was made 
general agent in 1939 having charge of 
Bretaes department, Boston, production 
activities and in the following year was 
tromoted to assistant manager of Bos- 
ten operations, being advanced to man- 








Tra:s-American Photo Service 


FRED H. MORASCH 


ager of the Eastern department in 1944. 

I, 1946 Mr. Morasch was elected vice 
president of the fire companies of the 
organization and in 1949 was transferred 
to the San Francisco head office. In 
1950 ie was elected vice president of the 
indemnity company. He supervises coun- 
trywide fire and reinsurance operations. 


John H. Dillard 
John H. Dillard, vice president of all 
the companies in the organization, was 
with Southern Auto Underwriters Con- 





Affiliated Phot 
JOHN H. DILLARD 


ference for five years before joining 
Fireman’s Fund in Atlanta in 1926 as 
automobile superintendent. In 1944 he 
was named co-manager of the Southern 
department being advanced to sole man- 
ager in 1948. In the following year he 
was named vice president of the fire 
companies and last year he was trans- 
ferred to New York where he took over 
administrative and executive duties for 
both Eastern and Southern departments. 


Edward D. Lawson 


Edward D. Lawson, vice president and 
manager of the Western department, 
began his insurance career in 1913. He 
joined Fireman’s Fund as manager of 
the Chicago office marine branch in 1930. 
He became Western department man- 
ager in 1938, vice president of the fire 
companies in 1942 and vice president of 
indemnity company in 1949 at which time 
he was given charge of combined opera- 
tions of the group in Western depart 
ment territory. 


Louis W. Niggeman 
Vice president Louis W. Niggeman, for 


Chase News Phot 
E. D. LAWSON 


past three years manager of Atlantic 
marine department in New York, on 
May 1, 1953, will be transferred to the 
home office in San Francisco to assume 
executive supervision of Fireman’s Fund 
Group’s Pacific, Southern California and 
Pacific Northwest departments. 

Mr. Niggeman started his insurance 
career in 1935. Before joining Fireman’s 
Fund in 1946 as assistant manager of the 
Atlantic Marine department, he was with 
the well-known New York brokerage 
firms of Despard & Co. and Frank B. 
Hall & Co. and with the insurance divi- 
sion of War Shipping Administration 
During his government service, which 
started in 1942, he served successfully 
as chief underwriter, assistant director 
and director of wartime insurance. He 
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LOUIS W. NIGGEMAN 


was appointed manager of Atlantic Ma- 
rine department, January 1, 1950. and 
was elected a vice president of Fire- 
man’s Fund in 1951. 


Arthur T. Fleischhauer 


Arthur T. Fleischhauer, vice president 
of Fireman’s Fund Insurance Co. and 
Home Fire and Marine, joined F a in’s 
Fund as assistant manager, agency brok- 
erage department, in 1939 in New York. 
In 1941 he was appointed special agent in 
Connecticut-western Massachusetts ter- 
ritories and in 1944 returned to New 
York where he was made manager of 
the New York metropolitan division and 
countrywide brokerage department. In 
1947 he was appointed assistant manager 


(Continued on Page 30) 
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Jay Storm 


ARTHUR FLEISCHHAUER 


of the Eastern department in Boston, 
becoming manager in 1949, In 1951 he 
was elevated to vice president of the 
fire companies. 
Henry E. Knoblock 

Henry E. Knoblock, vice president of 
Fireman’s Fund Indemnity, joined Fire- 
man’s Fund in 1930 when indemnity op- 


started and was advanced 
to assistant president in 1942. He 
was named associate manager of New 
York indemnity operations in 1946 and 


erations were 
vice 





Kee Coleman 


HENRY E. KNOBLOCK 
last year was made vice president of 
the indemnity company and manager of 
Eastern indemnity operations. 


Specials for Ohio Farmers 


Jack Brainard has been appointed 
special agent for Ohio Farmers Com- 
panies in Illinois. He was a member of 


the home office underwriting department 


for some time before receiving his 
Illinois assignment. He will assist State 
Agent Roy Hines and travel from the 
field office at Peoria. 

Tom Harris is being assigned to the 


Michigan field as special agent to as- 


sist Ohio Farmers State Agent Thad 
Troy. He will travel from the Grand 
Rapids field office. Mr. Harris has been 


a member of the home office underwrit- 


ing department and has had considerable 
experience in the casualty field. 








Fireman's Fund Career Summaries 


29) 


Edward V. Mills, vice president, Fire- 
man’s Fund and affiliates, started his 
insurance career in the East in 1911 and 
filled executive positions in New York 
and Philadelphia until 1930 when he 
joined Fireman’s Fund as secretary of 
the indemnity company. In 1931 he was 
elected secretary and treasurer of all the 



















Service 


Trans-American Photo 


EDWARD V. MILLS 


companies, being advanced to controller 
in 1938, to controller-treasurer in 1944; 
to vice president and controller in 1947. 


In 1948 he became director of the in- 
demnity company, of Home Fire and 
Marine and of Western National. Last 


year he relinquished controllership re- 
sponsibilities and will continue in an 
advisory capacity until February, 1954, 
when he will retire from active service 
under the company’s retirement program. 


RICHARD F. 


THARP 


Richard F. Tharp 


Richard F. 
of Fireman’s Fund Insurance Co., 
affiliates last December. 

He joined Fireman’s Fund in San Fran- 
cisco in March, 1950, as general auditor. 
He was formerly associated with John 
F. Forbes & Company, certified public 
accountants. He received his Bachelor of 
Science degree from the School of Busi- 


Tharp was named controller 
and its 


ness, University of California, in 1938. 
Mr. Tharp has been a certified public 
accountant, state of California, since 


1946. He is a member of American Insti- 
tute of Accountants and the California 

























Kee Coleman 


WOODWARD MELONE 


State Society of Certified Public Ac- 
countants. During World War dl, Mr. 
Tharp served in the Pacific Theater of 
Operations as an Air-Ground Liaison 
officer and was discharged with rank of 


Lt. Colonel. 
Woodward Melone 


Woodward Melone, as of February 1, 
1953, became manager of the Atlantic 
Marine department in New York. He 
joined Fireman’s Fund in 1935. Entering 
the armed forces in 1940, for six years 
he saw active service with the Army, 
serving in the Pacific and European 
theatres of war, being discharged with 
the rank of Lieutenant Colonel in Janu- 
ary, 1946. He was elected assistant ma- 
rine secretary in 1948 and, upon the re- 
tirement of George Jordan in 1950, was 
elected marine secretary with super- 
vision over Pacific Coast marine opera- 
tions. He relinquished his title of marine 
secretary when he was appointed man- 
ager of the Atlantic marine department. 


Thomas E. Sims, Jr. 


Thomas E. Sims, Jr., manager, Atlanta 
office, started with Fireman’s Fund in 
automobile department in 1927, then be- 
came marine underwriter following 
which he was a special agent for nine 


THOMAS E. 


SIMS, JR. 


years. In 1945 he was appointed agency 
superintendent and in 1948 became as- 
sistant manager. Last year he was ad- 
vanced to manager of Southern depart- 
ment operations and elected an assistant 
vice president of Fireman’s Fund In- 
demnity Co. 





Leonard T. Backus, manager, South- 
ern California Group department, joined 
Fireman’s Fund in Los Angeles office as 
marine trainee in 1923, became manager 
of the marine department in 1939 and 











Blackstone Western 


Studio 
LEONARD T. BACKUS 
manager of the Southern California de- 
partment in 1946. 
Richard T. Saunders 
Richard T. Saunders, 


manager of the 


Pacific Northwest Group department in 





Photo by Grady 
RICHARD T. SAUNDERS 
Seattle, joined Fireman’s Fund in that 
city in 1923, became assistant manager of 
the marine department in 1936 and man- 
ager in 1939. A decade later he was ap- 
pointed manager of the Pacific North- 
west department. 


Justice Dept. Sees No 


Action on Tie-in Deals 
A Justice Department investigation cf 
so-called “tie-in” deals between insur- 
ance companies and agents and brokers 
apparently will end after six months with 
no action being taken. High Justice De- 
partment officials indicate that the inves- 
tigation has not produced anything in 
the nature of grounds for an anti-trust 
suit. ’ 
The investigation was instituted after 
receipt by the Department of complaints 
from New York City agents and brokers 
to the effect that insurance compé nies 
were requiring placement of fire and 
other more desirable types of business 
as a prerequisite to acceptance of auto- 
mobile business. 
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Pearl Assurance Company, Ltd. (United States Branch) 
19 Rector Street, New York 6, New York 
FINANCIAL STATEMENT—December 31, 1952 

















































































Assets Liabilities 
*Bonds Unearned premium reserve ............... $ 9,905,383.45 
ye eee e reece ce eeeeceresececs ea nes Losses in process of adjustment........... 1,498,181.00 
BUTT NOAA oe ooo oko cress isis 9 visi steelers are s 374,698.40 ee ee ee eee 256,136.66 
Industrial and Miscellaneous .......... 343,016.88 $ 9,352,824.97 | Reserve for all other liabilities............ 410,878.48 
eStores COnEMBERCYTESEIVE o.oo os. oe vis a doc ccae $ 109,602.47 
PRET EN PERS NUE ahs oo Sasha ove caer en $ 148,000.00 Statistony Deposit ii soy.ck 5s -tecee ed, wees 500,000.00 
Lid aeteehe Oflu Lb. 1 ae fr ar rere 3,292,160.00 
Bank and Insurance EG NE IRS: 2'836,786.98 RS [Tj 1 fc 2a a fly CRU My of OP) ne 7,390,084.40 
Industrial and Miscellaneous ........... 1,322,014.00 7,598,960.98 Surplus to Policyholders............. 7,999,686.87 
Casii-and DANK GEPOSHtS 25). is005s0.60 cerca. 1,338,006.09 
Premium balances receivable not more than : TOTAL 0... ees ceeeeeeeeeeeees $20,070,266.46 
90 days past due, less reinsurance pre- 
miums due to other companies ......... 795,473.07 
Reinsurance recoverable on paid losses due 
frOM-OLNEP COMPAMIES: .i66.05000080 bees 889,578.17 | *Valuations on basis approved by National Association of Insurance Commissioners. 
se Other admitted assets occccc co sccccccececk 95,423.18 | Securities carried at $955,952.16 are deposited as required by law. 
‘Total Admitted ASSEtS......45..cicsee es $20,070,266.46 | 
ie ao e e 
n The Eureka-Security Fire and Marine Insurance Company 
Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 
FINANCIAL STATEMENT—December 31, 1952 (New York Basis) 
Assets Liabilities 
*Bonds : : 
RS SPIRO orate ccs acca vss no se ole Sales $8,675,841.93 Unearned premium reserve................ $ 8,548,032.11 
— Subdivisions of States.......... Proper Losses in process of adjustment........... 1,298,686.00 
PRU C OG tay ace Mic oss oor) bia ls olanb) siooce ass acoa lose 475. Fe 
8 ree 86,798.74 Reserve for taxes.........-.seeeeeeeee eee 251,661.55 
Industrial and Miscellaneous........... 301,016.88 $ 9,565,153.28 | Reserve for all other liabilities............ 211,756.59 
#Stoclcs Continwency FOSEFVE: .< discs secs wo secesen as $ 104,906.78 
[ee Zila a SR eU ge eee BP a $ 34,000.00 CAPA eerie n kinss carie sls nice tines har eceieierncees 1,000,000.00 
op EME O17 2,995,762.00 iS 1 4.01 4.92 
Baraca aC US UL ARCEs oie oie \elc/e o's «)e/e = 28/91 721,237.85 eisai a age cl aa — 
Industrial and Miscellaneous........... 687,851.00 4,438,850.85 Surplus to Policyholders............ 5,119,911.70 
Cash*and) Bank? Geposits ss osse0 ese cdcadae 641,713.59 : “ae ee 
Premium balances receivable not more than TOTAL .....2.--20seeeeeeeees $15,430,047.95 
90 days past due, less reinsurance pre- 
miums due to other companies......... 296,213.85 
Reinsurance recoverable on paid losses due 
ITOMl Otdehe COMIDAMIES =< 4/4:555 00 cw do s.0:0.s 411,618.54 *Valuations on basis approved by National Association of Insurance Commissioners. 
Other: adniweted “assets... onic die vcs cosicdss. 76,497.84 | Securities carried at $651,269.76 are deposited as required by law. A 
Total Admitted Assets........ $15,430,047.95 
Monarch Fire Insurance Company 
t Corporate Office: 320 Bulkley Bldg., Cleveland 15, Ohio 
f Chief Office: 19 Rector Street, New York 6, New York 
: FINANCIAL STATEMENT—December 31, 1952 (New York Basis) 
: *Bonds _— Liabilities 
Crone en TE ise, ole Sere coc Got Cee $2,994,142.31 Unearned premium reserve................ $ 2,606,654.87 
Political Subdivisions of States.......... 49,509.95 ; ISS 
I in ass aasienivan dene es sks 140,400.00 Losses in process of adjustment........... 394,259.00 
her ne CS SS a a a Pe ol 9,539.28 eS i AAR ne ee co edias 80,980.70 
strial < Miscellaneous::... «2.6%. ,008.44 ,317,599. eee 
S << mes Miscetancous a sianiiemns Reserve for all other liabilities............ 62,821.58 
: on aye, ROE Le EE Ee eee $ 27,500.00 CONENBENCY LESETVE wo. esses sess reneecnns $ 69,528.48 
; — Utilities ...... se see sees sees eens pene aie SEIS Dine a POR EEE RARE eae 819,336.00 
: Industrial and Miscellaneous........... _ 371,506.00 SN A Serna eo ans os gsscs ene giics en oesees cn snes 1,540,625.16 
Cash@and. bank deposits: /<.1sacscs'sclens ss 386,800.70 ay oe ee ae eee 2.429.489.64 
n Premium balances receivable not more than ere chi <icatly e  lalaral: d Pg y 
t 90 days past due, less reinsurance pre- RE OME cids ss. cevamdaeeec cee. $ 5,574,205.79 
miums due to other companies......... 27,485.66 
: Reinsurance recoverable on paid losses due 
3 TEOM- OTBEL COMIPAMES cs. 5 55050 oe coo ee 236,737.75 | *valuations on basis approved by National Association of Insurance Commissioners. 
S Other admitted: assets isch kc cscccc cc aees 24,815.70 | Securities carried at $317,747.50 are deposited as required by law. 
Total Admitted Assets........ $ 5,574,205.79 
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Sheldon Talks on Basic Principles, 
Agents’ Profits, Package Policies 


Although it seemed during recent years 
that this country and its citizens were 
no longer governed by principles, what 
with a turning away from duty in high 
offices and scorn for law and order on 
the part of the lowliest, the unheralded 
core of the sturdy, solid-type citizens 
that made America what it is today have 
continued to carry on their business in 
the tradition of their forefathers—with 
honesty and trust. 

This was emphasized by President 
Walter M. Sheldon of the National As- 
sociation of Insurance Agents in his 
talk before the fifth annual Midwest 
Territorial Conference this week in De- 
troit. 

Basic Americanism 

“The local businessmen of this coun- 
try, small and large,” he said, “are a 
very important part of this core of basic 
Americanism, and among this worthy 
group is the local insurance producer. 
He is truly representative of the inde- 
pendent businessmen who have kept this 
nation of ours on an even keel. And 
now, some voices are calling for a re- 
turn to principles—the very principles 
from which this group of businessmen 
never strayed.” 

Mr. Sheldon said that the members 
of the NATA, all independent business- 
men, are guided by their code of ethics 
which pledges them to “support right 
principles and oppose bad practices in 
the business.” 

He said that the agents’ trust and 
honesty is evidenced in their relations 
with their companies. “There is no at- 
tempt on our part to deny our obliga- 
tions, or to fail to perform the duties we 
are expected to perform.” Mr. Sheldon 
said that agents are given complete 
authority to commit their companies for 
large amounts of liability by merely 
saying to a customer when he gives 
them an order on the street, in his office 
or over the phones, “you are covered.” 

He said it was truly “a heartwarming 
feeling” to know that one’s i 
can still hew to the straight and narrow 


associates 


even in facing perplexing problems 
“Agents today are faced with the un- 
healthy situation of increased operat- 
in® costs on the one hand and a fixed 


the other.” 
Profit Margins Reduced 


He pointed out that the profit margin 
in many agencies has been reduced to 
almost zero because of spiraling agency 
expenses. “Many husinessmen,” he said, 
“can raise their prices to the public 
but unfortunately, the insurance agent’s 
rate of income is pretty generally fixed 
and the only way he can keep ahead is 
to get out and work harder—which he 
is doing.” 

The agents’ leader also expressed con- 
cern over the growing trend toward 
package policies, pointing out that while 
the producer has always been the first 
one to seek better and broader cover- 
ages for his clients, he is, nevertheless, 
“not anxious to go into bankruptcy 
to.accomplish this.” 

e said that many of the multiple 


rate of income on 


peril package plans are promoted at a 
reduced 


premium rate “which is made 





Moffett- 


WALTER M. SHELDON 


possible only at the expense of the 
agent’s commission.” 

Mr. Sheldon explained that if it were 
proven that a reduction in income to 
the agent was the only way these pack- 
age policies could be successfully intro- 
duced, the producers would be _ willing 
to go along, no doubt, with the experi- 
ment. “However,” he said, “up to the 
present time, in a number of cases it 
has appeared to many that others are 
profiting while the agent suffers.” 


COFFIN EXEC. VICE PRESIDENT 
Moore, Case, Lyman & Hubbard, Chi- 


cago insurance agency, has elected 
Frank S. Coffin, executive vice presi 
dent. Arthur A. Noll and Charles T. 


Rothermei, Jr., have been named vice 
presidents. All three are directors. 





NLRB Calls Off Election 
Of State Farm Agents 


At the request of the Insurance and 
Allied Workers Organizing Committee- 
CIO, the proposed representation elec- 
tion among California agents of the 
State Farm Insurance Companies, Bloom- 
ington, Ill, has been called off by the 
National Labor Relations Board. The 
IAWOC-CIO withdrew its long-standing 
petition for election at the last moment, 
when the board’s regional director in 
California declined the union’s request 
to delay further the mailing of ballots. 

A demand for a representation election 
among California State Farm agents was 
first made by the IAWOC-CIO in late 
1951. The companies declined to consent 
to the election on the ground that the 
agents are not employes but are inde- 
pendent contractors. This position was 
sustained by the National Labor Rela- 
tions Board following a_ hearing, but 
when the union sought and obtained a 
rehearing, the board reversed itself and 
issued an order that the election be held. 

Now that the IAWOC-CIO has with- 
drawn, the companies have informed 
their California agents that they pro- 
pose to pursue those avenues which are 
available which may restore the inde- 
pendent contractor status under the 
reid of the National Labor Relations 
Act. 


Hamilton Agents Elect 

R. Reginald Hinton was elected presi- 
dent of the Hamilton Insurance Agents’ 
Association at their annual meeting in 
Hamilton, Ont. Mr. Hinton has served 
on the executive committee of the asso- 
ciation for the last few years and has 
now been honored by his election to this 
office. 

The following is the executive group 
for 1953; vice president, Jack Meen; sec- 
retary, Joseph Kennelly; treasurer, Miss 
<. A. Paulsen; immediate past-presi- 
dent, Alder Bliss; directors, Cam Carey, 
Ir. Ted Fergusson, Walter Thomson, 
Ralph Connor. 


COOK HEADS ST. LOUIS AGENCY 

John W. Cook has been elected presi- 
dent of the F. D. Hirschberg & Co. 
insurance agency of St. Louis, succeed- 
ing the late Louis A. Engel. Frank R. 
Peterson is named a vice president and 
John J. O’Toole, well known nationally 
for his fire safety efforts in the Na- 
tional Association of Insurance Agents, 
continues as vice president and secre- 
tary. 


BRADSHAW AMERICAN SPECIAL 

The American Insurance Group: an- 
nounces appointment of J. L. Brad- 
shaw as special agent in eastern Mis- 
sourl, in association with State Agent 
John Margold who has recently as- 
sumed supervision of the St. Louis office. 


Mr. Bradshaw, a native of Missouri, 
started in the insurance business in 
1946. His headquarters will be at 203 


Pierce Building, St. Louis. 


N. Y. STATE EXAMS 


Z l ocations 
NEW YORK e JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, March 9, for 
Brokers’ Examination on June 18 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 38, N. Y 
Near City Hall 
Tel. COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 











Special Agent Weisgerber 
And Mrs. Heil Honored 


B. J. Weisgerber, West Virginia spe- 
cial agent and Mrs. Clara G. Heil, his 
office associate at Wheeling, were 
tendered a luncheon at the Fort Henry 
Club there on the occasion of their joint 
25th anniversary with the North British 
Group. 

Secretary R. T. Stewart from the Mid- 
dle Department, New York, presided at 
the affair and presented both celebrants 
with gifts their induction 
into the “Norbrit Guards,” including in- 
from thie 


symbolic of 


scribed anniversary watches 
company. 

Also in attendance were Lee C. Paull, 
Sr., Raymond Foose, Russell A. Burt, 
Harry E. J. Gonter, Lee C. Paull, Jr., 
O. W. Linde, David Butler and E. S. 
Bippus, Jr., all agents of the companies 
in the group. In addition Mr. Weisgerber 
was also presented with a unique 400- 
hour mantel clock on behalf of the de- 
partmental field force. 


Mich. Agents Not Backing 
Any Specific Legislation 

In a special bulletin to the membership 
urging attention to potential legislation, 
Waldo O. Hildebrand, secretary-manager, 
Michigan Association of Insurance 
Agents, indicated that the association 
will sponsor no specific legislative pro- 
gram at the current session of Michigan 
lawmakers. 

One possible exception is cited—re- 
peal of the co-insurance clause provision 
requiring signed request, now mandatory 
only in Michigan, lowa, Minnesota and 
Kentucky. It appears to many that the 
requirement is no longer necessary, Mr. 
Hildebrand comments, under present ex- 
tensive control of rates and forms. 
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New Vice Presidents 
Of Johnson & Higgins 


OLSEN, CHASE AND HARRINGTON 


Insurance Brokerage Firm Announces 
Promotions; Each Has Been in the 
Business for Many Years 


Alexander Olsen, C. Ward Chase, and 
Roby Harrington, Jr., have been elected 
vice presidents of Johnson & Higgins, 
international insurance brokers, it is an- 
nounced by Elmer L. Jefferson, presi- 
dent, at New York. 

Mr. Olsen started his business career 
with Johnson & Higgins in 1916. In 
1937 he was made manager of the De- 
troit branch, becoming vice president 
and director of the Michigan Corp. Dur- 
ing the war he returned to the com- 
pany’s head office in New York, where 
he concentrated his activities on ocean 
marine insurance. Mr. Olsen has taught 
marine insurance at the Academy of 
Advanced Traffic in New York City for 
several years. 

Chase and Harrington 

Mr. Chase graduated from Princeton 
in 1928. He entered insurance in 1931 
with Butler & Baldwin, Inc., and was 
later elected vice president of that com- 
pany. In 1942 he joined Johnson & Hig- 
gins and, with the exception of three 
years’ service with the U. S. Navy during 
the war, has served as account executive 
since that time. Between 1940 and 1943 
he acted as insurance editor for the 
magazine “Real Estate Record and 
Guide.” 

Mr. Harrington, Jr., began his career 
in insurance in 1927 with the National 
Surety Co. In 1928 he joined John W. 
Thomas, Inc., insurance brokers, where 
he rose to become vice president and 
director. He joined the casualty depart- 
ment of Johnson & Higgins in 1943, and 
since 1946 has been associated with the 
company’s fire department. Mr. Har- 
rington is a member of the legislative 
committee of the Insurance’ Brokers 
Association, the Wall Street Club, and 
the Princeton Club of New York. 

Founded in 1845, Johnson & Higgins 
is said to be the oldest existing insur- 
ance brokerage office in America. It 
has offices in 16 American, Canadian, 
and Cuban cities and important con- 
nections in Europe and elsewhere. Head- 
quarters are at 63 Wall Street in New 
York City. 





New Hampshire Fire 


Promotions Are Announced 

Harry B. Gilmore, Jr., has been ap- 
pointed secretary-treasurer of the New 
Hampshire Fire to succeed George W. 
Swallow, who has retired after 52 years 
of service. Mr. Gilmore joined the com- 
pany in August, 1952, as secretary-assist- 
ant treasurer after resigning as treasurer 
of the Berkshire Mutual Fire. 

Theodore W. Smith, Lawrence C. Hall, 
George D. Estes have been advanced 
trom assistant secretaries to secretaries. 
Harold V. Young has been moved up to 
assistant secretary-treasurer, and Clark 
B. Bristol has been made secretary. 
Charles S. Coffeen, C. Wendell Hardy, 
Frank M. Fisher and Carl P. Barton 
have been made assistant secretaries. 


Phoenix Statement 


(Continued from Page 22) 


increased from $76,579,276 in 1951 to 
$82,278,972 for 1952. 

Book value per share increased from 
approximately $102 per share to over 
$109 per share as of the 1952 year end. 
(This does not include interest in the 
unearned premium reserve.) 

In conclusion, Mr. North said: 

“In reporting on the results of the 
98th year of our business experience, I 
am impressed with the traditions and 
fine reputation of this company which 
have become ingrained in the lives of 
all of us who work here. Except for 
two years we have paid dividends and 
those two were 1872 and 1873.” 


S. R. FRANZ CO. EXPANDS 


Inland Marine Inspection Agency Moves 

to 96 Fulton St., N.Y.; Space Nearly 

3 Times Larger Than Formerly 

Silas R. Franz Co., inspection agency 
specializing in inland marine insurance 
reports, is now located at 96 Fulton 
Street, New York, which is the Fidelity 
& Deposit Co. building. A total of 3,100 
square feet are occupied as compared 
with 1,200 square feet in the 110 Fulton 
Street building where the agency was 
quartered for about eight years. 

Silas F. Franz, head of the organiza- 


Middle Atlantic Chapter 
Of CPCU Meets in Phila. 


The second meeting in 1953 of the 
Middle Atlantic Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters was a luncheon meeting on 
February 19 at the Down Town Club 
in Philadelphia. Twenty-seven members 
and 17 guests heard George V. Whitford, 
secretary of Fire Association Group in 





tion, is now in his 26th year in the 
inspection agency business and has a 
fine reputation. 


charge of production, talk on “Determin 
ing Business Interruption Values.” It is 
manifest that business interruption val- 
ues must be more accurately determined 
to reduce the number of clients receiv- 
ing penalties for underinsurance, he said. 
President Wilson reported that the 
sponsorship and education committee 
said there are 145 candidates registered 
with the American Institute of Property 
and Liability Underwriters in the Phila- 
delphia area. four of these candidates 
have 4 examinations to their credit, 28 
have passed 3 examinations, 34 have 
passed 2 examinations, 34 have passed 1 
examination and 45 have passed none. 
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War makes a better insurance agent? We | 


think the answer is “delivered” service—a proven 
record of continuing to give his clients the best 


insurance coverage, planned for individual needs 


and finances. 


Back of every successful agent is the “delivered” 
service of the companies he represents. That’s 
why more than 17,000 top agents represent the 
companies of FIREMAN’S FUND GROUP. Our 








“delivered” service means better business oppor- 
tunities, new ideas, new markets and improved 
“know-how”, as well as competent, friendly help 
with your problems. Our new booklet, “Why 
Are You a Better Agent?”, tells what FIREMAN’S 
FUND “delivered” service can mean to your suc- 


cess. The coupon will bring you a free copy. 


Advertising Department, Fireman's Fund Group 
401 California Street, Sar Francisco 20, California 
Please send me a copy of your booklet, 

“Why Are You a Better Agent?” 





























Feuerstein on Law With Relation to 
Increased Hazards Under Fire Policy 


Harold dane stein, 
the New Jersey Association of Insurance 
Agents, discussed increased hazards under 
the fire policy when addressing the Hudson 
County agents’ forum in Jersey City. 

He discussed particularly the United 
States Circuit of Appeals decision in the 
case of Goldman v. Piedmont Fire in 
which the assured was denied recovery for 
a loss of fans because the increase in the 
hazard clause had been violated by collapse 
of a roof and subsequent failure of the 
plaintiff to remedy the situation prior to 
the fire. The court held the surance sus- 
pended even though collapse of the roof 


was accidental. Part 2 of Mr. Feuerstein’s 


talk follows: 
Part II 


It should be born in mind that the 
word “hazard” includes not only physi- 
cal hazard but also moral hazard. The 
latter has been defined legally as_fol- 
lows: 

‘Moral hazard’ in insurance, is but 
another name for a pecuniary interest 
in the insured to permit the property to 
burn. Statistics, experience and obser- 
vation all teach that the moral hazard 
is least when the pecuniary interest of 
the insured in the protection of the 
property against fire is greatest, and 
that the moral hazard is greatest when 
the insured may gain most by the burn- 
ing of the property.” 

Moral Hazard 


increase in the 
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Unquestionably, an 
moral hazard may be more dangerous 
than an increase in the physical hazard, 
as the former may lead to the crime 
of arson. Therefore, the courts have 
wisely included within the scope of the 
increase in hazard clause the moral 
as well as the physical hazard. We must 
therefore bear in mi ind that insurance 
may be suspended without any physical 
change in the property because of an 
increase in the moral hazard. 

4 sudden depreciation of the value 
f insured without any reduc- 
amount of the insurance 
could create a moral hazard. The ob- 
solesc ense of the property by a change 
ht also bring about the 


of a property 
tions in the 





in conditions mig 
same result. 
As was well said by the 
Court of South Dakota: 
‘Any act or in the 


Supreme 


conditions 





that will increase the temptation to 
destroy the insured Aig sd for the 
purpose of collecting the insurance will 
increase the moral hazard. So, too, will 





any act that reduces the value of the 
insured property in proportion to the 
amount of insurance or the procuring of 
in excess of the 
of the insured 







insurance 
reasonable 
property.” 
Satins of Negligence 
and, we must take 
hold | 





On the other |! 





of the numerous 
mere negligence t ar 
sured, even though it contributes to the 
causing of a fire, will not defeat recov- 
ery on an insurance policy. 

An assured, according to the majority 
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led to recovery, even 
1 ence caused the fire, 
as in the event h spe, smoked in 
bed or neglected to clear the chimney 
or repair a machine which short circuited 
leading in each lasienne to a fire. Insur- 
ance protects against the innocent fail- 
ings of humanity, including those of the 
insured. 

3earing these principles in mind, we 
approach the decision in the Goldman 
ase and find 1€ assured was 
lenied recovery loss of his fans 
I increase in hazard clause 
olated by the collapse of the 
re and the subsequent failure of the 

sured to take any steps to remedy the 
ion. ~ sl insurance lawyers and 
nr te were surprised that the 
court held the insurance to have been 
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suspended, even though the collapse of 


general counsel of 


the roof was accidental. 

It was brought about by the weight 
of snow and therefore could not have 
been caused by the assured. He main- 
tained most strenuously that the law 
sanctioned the suspension of the insur- 
ance only if the assured actually caused 
the increase in hazard by his own acts 
or those under his control. Undoubtedly, 
most instances in which the clause has 
been litigated involved such situations. 

Opinion in Goldman Case 

If the assured keeps a still or stores 
a large amount of gasoline or changes 
the construction of his building without 
the consent of the insurer, the clause is 
obviously applicable. However, the courts 
have very rarely been confronted with a 
situation wherein the increase in haz- 
ard was brought about accidently and 
therefore the United States Circuit 
Court of Appeals contributed greatly to 
sound insurance protection by firmly es- 
tablishing this principle. 

The court in its opinion said: 

“The plaintiff argues that the ‘increase 
of hazard’ clause applies only to condi- 
tions created by act or instrumentality 
of the insured and not to those acciden- 
tally occurring as in this case. We do 
not think that the law of New Jersey 
so limits the operation of the clause. It 
is true, as the plaintiff points out, that 
most of the decided cases have involved 
increased risks which were the result of 
acts or neglect of the insured. 

“But we think that an increased haz- 
ard not brought about by the insured 
is also within the scope of the clause to 
the extent that the insured knows of 
the increased hazard and is in a position 
to abate it but fails to do so. It is of 
course true, as we have already indi- 
cated, that if the hazard has not been 











increased by act or neglect of the in- 
sured it must appear that he had knowl- 
edge of it and that the means of abating 
it were within his control. 

“But if such knowledge appears and 
the insured does not promptly take steps 
open to him to abate the hazard, the 
insurance remains suspended until he 
does so. Here it is obvious that the 
plaintiff could have either repaired the 
building or induced his landlord to do so 
or he could have removed the insured 
merchandise to a safer place of storage.” 

Importance of Decision 

The public and the industry have now 
been clearly informed by the United 
States Circuit Court of Appeals that in- 
surance coverage may be suspended when 
there is an increase in hazard, even 
though its cause was accidental, if the 
assured wilfully refuses or omits to rec- 
tifv or correct the situation. In all 
fields of human enterprise persons 
should be discouraged from permitting 
the existence of dangerous situations. 
There is no reason why insurance poli- 
cies should be subject to a different 
rule. 

Insurance agents and brokers would 
do well to advise their assureds that the 
law has now been clarified and reason- 
able efforts to correct accidental in- 
crease in hazard must be made if the 
insurance js to remain effective. Other- 
wise, the policy should be endorsed to 
note the changed conditions. The law in 
this respect may now be said to coincide 
with sound moral principles. 


N.Y. BOARD LOSSES DROP 

Incurred losses assigned to the com- 
mittee on losses and adjustment of the 
New York Board of Fire Underwriters 
in January numbered 793 for $1,378,546 
compared with 852 for $2,178,182 in the 
same month last year. This reveals a 
decrease of 7% in number, Secretary 
FE. C. Niver states. and a decrease of 
36.7% in amount. Of the January, 1953, 
losses 344 were for fire and 444 for ex- 
tended coverage but the amount for the 
latter was only $160,676. 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
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Merchants and Manufacturers Insurance Company 
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Losses paid exceed Three Hundred Fifty Million Dollars Gomme 























NORTH RIVER GAINS IN 1952 


Assets of Close to $56,000,000, With 
Net Surplus $26,173,615; Under- 
writing Profit $1,448,816 
The 13lst annual statement of the 
North River Insurance Co., underwrit- 
ing management of Crum & Forster, 
shows assets at convention values of 
$55,936,797, an increase of $2,738,629. Re- 
serves for unearned premiums, losses, 
taxes, etc., increased $517,493. After 
increasing the contingency reserve $139,- 
574 to $620,724, which represents the 
difference between values carried in 
assets and values based on December 31, 
1952 market quotations, the net surplus 
is $26,173,615, an increase of $2,081,562. 
Cash and United States Government 
bonds approximate 46% of the total as- 
sets. With unearned premiums of $18,- 
963,336 in reserve and liquid, the policy- 
holders have additional protection of 

$28,173,615 of capital and surplus. 

Premium income for 1952 of $18.559,707 
is a decrease of $47,125 after deferring 
$1,271,133 of instalment premiums. Losses 
and loss adjustment expenses incurred 
to earned premiums show a ratio of 
52.4% © while expenses and taxes (exclud- 
ing Federal income taxes) incurred to 
written premiums develop a ratio of 
39.6%. 

Trade profit is $1,523,690 and. after 
increasing unearned premiums $74,874, 
underwriting profit is $1,448,816, 


Eleven Insurance Cos. 
Receive Management Award 


Eleven insurance companies have been 
awarded Certificates of Management Ex- 
cellence for the year 1952 by the Ameri- 
can Institute of Management, New York. 
Three of those so recognized received 
the award for the third consecutive time 
—Aetna Life, Hartford; Merchants Fire 
of New York, and St. Paul Fire & Ma- 
rine. 

Eight others received it for the second 
time: Hartford Fire, Continental, Fed- 
eral, Fidelity-Phenix, and U. S. Guaran- 
tee, all of New York; Fireman’s Fund, 
San Francisco; Insurance Co. of North 
America, Philadelphia, and U. S. Fidelity 
& Guaranty Co., Baltimore. 

According to Jackson Martindell, 
president of the Institute—a_ non- profit 
organization devoted to improvement of 
corporate policies and practices—only 
330 companies in the United States and 
Canada, out of the 3,000 leading concerns 
whose methods were studied by the In- 
stitute, were found eligible to receive 
the designation. 

Headquarters of the Institute are at 
125 East Thirty-eighth Street, New 


York. 


North British Middle Dept. 
Field Conference in N. Y. 


The North British Group’s annual con- 
ference of Middle Department fieldmen 
was held February 16-18 at the Essex 
House, New York, under the direction 
of Secretary Robert T. Stewart, —_ 
by General Agent John J. Casey. W. 
Nolen, United States manager r and presi- 
dent, attended and discussed mani agerial 
and production plans for 1953. 

The following executives were on hand 
from the home office to speak on their 
specialties; G. L. Scott, vice president and 
secretary, loss department; H. W. Casler, 
executive secretary and G. C. Daubert, 
secretary, inland marine and special lines 
department; A. E. Lehman, automobile 
secretary; M. B. Baker, Jr., improved 
risks secretary; K. W. OL eary, broker- 
age and service secretary; W. A. 
Leopold, general agent, general cover 
department; William J. Traynor, as- 
sistant secretary and advertising director. 





GEORGE H. REUTER DIES _ 
George H. Reuter, 61, Syracuse, N. Y., 
insurance adjuster, died February 14 
after a short illness. He operated a. 
own adjustment office and had lived i 
Syracuse about 25 years. 
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Globe & Rutgers Names AIMA as 
West Coast Inland Marine Mers. 


The American International Marine 
Agency of San Francisco has been ap- 
pointed manager for the inland marine 
and all risks departments for the Globe 
& Rutgers Fire for the eight Pacific 
Western states. These include California, 
Arizona, Nevada, Oregon, Washington, 
Idaho, Montana and Utah. 

The inland marine division will be 
supervised by A. Martinez, Jr., vice 
president of the American International 
Marine Agency of San Francisco, Los 
Angeles and Seattle. Mr. Martinez, well 
known figure in the inland marine busi- 
ness, recently resigned as marine mana- 
ger of the Home in San Francisco to 
join AIMA on the West Coast as vice 
president. 

He had been with the Home Insurance 


Co. 29 years. Starting in the accounts 
department in 1923, he was transterred 
from one department to another until 
1928, when he started traveling nortnern 
California as marine special agent. in 
1935 he moved to Los Angeles as marine 
supervisor for Southern California and 
Arizona, returning to San Francisco in 
November, 1940, as assistant marine 
manager. In 1943 Mr. Martinez was ap- 
pointed marine manager for the Home, 
supervising the eight Pacific Western 
states, Hawaii and Central America. 

Acquisition of the Globe & Rutgers 
for inland marine and all risks rounds 
out the marine facilities of AIMA on 
the West Coast, which heretofore has 
written only ocean covers. 
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Inland Marine Reports 
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SOUTHWESTERN F. & C. 





Dallas Insurer Shows Steady Gains in 
Assets and Premiums; Formed Four 
Years Ago by Foster Yancey 

The Southwestern Fire and Casualty 
exceeded the $3,500,000 mark in total 
assets in 1952, its fourth full year of 
operation, according to a report by S. 
Foster Yancey, president of the Dallas- 
headquarted insurance organization. Ad- 
mitted assets during the year advanced 
to $3,514,209, an increase for the third 
straight year of more than a half-million 
dollars. Actual gain over the previous 
year was $577,005. 

Directors elevated to the vice presi- 
dency Erle C. Patrick, secretary of the 
company since its organization, and 
stockholders earlier elected to the board 
DeWitt Ray, president of the National 
City Bank of Dallas, to fill a vacancy 








Right of Examination of 
Assured Sustained in N. Y. 


The Appellate Division of the First 
Department of the New York Supreme 
Court has refused to upset inland marine 
policy terms permitting insurance com- 
panies to demand examination of an in- 
sured, under oath, before a court trial 
instituted by the policyholder. 

The appellate court decision stems 
from a ruling of Supreme Court Justice 
3otein in an action which Gro-Up 
Frocks, Inc., sued the Planet Insurance 
Co. and the Penn-Liberty Insurance Co. 
on three claims under a garment con- 
tractors’ form and a_ transportation 
policy. . 

Following institution of the suit, but 
prior to the service of the complaint, the 
insurance companies demanded the ap- 
pearance of the assured for examination 
under oath under the terms of the poli- 
cies involved. Gro-Up Frocks applied for 
an order to set aside the companies’ 
demand, but Justice Botein, in his de- 
cision, refused to interfere with the 
notice for examination. 

Justice Botein sitting at Special Term 
Part I, upheld the companies in an 
opinion as follows: 

“The letters and demands served by 
the defendants upon the plaintiff were 
not and do not purport to be notices 
or demands provided for in the Civil 
Practice. The Court is without jurisdic- 
tion to determine at this time the 
validity or propriety of the documents in 
guestion. The plaintiff and its attorney 
must decide for themselves the effect 
which a non-compliance with the docu- 
ments would have upon their rights 
under the policies. The motion is de- 
nied.” 

The Appellate Division unanimously 
affirmed this determination without any 
written opinion. 

The assured was represented by 
Samuel Schaeffer, the Penn-Liberty by 
Henry H. Abrams of MacPeak & Abrams 
and the Planet by Sidney J. Loeb of 
Prince & Loeb. 


Allen Statement 


(Continued from Page 28) 


services to which we have become ac- 
customed. And if we find that we need 
some particular job done in our area, we 
must explore every possible means of 
doing it ourselves and not relying on 
Washington for help. 

“After all, Federal aid is nothing more 
than our own money coming back to us, 
less the cost of collection and less the 
cost of dispersal.” 





OLD COLONY INSURANCE COMPANY 








I have been giving a lot of thought recently to the 
companies I represent. I was interested in seeing 
what steps each one had taken to meet today’s 
rapidly changing conditions. Outstanding was the 
manner in which Boston and Old Colony demon- 
strated their understanding of the agent’s point of 
view, and how they even took immediate steps to 
anticipate our needs. You know, we do appreciate 
such cooperation and that’s one reason why 
Boston and Old Colony head our list. Subsequent 
ads will tell you further reasons. 


BOSTON INSURANCE COMPANY 
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created by the death last year of Dan 
D. Rogers, another Dallas ‘banker. 

Premium volume continued to soar 
with a jump of 47% in net gross pre- 
miums for 1952. The liquid financial 
condition of the company still was re- 
flected in the figures of $3,212,647 in 
cash, stocks, and government and muni- 
cipal bonds. Southwestern Fire was or- 
ganized four years ago by Foster Yancey 
head of the 50-year-old general insur- 
ance agency firm of T. A. Manning & 
Sons. The company last year added the 
state of Mississippi to its scope of oper- 
ations and now writes business in ten 
States. 


Hinton Production Manager 
Atlantic Midwest Division 


F. Kenneth Hinton has been appointed 
production manager of the Midwest divi 
sion of the Atlantic Mutual and Cen- 
tennial, it has been announced by Miles 
F. York, president. : 

In his new position Mr. Hinton will 
assist Robert M. Perce, general mana- 
ger of the Midwest division, in produc- 
tion work throughout the entire division. 
He will make his headquarters in the 
division offices at 141 West Jackson 
Boulevard, Chicago. y 





Macgill Manager American 
Service Office at Atlanta 


The American Insurance Group an- 
nounces appointment of C. R. Macgill as 
manager of the Atlanta, Ga., office, which 
has been changed from a field office to 
a service office, now providing complete 
marine and casualty underwriting facili- 
ties for producers in Florida, Georgia 
and Tennessee. 

For the time being Mr. Macgill will 

also supervise the northern Georgia field, 
succeeding Special Agent E. Hughes 
Scott, who is being transferred to North 
Carolina. 
_Mr. Macgill, a native of North Caro- 
lina, has been with the American for 
more than 25 years in many capacities, 
for the past 14 years serving as special 
agent in North Carolina. He is retiring 
president of the Stock Fire Insurance 
Field Club of North Carolina. 


Security Appoints Farrell 
Manager New Orleans Office 


Chester E. Farrell has been named 
manager of a newly established service 
office in New Orleans for the Security- 
Connecticut Insurance Companies of New 
Haven. Mr. Farrell has supervised Loui- 
siana for these companies for over 23 
years and started its New Orleans office 
on a multiple line basis. 

John G. Miller, Jr., is appointed claim 
manager. He is a native of Louisiana, 
a graduate of L. S. U. in Commerce and 
Tulane in Law, a member of the Louisi- 
ana and New Orleans Bar Associations. 
He was formerly with the Maryland 
Casualty and the American Surety, and 
also had experience in private practice. 
The underwriting department continues 
under the supervision of Howard Snyder. 


KANSAS LOSSES IN 1952 

Kansas fire losses for 1952 totaled 
$5,292,646 from 3,010 fires as reported to 
the State Fire Marshal, an increase of 
21% over 1951 and 15% above the past 
five year average. City losses were up 
14% over 1951 thus farm losses showed 
the larger increase. Total fires reported 
were 12% above 1951 and 1214% above 
the five year average. 


























Improved Results for 
Amer.-Associated Cos. 


MADE $802,535 PROFIT IN 1952 
President Lee ‘Sieve Encouraged 
Over Gains in Premium Income, 
Assets and Surplus 

Gains in premium income, assets and 
surplus, plus an over-all improvement in 
underwriting results, featured the 1952 
operations of the American-Associated 
Insurance Companies of St. Louis. The 
combined net premiums written of the 
three companies—American Automobile, 
American Automobile Fire and Asso- 
ciated Indemnity —totaled $72,238,176 
compared with $69,860,405 in 1951. 
Earned premiums of $70,016,882 last year 
were slightly lower than the 1951 fieure 
of $70,962,252. Combined underwriting 
gain of $802,535 was in contrast to the 
1951 underwriting $1,968,164. 

For the individual companies, Ameri- 
can Automobile reduced its underwriting 
‘ago of $2,199,999 in 1951 to $564,280; 
reduced its 40.13% ratio of expenses 
incurred to premiums written in 1951 
to 38.25% last year, and its 65.28% ratio 
of losses and loss expenses incurred in 
1951 to 61.65% last year. It closed 1952 
with a combined ratio of losses, loss 
expense and underwriting expense of 
99.90% compared to 105.41% the year 
previous. 

Its net premiums written last year 
amounted to $46,632,100 compared to 
$43,431,874 in 1951, and premiums ez arned 
were $45,035,725 as against $43,862,548 
the previous year. Underwriting ex- 
penses incurred of $17,835,070 were only 
slightly higher than in 1951. 

American Automobile Fire, enjoying 
an excellent year, increased its under- 
writing gain from $932,325 in 1951 to 
$1,416,700 last year. Reflecting improved 
experience, its 1952 ratio of expenses 
incurred to premiums written was 40.54% 
compared with 42.67% in 1951; its 52.17% 
ratio of losses and loss expenses incurred 
in 1951 dropped to 47.34%, and its com- 
bined ratio of losses, loss expense and 
underwriting expense dropped from 
94.84% in 1951 to 87.88% last year. 

Net premiums written in 1952 were 
$15,131,458 as against $14,665,759 in 1951 
while the respective earned premiums 
were $14,339,460 and $15,033,232. The 
1952 underwriting expenses incurred 
were $6,134,733, slightly less than in 1951. 
Associated Indemnity Picture Better 

Reducing its 1951 underwriting loss 
of $699,773 to a nominal loss of $49,041 
in 1952 was Associated Indemnity’s big- 
gest achievement. The —_— closed 
the past year with 20.17% ratio of ex- 
penses incurred to premiums written as 
against 21.11% in 1951: reduced its 
85.22% ratio of losses and loss expenses 
incurred for 1951 to 80.61% last year, 
and its combined ratio of losses, loss 
expense and underwriting expense from 
106.33% in 1951 to 100.78% last vear. 

Net premiums written in 1952 were 
$10,474,618 compared to $11,762,772 in 
1951 while earned premiums dropped 
from $12,066,472 in 1951 to $10,641,697 
last year. Underwriting expenses in- 
curred also dropped from $2,483,593 in 
1951 to $2,112,650 last year. 

The combined total admitted assets 
of all three companies as of last De- 
cember 31 amounted to $115,375,002, a 
gain of over $5,000,000 compared with 
the 1951 total of $110,040,049. Combined 
policyholders’ surplus rose from $37,- 
419,368 in 1951 to $39,529,041 as of last 
December 31. 

In commenting upon the past year’s 
results Lee Schleyer, president of all 


loss of 


three companies, observed that most of 
(Continued on Page 43) 





Kirk A. Landon Dies at 56; 


Head of Two Insurance Cos. 
Kirk A. Landon of Miami, chairman 


of the American Bankers Insurance Co. 
of Florida and president of Kirk A. 

Landon & Associates, Inc., died at 56 
years of age on February 22. His insur- 
ance activities were many and _ varied 
and embraced furnishing of insurance 
for financial institutions in connection 
with consumer financing. One of his 
recent enterprises was to set up a life 
insurance company, American Bankers 
Life of Miami, of which he was board 
chairman and James G. Ranni, well 
known in New York and Miami, is 
president. 

Mr. Landon was founder of the 
“Florida for Eisenhower” movement and 
actively campaigned for him prior to 
the recent presidential election. When 
it was necessary for Mr. Landon to 
come to New York in January for medi- 
cal treatment President Eisenhower as- 
signed his personal physician to take 
care of him. 

30orn in Toronto Mr. Landon was 
educated at Upper Canada College and 
University of Toronto. He is survived 
by his wife and two children. 


‘ ie 
Sullivan Still Commissioner 
The Senate measure proposing the 

abolition of the office of Washington 
State Insurance Commissioner, has been 
killed in committee. It was decided that 
there was too much opposition to the 
measure. The bill would have trans- 
ferred the duties of Insurance Commis- 
sioner William A. Sullivan to a proposed 
Department of Business Supervision. 


MID-YEAR MEETING DATE SET 


National Assn. of C. & S. Agents to 
Gather April 16-17 in Baltimore; Coch- 
ran, Roloson and Bowen in Charge 

The mid-year meeting of the board 
of directors, of National Association of 
Casualty & Surety Agents will be held 
April 16-17 at Hotel Belvedere, Balti- 
more. Committee in charge of arrange- 
ments consists of J. Edward Cochran of 
Hagerstown, F. Albert Roloson and 
Presley D. Bowen of Baltimore. 

Tentative plans for the meeting will 
be presented to the executive committee 
in the near future and further details as 
to the agenda will be released early in 
March. 

Reservations for this gathering, to 
which all members of the association are 
invited, should be directed to Presley D. 
Bowen of Poor, Bowen, Bartlett & Ken- 
nedy, 26 S. Calvert Street, Baltimore 3. 


The debate on compulsory automobile 
liability insurance legislation sponsored 
by Governor Thomas E. Dewey of New 
York and the program proposed by the 
stock casualty insurance companies, was 
continued early this week by Ray Mur- 
phy, general counsel, Association of 
Casualty & Surety Companies, who ad- 
dressed a letter to every member of the 
New York Legislature ‘February 22 ad- 
vocating the stock companies proposed 
program, and Superintendent Alfred J. 
Bohlinger of the New York Department, 
who issued a statement on the same day, 
urging the adoption of the legislation to 
make automobile liability insurance man- 
datory, introduced as an administration 
measure. 

Meanwhile, the political angles have 
made themselves clearly apparent in the 
reported action of the Liberal party 
which seldom supports Republican meas- 
ures, in endorsing the compulsory meas- 
ure. In addition, although State Senator 
William H. Hults who was chairman of 
the special joint committee stated em- 
phatically that adoption of the compul- 
sory measure would not lead to estab- 
lishment of a State Fund, the Liberal 
party, in .endorsing the compulsory 
measure also proposed that the bill 
include a special State Fund. 


Murphy on Industry Proposal 


Mr. Murphy declared in his letter 
that greater public protection against 
financially irresponsible motorists will be 
given under the ‘ ‘positive” program sug- 
gested by the casualty insurance indus- 
try than under a compulsory insurance 
law. 

The insurance industry proposals, he 
said, would provide monetary relief to 
innocent victims of traffic accidents and 
would offer a means of keeping irrespon- 
sible drivers off the road. Where these 
proposals have been put into effect, they 
have proved so successful that they have 
made compulsory insurance unnecessary, 
Mr. Murphy stated. 

“There is,’ Mr. Murphy wrote, “a 
strange unreality in the attitude of 
proponents of compulsion. They dwell in 
a realm of pure theory, refusing to face 
the logic of the situation, which is that 
compulsion will leave glaring gaps, will 
not solve the problems involved, and 
will create a host of new problems. They 
dismiss the 26 years’ experience of the 
public, companies, agents and brakers 
in the compulsory field in Massachusetts 
as having no bearing in New York. And 
it should not be forgotten that only a 
vear ago every me< jor segment of the 
insurance business joined in an industry 
report in opposition to compulsory in- 
surance in New York. 

“The fact is that the deficiencies of 
any compulsory bill in failing to provide 
monetary relief for the deserving are 
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NOW AVAILABLE 


A HOSPITAL EXPENSE PLAN 
PAYING 
From $5 to $10 a day for 100 days accident or illness. 
Plus 10 times the daily rate for miscellaneous expense. 
Plus 3 times the daily rate for emergency expense for injury. 
TO WHICH MAY BE ADDED 


Surgical expense providing $125, $225 or $300 maximum. 
Medical expense providing $3 daily for doctor's visits in 



































Bohlinger and Murphy Release Views 
On Pros and Cons of Compulsory Bill 


admitted by the small majority which 
signed the Hults committee report. The 
committee found it necessary to have 
introduced a_ so-called assigned case 
plan bill. 


Explains Assigned Plan 


“The assigned case plan bill is, in 
truth, an unsatisfied judgment fund plan 
by another name. In speaking of an 
unsatisfied judgment fund, the Governor 
said it ‘would solve the problem created 
by the uninsured motorist,’ but ‘1 largely 
at the expense of the insured motorist.’ 
Without arguing that debatable point, it 
should be noted that the proposed as- 
signed case plan would operate entirely 
at the expense of the insured motorist. 
And yet, if a compulsory bill is passed, 
some additional measure will be abso- 
lutely necessary to take care of the 
cases no compulsory bill can cover—if 
they are to be taken care of at all. If 
this is not so, why has the introducer 
of the compulsory bill in the Senate, also 
introduced Senate Resolution 63, to con- 
tinue the committee for study of unsat- 
isfied judgment funds? To pass a 
compulsory bill on the assumption that 
it will solve the problem of the innocent 
and uncompensated victim of motor 
vehicle accidents is to foster a cruel 
delusion. 

“In the message, in relation to an 
unsatisfied judgment fund, the Governor 
states his conviction ‘that this is the 
straight route to a socialized insurance 
system with all its attendant evils.’ With 
equal conviction it can be said that one 
of the evils that can grow out of com- 
pulsion by New York is compulsion in 
every state and a socialized insurance 
system with all its attendant evils 
nationwide. That is not the Governor’s 
intention. It is not mere guesswork, 
however, to say that is exactly what 
some other advocates of compulsion now 
have in mind. First, compulsion, then 
‘constant irritation’ then ‘compensation 
regardless of fault.” Many people who 
have spent their working lives in the 
insurance business, and a great many 
others who have observed the increas- 
ing acceleration of socialism in_ this 
country, which this state has not wholly 
escaped, fear just that. Compulsion will 
not halt socialism—it is a forerunner.” 


Bohlinger Urges Enactment 
of Legislation 


Mr. Bohlinger’s statement urged en- 
actment of the mandatory legislative 
program “proposed to eliminate the 
millions of dollars of social losses caused 
annually by financially irresponsible mo- 
torists.” 

Stating that the proposed mandatory 
insurance bills are the “simple and 
direct” way to solve this problem, Mr. 
Bohlinger urged members of the New 
York State Legislature to support the 
bills introduced last week by members 
of the joint legislative committee on 
unsatisfied judgments and compulsory 
insurance. 

He stated that the proposed laws 
would benefit all responsible motorists, 
explaining that they would do_ so 
“through our traditional free enterprise 
system without the intrusion of the 
State into the insurance business or the 
establishment of a huge State Fund.” 


Encounters Opposition From “Lobbies” 


The legislative program which would 
carry out the recommendations Gover- 
nor Dewey made in his annual message, 
has encountered opposition from stock 
insurance companies and agent lobbies 
which have suggested that a tax sup- 
ported state unsatisfied judgment fund 
be established to pay for the damage 
caused by irresponsible motorists and 
that the cars of these drivers be im- 
pounded after they are involved in an 
accident, according to Mr. Bohlinger. 

The program sponsored by the joint 


(Continued on Page 46) 
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Left to right—Arthur C. Goerlich, dean of the society’s School of Insurance, Ashby 
E. Bladen, vice pres., Aetna (Fire) Insurance Group and Ruby E. Church, librarian. 


The Insurance Society of New York 
with the cooperation of Ashby E. Bla- 
den, vice president of the Aetna (Fire) 
Insurance Group, has placed an exhibit 
in the lobby of the Aetna Fire Building, 
100 William Street, illustrating some of 
the society’s many activities. This build- 
ing was the home of the society from 
1926 to 1940 when it leased from Aetna 
Life space on the 14th floor formerly 
occupied by the Drug and Chemical 
Club. 

The exhibit consists of mounted photo- 
graphic and statistical displays pointing 
out the scope of the activities of the In- 
surance Society’s school and library, and 
presentations indicative of the wide 
range of factual and historical material 
available through the society. One dis- 
play, a map marked with stars, shows 
the worldwide influence of the society. 
Of the 60 nations represented at the 
United Nations, some 50 have sent either 
students or visitors to the society, or 
have non-resident members. 


Include Foreign Directories 


Other presentations include one of 
foreign insurance directories, for which 
there are many calls, and one of his- 





OHIO CASUALTY STATEMENT 


Premiums of $38,544,000 Represent All- 
time High in Volume Written and 
Percentage Increase in 1952 
In connection with the publication of 
its 33rd annual financial statement, the 
Ohio Casualty Insurance Co., Hamilton, 
Ohio, reports premiums of $38,544,000 
written in 1952, an increase of $6,647,000, 
or 20.6%. This is an all-time high, both 
in respect to volume of premiums writ- 

ten and percentage increase. 

The statement shows assets of $6,- 
568,000, an increase of $5,679,000 for the 
year, 

The unearned premium reserve in- 
creased $2,940,000; notwithstanding this, 
the company reported a statutory un- 
derwriting profit before Federal income 
tax of $2,387,000. 

The surplus to policyholders as of 
December 31, 1952, was $12,770,000, an 
increase of $1,580,000 over the figure for 
December 31, 1951. 


GERARD W. HARDEN PROMOTED 
Hartford A. & I. Makes Him Casualty 


Underwriting Superintendent in 
Agents’ Service Office 

Promotion of Gerard W. Harden to 
the position of superintendent of casu- 
alty underwriting in the agents’ service 
department is announced by the Hart- 
ford Accident & Indemnity Co. The 
agents’ service department has head- 
quarters in Hartford and handles the 
company’s New England territory. 
Mr. Harden, who fills the vacancy 


torical interest containing various In- 
surance Department reports ranging 
from the first report of the Massachu- 
setts Insurance Department to present 
day reports from Illinois, Maryland and 
Colorado. This display notes that an In- 
surance Department report for any year 
from any of the 48 states can be re- 
ferred to at the library. 

Another display of historical value is 
the society’s sprinkler collection, while 
still another, indicating the library’s 
function as a source of up-to-date refer- 
ence, displays current speeches, articles 
and clippings. All such material is avail- 
able at the library as soon as it is pub- 
lished. 

The exhibit is housed in three museum 
cases, two of which are the gift of the 
Broker’s Joint Projects Association, 
while the third, built to match the orig- 
inal two and specifically to contain the 
sprinkler collection, was made _ possible 
by funds contributed by the Sprinkler 
Manufacturers Association. Roy Newell 
of the Fire Rating Organization re- 
arranged the sprinkler collection for this 
exhibit. Parker-Allston Associates, Inc., 
aided the society in preparing the ex- 
hibit. 





caused by the recent death of Wolcott 
C. Hamblin, was born in Thompsonville, 
Conn., and educated in the public schools 
of Hartford. He has been associated 
with the Hartford Accident since 1921, 
when he joined the home office statis- 
tical department. In 1940 he became an 
underwriter in the plate glass depart- 
ment of the home office and two years 
later was transferred to the home office 
liability department. In 1943 he was as- 
signed to the agents’ service department 
as a liability and compensation under- 
writer. Two years ago he was placed 
in charge of all liability and compensa- 
tion underwriting in the agents’ service 
department. 

A resident of Rocky Hill, Conn., Mr. 
Harden is a member of the First Com- 
pany, Governor’s Foot Guard, State of 
Connecticut. 


Insurance Counsel to Meet 


In August at Bedford. Pa. 


The Federation of Insurance Counsel 
will hold its 1953 convention at the Bed- 
ford Springs Hotel, Bedford, Pa. Au- 
eust 19-22. it is announced by Charles B. 
Robison of Chicago, president, following 
a meeting of the organization’s officers 
and board of governors in Chicago. 

Kent H. Mevers of Cleveland, execu- 
live vice president, is in charge o1 the 
convention program. The board of gov- 
ernors considered candidates from whom 
the recipient of the Federation’s 1953 
George Henry Tyne award will be 
chosen, but no final selection has yet 
been made. 





SERVICE REVIEW MILESTONE 


New York Inspection Agency Marks 25th 
Anniversary at Luncheon; Bergesen 
and Hub Honored; Receive Gifts 

Service Review, Inc., New York in- 
spection agency, observed its 25th anni- 
versary this month and the milestone 
was commemorated at a surprise lunch- 
eon party in honor of Ralph Bergesen, 
president, and Howard J. Hub, vice 
president and treasurer, in the Drug & 
Chemical Club, New York. 

Arranged by Charles W. Francis, sales 
manager, and George M. Lloyd, general 
manager, the party brought together 
branch office managers and home office 
executives and sales representatives. 
Highspot of the program was the pre- 
sentation of suitably éngraved silver 
platters to Messrs. Bergesen and Hub. 
In addition, Mr. Bergesen received a 
gavel made out of wood from his original 
desk of 25 years ago. 

Another presentation was a parchment 
scroll, signed by key men of the organi- 
zation, which extolled the agency’s lead- 
ership and pledged continued loyalty in 
support of the “fine principles” which 
Messrs. Bergesen and Hub have so ably 
defined over the years. Mr. Lloyd’s con- 
tribution to the success of the party 
was an “epic poem” eulogizing the ca- 
reers of Service Review's top executives. 

The agency’s office was at 11 West 
42nd Street where one small room was 
occupied. Its present sizable headauar- 
ters on the 8th floor of 75 Maiden Lane 
are in sharp contrast to the original 
office. Branch offices are maintained in 
Westchester, Nassau and Suffolk coun- 
ties. New York; in Newark, N. J., and 
in Philadelphia where “on location” serv- 
ice is provided. 

Oldest employe in point of service is 
Henry A. Bergner, manager of the New 
York office, who is observing his 20th 
anniversary year. 


North Carolina Bill Killed 


A bill which would have removed the 
present $8,000 ceiling on benefits paid 
under the North Carolina workmen’s 
compensation law to totally and perma- 
nently injured workers was killed Feb- 
ruary 19, by the employment security 
committee of the lower branch of the 
State Legislature. The bill would have 
permitted such workers to draw monthly 
benefits indefinitely. 

The committee rejected the bill after 
representatives of insurance companies 
said the change would require a 3% in- 
crease in workmen’s compensation in- 
surance rates. Hathaway Cross of 
Raleigh, representing the North Carolina 
Industrial Council, said the rate increase 
would cost employers between $330,000 
and $500,000 a year. 


NEW TRAVELERS BRANCH 
The Travelers Insurance Companies 
have expanded facilities to representatives 
and policyholders in the San Joachim 
Valley of California with the opening of 
a complete branch office in Fresno this 
month. The office is located in the 
Security Bank Building, 1060 Fulton 
Street, and will handle the writing and 
servicing of life, accident, group, casu- 

alty, and fire and marine insurance. 





New Amsterdam Made 
$1,061,936 Profit in ’52 


PREMIUMS AND ASSETS AHEAD 
United States Casualty Showed Net 
Operating Loss of $462,463, Messrs. 
Nelson and Mahon Report 
An over-all net profit for 1952 of 
$1,061,936 was reported to New Amster- 
dam Casualty stockholders at the annual 
meeting, February 19, by J. Arthur Nel- 
son, board chairman, and J. Dougherty 
Mahon, president. This was attributed 
to the increased interest income and 
higher market values for investnients. 
Underwriting experience showed an im- 
provement over that of 1951 “but it was 
not sufficient to show a profit,” the 

stockholders were told. 

The 1952 written premiums totaled 
$51,032,918, an increase of 20.8% over 
1951 production, and net premiums 
earned were $47,006,610. Losses and 
claim expenses incurred for the year 
amounted to $30,334,125 and underwrit- 
ing expenses incurred were $17,705,521. 
Dividends paid to stockhoiders totaled 
$750,000. 

Attention is called to the increase of 
$311,936 in reserve for contingencies 
which, as of last December 31, totaled 
$9,836,003. Paid-up capital continues at 
$1,000,000 and net surplus at $10,000,000, 
making surplus to policyholders $20 
836,003. 

Total admitted assets of $88,585,010 at 
the year-end compared with $79,640,906 
a year ago, a healthy increase. 

United States Casualty’s Results 

Messrs. Nelson and Mahon also pre 
sent the 1952 picture of United States 
Casualty Co., affiliate of the New Ams 
terdam, whose experience improved last 
year but not sufficiently to produce an 
over-all underwriting profit. ; 

United States Casualty produced net 
earned premiums of $22,438,009 compared 
with $18,589,000 in 1951. Its losses and 
claim expenses incurred amounted to 
$15,673,317; underwriting expenses in- 
curred were $8,263,750, and operating 
loss $973,002. After taking credit for 
the gain of $510,539 by adjusting stocks 
and bonds to December, 1952, values, 
the net operating loss was $462,463. To- 
tal dividends paid to stockholders were 
$67,500. 

At the year-end the contingency re- 
serve stood at $1,597,379, a decrease of 
$529,963 for 1952. Capital continued at 
$1,000,000 and surplus at $5,000,000, mak 
ing a surplus to policyholders of $7,- 
597,379. 

The company’s total admitted assets at 
the year-end were $36,987,436 compared 
with $32,626,568 at the close of 1951. 


STANDARD ACCIDENT CHANGES 
Edward F. Delaney has joined the 
New York branch of Standard Accident 
Insurance Co. and its affiliate, Planet 
Insurance Co., Detroit, as claim repre- 
sentative. Donald R. Thompson has been 
added to the Richmond office in a similar 
capacity. Robert S. Elston, claim repre- 
sentative at the Detroit branch has been 
transferred to the Pittsburgh branch. 























Officers promoted at the annual meetings of the boards of directors of the Aetna 

Life Affiliated Companies, February 10, include, left to right, Donald H. Burr, who 

was advanced to secretary in the Aetna Casualty and Surety; H. E. Rowell, named 

secretary of the company’s contract division, and Kenneth T. Cookingham, promoted 
to secretary, fire department, Automobile Insurance Co. 
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Fireman’s Fund Group 
Makes Changes in East 


NUMBER OF TRANSFERS MADE 


Leavitt Manager of Boston Indemnity 
Office With Supervision Over All New 
England Indemnity Operations 


Field changes in the eastern territory 
are announced by Fireman’s Fund Group. 
The organization’s Atlantic marine de- 
partment in New York announced the 
appointment of Weston J. Durant as ma- 
rine special agent for Maine and Rhode 
Island. Mr. Durant will work under the 
supervision of Vernon T. Meador and 
maintain his headquarters at Boston. 
The eastern indemnity department an- 
ag pe the advancement of Mr. Miles 
Leavitt to manager of the Boston in- 
eee office with supervision over all 
indemnity operations in the New Eng- 
land area. Mr. Leavitt has been acting 
manager in Boston since September 3, 
1952. Coincident with the announcement 
concerning Mr. Leavitt’s advancement, 
the department pointed out that casu- 
alty, surety and automobile operations in 
the Boston indemnity office are handled 
by Special Agent Walter Brown, under 
the group coordination of Manager Roy 
French. 
Forster Succeeds Wilson 
Eastern indemnity department 
announced that Frank Forster 
has succeeded Charles Wilson as man- 
ager of be vanes operations in the 
Buffalo office. Lincoln Beale, as as- 
sistant manager, will continue to su- 
vise the underwriting and production 


The 


further 


per 
activities of casualty and surety lines. 
In addition he will assist Mr. Forster in 


the overall administrative functions. 

In the Buffalo office, Lorin Goulding 
has been promoted from special agent 
to assistant manager. He will not only 
assist Mr. Forster in the development 
of fire and marine estiens. but will 
also continue to service the agents in 
his territory as he has in the past. 

Clarence H. Sutphin, Jr., has been 
made branch claim superintendent of the 
Buffalo branch claim offi of Fireman’s 
F und Group. 

‘he organization further announces 
the opening of group headquarters at 
New Haven, Conn. 

FORM “CITIZENS FOR SAFETY” 
Connecticut Auidatihiitinnn of Insurance 
Agents Sponsors State-wide Group; 
Anticipate Membership of 10,000 












Edgar H. Clarke, Hartford, president 
of the Connecticut Association of In- 
surance Agents, announces formation of 
a state-wide organization to curb high- 
way accidents, under sponsorship of the 
association. It will be known as “Citi- 
zens for Safety,” and each subscriber 
will be furnished with a red, metal plate 
bearing that slogan to attach to the 
rear of his automobile. 

Mr. Clarke predicts that the organi- 
zation will have more than 10,000 after 
the first recruitment drive. While the 
program will include the various activi- 
ties which > known to be effective for 





ty, - is essentially a supporting 
3 F aa ne ee Soe *1 
movement and all of its affairs will be 
co nduc ted the highest level of co- 
on with those who are already 
interest of traffic safety. 
35 incorporators 


on 


oper 





acting 








re men throughout the state who are 
leaders in business, industrial, profes- 
a ivic life. Temporary offi- 
Coleman, Hartford at- 





former Mayor of 
executive vice chairman, 


Hartford; 
Raymond §S 








ate, Hartford, vice president, Amer- 
n-Associated Insurance Cos.; secre- 
y-treasurer, William H. Wiley, 


executive secretary of the 
Association of Insurance 
he incorporators include many 











well-known insurance men, among them, 
Harold A McKay, vice president, Trav- 
elers Insurance Co. Taking an active 
part in the formation of the new organi- 


zation is Robert I. Catlin, vice president, 
Aetna Life Affiliated Cos., who is State 
Safety Commissioner. 


Highway 





Central Surety Reports 1952 Figures 


President R. E. McGinnis of the Central Surety & Insurance Corp., 


the following statement of the company’s experience in 1952: 


has issued 


Increase Over 


December 31, 1952 





BOOS Sisuccacbusksn vob eaben sub asa be asd eee en ts Sheen ean wees $19,840,132.79 

ee PO Pe Ee er rere rae eR eee ee ee aa 6,844,874.38 

Premium Reserves 6,544,764.72 

CGR TRAN nin ws onsen 509.05 0506 0sasennses <oe0kb cane ase 659,751.59 
Total Reserves 14,049,390.69 

Capital and Surplus (After payment of Dividends of $200,000) 5,790,742.10 
(Compares with $6,551 Surplus Increase in 1951) 

eet Pee WAM. oie 5 oso n csc cheen ip esn dss souseran sees 12,257,766 ,00 

Perens aver Tone BIS0. ui nc suite cccseencnenntaseesteeenar ees 492,184.00 

Pek See aOR sh cinconareciae sau sane cheese eer 4.2% 

Net Income (Before Federal Income Tax)............-sseee0e 325,148.90 
(Compares with $211,311.01, or $2.11 per share in 1951) 

Net Income (After Federal Income Tax)............eeseese08 272,289.53 
(Compares with $235,737.95, or $2.36 per share in 1951) 

Book Veloce tevemter 32, 1952 ins esa ccc ccc ss avsrccoueeaeeaes 


The benefits realized during 1952 from 


December 31, 1951 
$514,425.77 
—119,865.87 


440,185.77 

28,557.73 
348,877.63 
165,548.14 


57.91 


tion in the over-all earned premium loss 
adjustment 


cx 


held on Feb- 


of 50 cents 


rate increases on automobile liability Tato (including Joss — . . 3 
; , . —_ penses) from 57.9 in 1951 to 57.1 in 1952. 
and workmen’s compensation insurance : : 
zs At the regular quarterly meeting of 
were more than offset by an unprece- the board of directors, 
dented increase in the average cost of ruary 4, a quarterly dividend 


claims, resulting in greater underwriting 


per share was declared, payable Febru- 


losses in those lines than in 1951. Higher ary 16, to stockholders of record Feb- 
loss ratios on automobile liability and ruary 4. 

workmen’s compensation insurance were George R. Jones, manager of the 
more than offset, however, by lower loss company’s fire and inland marine op- 


ratios in other lines, resulting in a reduc- 


erations, was elected a vice president. 





AETNA FILM SHOWN ABROAD 

ae the State Department to use 

“Live and Let Live” Highway Safety 
Film Shown in 21 Foreign Companies 
as Part of Gov’t Overseas Program 

More than 150,000 persons in 21 for- 

eign countries attended showings during totaled 


audiences that 


by the Aetna following a request from 


the award- 


winning movie for this purpose. 

In a report to the company, the State 
Department disclosed that last year 666 
showings of the film had been held for 
151,130 persons. 


1952 of the movie “Live and Let Live,” Countries where the movie was shown 
a highway safety film produced by the included Sweden, Norway, Belgium, 
Aetna Casualty & Surety Co. France, Iran, Argentina, Denmark, Iraq, 

The film showings abroad, a part of Switzerland, Philippines, India, Brazil, 
the U. S. Government’s overseas infor- Kenya, Turkey, Italy, Ethiopia, In- 
mation program, were conducted with donesia, El Salvador, Burma, Pakistan 


prints of “Live and Let Live,” donated and Finland. 
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You sold yourself to them 
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4} Insurance CLIENTS 


You can sell 


The “know how” we 

have gained in our forty years 
of working with general 

insurance men could be a decided 
advantage to you. Want our 
whole story? 


them life 
insurance 


Continental 





Assurance Company 


ORDINARY «+ GROUP + GROUP PERMANENT 





310 S. Michigan Ave., Chicago 4 


Associates: 
Continental Cuma Company « 


Transportation Insurance Company 


United States Life Insurance Company 


Hf your clients want to own, not rent, their disability insurance, 
try Continental for Non Can A&H. 


P.S. 








REJECT FLAT RATE AUTO PLAN 


Both Massachusetts Houses Turn Down 
Proposed Legislation; Insurance Men 
Back Herter’s Demerit Rate Plan 

Both houses of the Massachusetts Leg- 
islature have rejected legislation calling 
for a uniform flat rate charge for com- 
pulsory automobile insurance in place 
of the present zone system. At the same 
time, the legislative committee on insur- 
ance held an all-day hearing on Governor 
Christian A. Herter’s program for a 
demerit rating insurance plan and a long- 
range highway safety campaign. 

Under the Governor’s plan, drivers 
would get “black marks” for accidents 
noted on their licenses and registrations, 
and a “bad” record would cause higher 
rates for the driver or car owner. 

Casualty insurance companies favored 
the Herter plan and pledged their co- 
operation and facilities to the develop- 
ment of the system to make it prove 
workable and fair to all. 

Arthur C. Conley, counsel for the In- 
surance Federation of Massachusetts, 
and Edward F. Connelly, counsel for the 
American Mutual Alliance, both termed 
the Herter program a realistic approach 
to the problems of highway accidents 
and personal injury claims and the con- 
sequent increase in the cost of compul- 
sory insurance. 

Richard J. White, a Herter aide, ex- 
plained the Governor’s program. He said 
that the present zone system of com- 
pulsory insurance would continue and 
that there would be no decided drop in 
rates for some years. Mr. White said 
the plan would start a system under 
which rates would level off and _ that 
there would be no increase. 

State Insurance Commissioner Dennis 
E. Sullivan said the Herter highway 
safety plan “will save lives and save the 


rates.” He said he was critical of some 
aspects of the plan and would file 
amendments. 


DISCUSS TEEN-AGE DRIVERS 


Panel Is Broadcast to New York City 
High Schools by Education Board 
and Young Men’s Board of Trade 
In a special program, produced by the 

New York Board of Education in co- 

operation with the insurance committee 

of the Young Men’s Board of Trade, 
two teen-age drivers from Fort Hamil- 
ton High School were given the oppor- 
tunity to interview T. T. Wiley, traffic 
commissioner of the city of New York, 
and Thomas Seals, assistant educational 
director of the accident prevention de- 
partment of the Association of Casualty 
& Surety Companies. 


The panel discussion was broadcast 
over WNYE, the FM station for the 
New York schools. Carried right into 


the classrooms by a special Board of 
Education hookup, it was beamed par- 
ticularly at the senior high schools of 
all boroughs. 

In line with the advice to learn to 
drive correctly Richard J. O’Connor, di- 
rector of driver education of the New 
York City Board of Education, explained 
dete ils of the program now conducted 
in senior high schools by his depart- 
ment. 

The broadcast was prepared by Jean 
A. Eicks for WNYE, and Thomas A. 
Sperry, Jr. for the Young Men’s Board 
of Trade. 


American Surety Appoints 
Dickman at Minneapolis 


The American Surety Co. announces 
the appointment of Donald W. Dickman 
as assistant manager of the Minneapo- 
lis branch office to replace Sheldon S. 


Pond who moves to New York as a 
sales promotion manager at the home 
office. 

Mr. Dickman was employed in 1934 


at the Scranton branch office. He was 
appointed a_speciz ul agent at Scranton 
and served in various production and 
underwriting capacities until October 
16, 1950, when he was named assistant 
manager of that office. 
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mmm" UNDERWRITER accom 
Earned Losses 
. Company Premiums Incurred 
A.& H. Earned Premiumsand Incurred 92". ot pate: 
ee re eee eee $ 32,826,373 $ 17,162,521 
L ‘ 80 Sh f Cancellable Accident & Health............... 919,130 264,492 
Co n for 1952 ee 
OSSes O S. OW or $ 33,745,503 $ 17,427,013 
A clear-cut picture of the fast moving pace of A. & H. production, both indi- Washington National 

vidual and group, is shown in the following tabulation of the 1952 earned premiums Group Accident & Health and Statutory Dis- 

and losses incurred by 80 companies, as reported to The Eastern Underwriter. MINEO SIME oD oo, wane e's otioegaeae $ 7,650,119 $ 5,897,228 

Mutual Benefit H. & A. of Omaha continues to hold the distinction as the largest Commercial A. & H., Hospitalization, Indus- 

single carrier writing A. & H. insurance exclusively, but it is outranked by three trial A. & H. and Newspaper Accident. ... 19,463,651 S.471,573 

large companies—Metropolitan Life, Aetna Life and Travelers—because of their $ 27,113,770 $ 14,368,801 

sizable group A. & H. production. : 

, : See. - see. 2 EST es. ee Pacific Mutual Life 
Metropolitan Life waimtained No. 1 position among the nation’s A. & H. writers Gout detieah & Veckth end Stetutery Dis- 

with earned premiums of $189,346,476 compared with $162,118,938 in 1951. Aetna I oo ag c's wane dans ; $ 10,831,212 $ 10,222,007 

Life was second with $142,594,392, a $20,000,000 increase over its 1951 production. MA MMERR ET ON TRIT os Sho < a5: 5.6 020 Oa eek a ao artes 1,558,328 527,158 

The Travelers continued in third place with $118,951,087 in earned premiums com- — , ea’ aaa eee an reer ns ——- poe 

. : c : - e t ee Tee ere 

pared with $108,322,691 in 1951. Mutual of Omaha in fourth place exceeded Hos tal & ™. dic 1E 1410113 695 718 

$97,500,000 and doubled its 1952 group A. & H. business. Its 1951 production was ata re aap Seer? Kote 

$90,111,564. Continental Casualty, fifth in line, continued its drive for A. & H. volume, $ 20,513,054 $ 14,757,579 

and topped the $70,000,000 mark compared with $63,090,603 in 1951. 

~ ‘ : : i ; iberty Mutual 
The five next largest writers were the Prudential with $60,343,400; Connecticut " yp tine & Health and Statutory Dis- 

General Life with $47,974,823; Provident Life & Accident with $36,737,359; Reserve Pe a era eer $ 17,838,202 $ 15,567,546 

Life of Dallas with $33,745,503, and Washington National with $27,113,770. Individual Personal Accident & Health.................. 530,011 477,166 

company results follow: $ 18,368,213 $ 16,044,712 

Earned Losses Loyalty Group Companies (Metropolitan Casualty 
Company Premiums Incurred and Commercial Insurance Cos.) 
. : Group Accident & Health.................... $ 11,994,110 $ 7,386,218 

Metropolitan Life P oxiagagiin 
Group Accident & Health.................... $166,491,232 $134,610,643 —— re Benefits................. pr poe 
SEIEPOHEE) PRUEIEEE, 58 oh. c-oos.s ca tteeagcwaies 8,636,135 3,793,717 Ciananas Heal an NN Tes aaa Sila 98.957 32-338 
Commercial Health & Accident .............. 12,911,607 6,898,426 I aiiek & de . & He : ith apes sa se 3 145.650 1 312 785 
CN ilo ae age lacie kein 1,258,460 412,551 acusteie: Accent vise pedicle ch iaeriaabtaed ia anon — 
Non-Can. Accident & Health................. 49,042 93,400 $ 16,606,190 $ 9,435,562 

: $189,346,476 $145,808,737 Loss figures do not include loss expenses. 
Total dividends paid to policyholders—$17,899,642. 
ae a Business Men’s Assurance 
ieisins 428 Group Accident & Health.................... $ 8,705,281 $ 6,200,574 
etna Life ial Accident & Health............... 3,890,599 1,818,653 
Group Accident & Health.................... $135,940,240 $118,078,579 ae oe 
Cc 0 ge seals: Ae 6.052533 2001116 Pe ROE Pere rere cre 2,092,582 1,240,793 
OTOP CHN CEERI E55 ohn oe acs Sacedieee oes 052, ,001, 2 ; oer Hethhes Sk 94,657 46,261 
NNN PIII, vos ceeds sosos snes svc 532,402 174,000 ne Pr 
Non-Can. Accident & Health................. 69,217 169,420 $ 14,783,119 $ 9,306,281 
$142,594,392 $120,423,115 National Casualty 
PUM EEMMUIR 05-0 oe eases osc abcde ss $ 14,441,013 $ 9,165,705 
Travelers 
Group Accident & Health and Statutory Dis- Paul Revere Life 
SSNE NE RSONIBUAOS 4.5 'o ore oon. o's aisle lp inisi8'e isso) =s0/2 $ 98,684,670 $ 85,549,025 Group Accident & Health.................... $ 2,673,231 $ 2,409,769 
Commercial ActiGent ...0<< sccesecescceseeses 18,149,736 6,412,716 Statutory Disability Benefits................. 173,426 141,215 
eer cl | GG TOSS a ae ea 2,075,199 919,890 Non-Can. Accident & Health....... 10,801,198 5,246,305 
Non-Can. Accident & Health................. 41,482 75,188 a —————— 
——_—_————_ ————— $ 13,647,855 $ 7,797,289 
$118,951,087 $ 92,956,819 
Monarch Life 

Mutual Benefit Health & Accident Group Accident & Health.................... $ 99,031 $ 102,917 
Group Accident & Health.................... $ 5,060,589 $ 4,834,075 Statutory Disability Benefits................. 25,481 13,966 
Statutory Disability Benefits................. 472,121 203,911 CGOMIMOTCIEN  ECHIOTIE, . oeisc ce accccieccc ee cesenue 27,632 8,680 
COMNTOEOIME PIBEIMOUE 6 cic cies csec oc ce saison 1,590,612 566,609 Commercial Health & Accident............... 95,196 75,147 
Commercial Health & Accident......,....... 53,495,308 31,920,137 Hospitalization, Medical & Surgical.......... 567,935 368,499 
J ie Sr 36,256,564 21,719,966 Non-Can. Accident & Health................. 10,863,345 5,355,651 
Non-Can. Accident & Health................. 631,511 473,954 ——____—. a 

—__—_—- —_ $ 11,678,620 $ 5,924,860 
$ 97,506,705 $ 59,718,652 
2 Zurich General Accident & Liability 

Continental Casualty Group Accident & Health and Statutory Dis- 

Group Accident & Health and Statutory Dis- OV ae ee $ 11,078,328 $ 7,521,887 

MM ENE ENN TN OR ooo 5 aaa, 5 osha bse bie oo sige ik Ss $ 22,297,848 $ 14,779,676 Commercial Accident .................2.0000: 40,394 13,747 

DNR as Ned Rete eer gel Pies 8 i  eiarchgs dS Ta 16,002,659 5,219,380 Le ae 22,234 16,393 

Ra I ee ieee 32,050,013 16,146,447 —__—__——_— -__ 

Non-Can. Accident & Health................. 220,362 462,352 $ 11,140,956 $ 7,552,027 
$ 70,570,882 $ 36,607,855 American Casualty 

Group Accident & Health.................... $ 7,631,883 $ 4,106,627 

The Prudential Statutory Disability Benefits .. ee 371,816 241,002 
Group Accident & Health.................... $ 59,596,838 $ 46,625,653 Cre GHE RMEIOININE oo. 6 5.6. 6so doe sa cacesans 3,038,312 1,484,620 
Non-Can. Accident & Health................. 746,562 115,310 ——_—_— oa 

—_—_—_—_—_—_—_ rs $ 11,042,011 $ 5,832,249 
$ 60,343,400 $ 46,740,963 
World Insurance Co. 

Connecticut General Life Group Accident & Health.................... $ 458,652 $ 422,866 
Group Accident & Health.................... $ 35,351,195 $ 31,789,694 Commercial Accident Only................... 150,262 136,706 
Statutory Disability Benefits................. 9,004,159 6,854,910 Commercial Health & Accident............... 8,015,630 2,838,133 
Commercial Accident ................00ccee08 2,929,778 1,136,249 Hospitalization & Medical.................... 2,020,375 1,220,804 
ee ER ae 576,411 138,147 Non-Can. Accident & Health................. 54,076 18,267 
J OO ee eee 25,054 13,815 —_— —————- 
Non-Can. Accident & Health................. 88,226 190,249 $ 10,698,995 $ 4,636,776 

$ 47,974,823 $ 40,123,064 Massachusetts Protective 
; Commercial Accident & Health............... $ 112,597 $ 88,315 

Provident Life & Accident Non-Can. Accident & Health................. 10,315,409 4,860,044 
Group Accident & Health.................... $ 27,468,705 $ 23,306,873 ———— —_———— 
Individual Accident & Health................ 9,105,135 4,378,448 $ 10,428,006 $ 4,948,359 
Non-Can. Accident & Health................. 163,519 42,727 

—__—_- —————_ North American Accident 
$ 36,737,359 $ 27,728,048 Fe EE eee eee or $ 9,688,580 $ 4,194,796 
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Company 


Lumbermens Mutual Casualty 
Group Accident & Health.................... 


Personal Accident ............ 


Great-West Life 
Group Accident & Health and Statutory Dis- 
PMY REE. Schack acuccesecckueses ; 
Commercial Accident ....... : 
Commercial Health .......... 
Hospitalization 


Combined Insurance Co. of America 
Non-Can. Accident ........... 
NS ae ee 
PY Se RIINUD iss ow cee dns as Sedna caw 
emamprnn) Bema . cso oes. c ed teceecs aunss 
Hospitalization 


Non-Can. Accident & Health... 


Lincoln National Life 
Group Accident & Health and Statutory Dis- 
LS eee opera 
ae ee WE ee eee re 
SPeEERE TUDDNUEIR coos bos Shoo bites ee atas een 
Hospitalization 


Non-Can. Accident & Health. . 


Union Casualty & Life 
Accident & Health .. 


Inter-Ocean 
Group Accident & Health............. 
SEE OIE oor brig wick bts oak oa nou eeee tien 
Commercial Accident & Health............... 
Hospitalization 


United States Life 
Group Accident & Health.... See ieaiae 
Statutory Disability Benefits................. 
ee ES Se ee ee er 
Hospitalization 


Sterling Insurance Co. 
Group Accident & Health.................... 
Commercial Accident & Health............... 
Hospitalization 


Non-Can. Accident & Health................. 


Commercial Travelers 
Commercial A. & H. & Hospitalization....... 


Woodmen Accident and Woodmen Central 
Assurance 
Group Accident & Health.................. : 
Commercial A. & H. & Hospitalization....... 
Non-Can. Accident & Health................. 


Security Mutual Life 
Group Accident & Health.......... 
Commercial Accident & Health.... 


Federal Life & Casualty 
Group Accident & Health and Statutory Dis- 
PE IER oo cos cc sbedsice ewes 
Commercial Accident & Health............... 
Hospitalization 


Massachusetts Indemnity 
se ee ee ne ace 
Non-Cancellable pie hee: 


Hartford Accident & Indemnity 
Group Accident & Health... 
Statutory Disability Benefits. 
Commercial Accident . 
Cigmenenened ROMIEER. CoS ccdc cedgadsescdsseces 


Earned 


Premiums 


$ 7,014,000 
2,429,000 


$ 9,443,000 


$ 8,327,798 
303,966 
221,538 
122,386 


$ 8,975,688 


$ 4,393,828 
16,266 
161,958 
509,471 
2,752,363 
8,195 


$ 7,842,081 


$ 6,348,278 
176,783 
1,032,185 
2,160 
218,595 


$ 7,778,001 
$ 7,592,514 


$ 1,362,304 
375,038 
4,519,833 
875,604 


$ 7,132,779 


$ 5,035,973 
803,640 
904,849 

76,225 


$ 6,820,687 


$ 40,847 
2,470,976 
3,443,786 

564,527 


$ 6,520,136 


$ 5,699,818 


$ 371,187 
5,189,717 
3,281 


$ 5,564,185 
$ 3,775,000 

1,516,000 
$ 5,291,000 


$ 210,516 
1,394,856 
3,440,711 


$ 5,046,087 
$ 191,056 
4,834,250 
$ 5,025,306 
$ 497,649 
2,430,832 


1,708,220 
187,334 


$ 4,824,035 





Losses 
Incurred 


$ 5,134,000 
1,379,000 


$ 6,513,009 


$ 7,085.673 
120.197 
81,059 
€2,959 


$ 7,359,888 


$ 1,685,256 
4,501 

69,613 
222,645 
1,462,602 
3,339 


$ 3,448 955 


$ 5,683,717 
130,436 
464,734 

3,555 
81,866 


$ 6,364,308 
$ 6,676,919 


$ 1,154,483 
199,543 
2,227,753 
487,510 


$ 4,060,289 


$ 4,293,846 
720,779 
525,320 

33,799 


$ 5,573,744 


$ 42,408 
1,306,333 
2,207,791 

238,462 


$ 3,794,994 


$ 4,097,835 


$ 331,470 
2,632,009 
2,815 


$ 2,966,294 
$ 2,130,000 
828,000 


$ 2,958,000 


$ 27,891 
581,956 
1,847,679 


$ 2,557,526 
$ 116,696 
1,627,030 
$ 1,743,726 
$ 265,980 
2,006,027 


615,870 
81,543 





$ 2,969,420 





Company 


Royal-Liverpool Insurance Group 
Group Accident & Health.................... 
Statutory Disability Benefits................. 
KConbmerciml WADOMBPIE 6k a5 cc bods bc bse diees 
See eee eee 
Hospitalization (included in Commercial 


A. & H. figures) 


*Loss figures include loss expense incurred. 

New York Life 
Group Accident & Health.................... 
Statutory Disability Benefits . 
KSomimercial POKRMONE 55 os Sik esc ancses ss 
piameercihl BEMeEt S5. Rese se eee es 
Hospitalization 


Craftsman Insurance Co. 


ES de eee nye nee amt rte 


Employers Mutual Liability 
Group Accident & Health................... 
Statutory Disability Benehts: ......65...4455 505% 


Loyal Protective Life 
Group Accident & Health.................... 
Statutory Disability Benefits ................ 
Commercial Accident & Health............... 
Hospitalization 


Non-Can. Accident & Health................. 


Republic National Life 
Group Accident & Health.................... 
Commercial Accident ..... 22.006 s¢ssses00008% 
ASOMNNPEEAD RAOOREO 5.533000 9a, 5 oe ow ose ee o's 
Hospitalization 


General Accident 
Group Accident & Health.................... 
Statutory Disability Benefits . 
Commercial Accident & Health............... 
Hospitalization and Mo. Prem. A. & H....... 


Union Mutual Life 
Group Accident & Health and Statutory Dis- 
Mitty. MONEE. Soo sco. une esses cae ses 
Commercial A. & H. & Hospitalization....... 
Non-Can. Accident & Health................. 


Indemnity of North America 
Group Accident & Health and Statutory Dis- 
isn TINE) 8 58 Sigs suits as isie pt enw ets lowe 
Commercial Accident * 
ROR MAIARL MEOREE Gud es aocies coe eenecas 


* Includes aviation, 


Time Insurance Co. 
Group ccsdent 1 TARR 6. oo one cece cts 
Commercial A. & H. & Hospitalization....... 


Massachusetts Bonding 
Group Accident & Health.................... 
Statutory Disability Benefits................. 
MGOIMIENCAAL PROOIBAE. 6 occ cic cseciss beds oe sels 
Gomumorcial S1GG1th 5 i425. 506 ccaes ese eee e ss 


Great American Reserve 
KSpiERTEE PACINO 6 reco es oie se nas cas 
Commercial Accident & Health............... 
Hospitalization 


Maryland Casualty 
Group Accident & Health.................... 
Statutory Disability Benefits................. 
Commercial Accitient 62.26. ieeceees 
Mee de Le. he ot a a 
Hospitalization (included above) 


* Claim expense not included. 





short term travel, special risks, etc. 














Earned Losses 
Premiums Incurred 
$ 1,005,497 $ 826,954 
1,298,019 825,093 
1,250,400 765,016 
1,076,512 693,218 
$ 4,630,428 $ 3,110,281 
3,359,541 $ 3,182,747 
96,247 82,463 
714,536 328,899 
427,380 120,478 
29,275 12,245 
$ 4,626,979 $ 3,726,832 
$ 4,545,809 $ 2,320,536 
$ 2,716,474 $ 2,515,400 
1,217,110 565,922 
$ 3,933,584 $ 3,081,322 
$ 118,013 $ 100,029 
1,739 753 
315,982 148,648 
158,362 74,234 
3,154,841 1,001,043 
$ 3,748,937 $ 1,324,707 
$ 2,130,920 $ 1,871,193 
161,528 31,152 
60,541 32,722 
1,332,489 917,023 
$ 3,685,478 $ 2,852,090 
$ 890,945 $ 481,045 
146,333 62,228 
758,093 288,174 
1,792,920 831,310 
$ 3,588,291 $ 1,662,757 
2,009,724 $ 1,715,026 
605,961 285,035 
957,701 255,283 
$ 3,573,386 $ 2,255,344 
1,584,886 $ 1,141,556 
1,584,946 396,290 
115,535 16,974 
$ 3,285,367 $ 1,554,820 
$ 946,599 $ 826,023 
2,254,358 1,194,419 
$ 3,200,957 $ 2,020,442 
$ 440,903 $ 296,774 
228,530 118,487 
1,186,122 410,094 
1,286,029 741,001 

$ 3,141,584 $ 1,566,356 
$ 81,221 $ —«-17,361 
459,882 191,181 
2,537,449 1,667,065 
$ 3,078,552 $ 1,875,607 
$ 699,406 *$ 417,199 
244,458 147,007 
1,544,061 574,942 
380,288 174,057 

$ 2,868,213 $ 1,313,205 


(Continued on Page 42) 
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You can’t judge a book by its cover 


Or a man’s honesty by his face 


Employers Need FIDELITY BON DS 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 
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Earned Losses 
Company Premiums Incurred 
Standard Accident 
Group Accident & Health and Statutory Dis- 

Co OS Se ee re eee $ 1,769,329 $ 1,242,110 
(ES nC ES er ee 995,314 388,901 
CIEE PUINOR 50.6 5 icin no Sdn Boe a 5-490 00 OK 90,197 37,878 
| NE SI Ge , Capea eran er epee ee 172 25 

$ 2,855,012 $ 1,668,914 
Fireman’s Fund Indemnity 
Group Accident & Health.................... $ 62,286 $ 55,488 
Statutory Disability Benefits................. 1,497,776 936,512 
Commercial A. & H. and Hospitalization..... 1,071,502 522,657 
$ 2,631,564 $ 1,514,657 
Federal Life 
Group Accident & Health.................... $ 376,994 $ 299,413 
Statutory Disability Benefits................. 345,198 229,165 
CCambeerrsel PeeeRE . ws. oc eek cece sn caceces 42,573 35,198 
LANE SEEMRBTOD G5 cis nsec cnccebantiswesbers-s 340,404 106,359 
PMEEIEDS 20s ok cs acter ace Meee 324,561 150,093 
Non-Can. Accident & Health................. 160,144 268,211 
oe SEE ee ree 809,543 334,077 
TD ION ooo 5S ou wae canteens esieeu> a 114,979 44,484 
Ra EONS oie ass 2s boon panne ssoeneee es 46,460 6,506 
$ 2,560,856 $ 1,473,506 
Columbian National Life 
Group Accident & Health and Statutory Dis- 

St EE. ous ok cuss canke ashes eee 1,773,520 $ 1,727,862 
oe ne ee ee ee are 247,800 120,463 
Commercial Accident & Health............... 215,884 126,916 
SP NNMEMRUOIRY cn ee iosicncaer wise nsbeneensG 276,220 140,351 

$ 2,513,424 $ 2,115,592 
Illinois Mutual Casualty 
ee I PUMNNENE kc oi. See areas skee'o tno $ 2,302,844 $ 1,186,468 
American Health 
PRR UC AP RINENN S506 s'b ove uaibec wae eke nse $ 2,072,831 $ 1,041,194 
Figures on premiums written to losses paid basis. 
Northern Life 
Group Accident & Health ................... $ 204,899 $ 155,483 
Commercial Accident .................0-0005: 443,237 161,186 
Commercial Accident & Health............... 686,727 256,577 
RUNNIN Sos cts oe os bcnechanrecat saa we 706,967 343,600 
$ 2,041,830 $ 916,846 
National Accident & Health 
Accident & Health & Hospitalization......... $ 2,036,751 $ 654,385 
United States F. & G. , 
Group Accident & Health.................... $ 560,039 $ 319,685 
Statutory Disability Benefits................. 109,687 39,766 
oe ee ER | a a eae 1,116,207 400,466 
LANNE BOUIN ooo. oon ocbobssascs<n one 172,652 76,848 
Non-Can. Accident & Health................. 2,727 At | | 
$ 1,961,312 $ 839,476 
Progressive Life 
Industrial Accident, Health, Non-Can. and 

7 TS ee Se ee | ne eer eraee $ 1,056,587 $ 362,478 
Statutory Disability Benefits................. 193,030 119,644 
Commercial Accident .......................- 3,441 1,951 
Commercial Accident & Health............... 17,493 7,879 
REINS Se pe an aeek sos 630,433 407,060 
Non-Can. Accident & Health................. 6,494 3,074 

$ 1,907,478 $ 902,086 


A ooo 


MU 








aa” CASUALTY COMPANY 





Underwriters of 





250 WEST 57th STREET 


NEW YORK 19, N. Y. 
| Plaza 7-6490 


ACCIDENT ano HEALTH insurance 
Group and D.B.L. © 


Association @ 


Individual and Family 
Disability Income 
Hospitalization 
Surgical—Medical 








Earned 









Losses 





Company Premiums Incurred 
Empire State Mutual Life 
Group Accident & Health ................... $ 38,636 $ 27,471 
Statutory Disability Benefits................. 25,334 12,026 
Commercial Accident & Health............... 1,045,159 453,528 
RUS MNIERONN hs eee ete ar ahw ue Nese sae 703,952 352,225 
$ 1,813,081 $ 845,250 
Fidelity & Casualty 
RGDEPEIAL FARCHOBME 42654005 b0cbssee ceed ceices $ 1,524,574 $ 407,154 
RSCREONICES CRMMENS, Sic(i sro.cas os s5Ge sop ae bower 41,701 17,530 
$ 1,566,275 $ 424,684 
West Coast Life 
Group Accident & Health.................... $ 674,169 $ 583,335 
Statutory Disability Benefits................. 298,530 290,298 
Commercial Accident & Health and Hospitali- 
RMA: Lu oaechac eens Uh T eno Renu caus Caee 272,353 111,718 
$ 1,245,052 $ 985,351 
Inter-State Business Men’s Accident 
Group Accident & Health.................... $ 54,752 $ 37,965 
ee Se eee 337,756 91,177 
ORES es | EE ee 821,516 522,994 
Hospitalization (included above) 
$ 1,214,024 $ 652,136 
Wisconsin National Life 
ACOrmROPCIRE PRECHIOME 6 ooi.5 oo5 6c. soses ean oceeere $ 58,001 $ 14,785 
Commercial Health & Accident............... 319,685 104,633 
REDRNREDIERINOR (5.05.cos sca po sno oes sees snus 569,202 312,348 
Non-Can. Accident & Health................. 312 17 
$ 947,200 $ 431,783 
Eastern Casualty 
Group Accident & Health and Statutory Dis- 

USNRAR Ay PENRO 5 av 1s oe as akg Vie ise aie a 56 e $ 795,116 $ 448.479 
Ropivaniarictel PARKA «6.0 55. 5.4 6h esses ed seeees 20,508 5,932 
ee te CS. Ne ne 106,957 30,847 
Hospitalization (included above) 

$ 922,581 $ 485,258 
Ocean-Columbia Companies 
Group Accident & Health.................... $ 1,548 $ 127 
Statutory Disability Benefits................. 44,358 16,313 
Ce SN So eS Re ee re 452,834 122,407 
RONMPICNIAN SEMIN os 8 Gt Sag Soc eens on 398,451 209,157 
$ 897,191 $ 348,004 
North American Life 
Group Accident & Health.................... $ 115,623 $ 107,020 
Commercial Accident ...............ceeeeeee: 7,711 2,879 
Commercial Health & Accident.............. 132,635 32,327 
PRUIUMMEIERTECN occ nisin aso sae oue sess 6 534,334 305,911 
Non-Can. Accident & Health ................ 806 —8 
$ 791,109 $ 448,129 
New Amsterdam Casualty 
Statutory Disability Benefits................. $ 292,483 $ 100.218 
AGOTNIIINCAAL PROCIIOINE: so -6 5. 555 ooo cisco eeiss cee 315,873 87,675 
Tee ee a 75,702 33,305 
Hospitalization (Included above) 
$ 684,058 $ 221,198 
Glens Falls Indemnity 
Group Accident & Health.................... $ 27,389 $ 15.478 
Statutory Disability Benefits................. 174,730 50 864 
Commercial Accident ....... a ee ee 426,364 106,820 
ROMNNERSIRNID AMENER © 6a -c isos 2 Sees aos ceo aele ona 23,265 7,203 
$ 651,748 $ 180,365 
Phoenix Indemnity 
Commercial Accident and Group Accident... . $ 565,457 $ 205,000 
RGIEENCRL CRMEED abso eco swine osc) Sacedeecaws 47,167 11,983 
$ 612,624 $ 216,983 
Crown Life 
Group Accident & Health.................... $ 441,400 $ 333,500 
Statutory Disability Benefits (New Jersey)... 14,000 12,400 
$ 455,400 $ 345,900 
Minnesota Commercial Men’s : 
ROMANE RIDONICRELN PRANNEIDIEE: 555545 5 0c e650 ose sae old oan $ 120,030 $ 54,855 
CSSIMIMIEAS TRRMRURER: icc sie dhwo oo sss ocedeweun 180,971 116,918 
RESOBTIRETEDN 525s Rare o hess sok bak sawbasars 49,304 38,520 
$ 350,305 $ 210,293 
Empire Life & Accident 
Weekly Premium Accident & Health........ $ 254,530 $ 86,631 


(Continued on Page 44) 
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V. J. Skutt Receives Safety 
Award Plaque From Dearborn 





(eft), 


president of 


Ned Dearborn 
the National Safety Council, is present- 


ing a public safety award plaque to 
V. J. Skutt, president of Mutual of 
Omaha, acknowledging his company’s 


noteworthy contributions to the nation’s 
safety. The award was presented to 
Mr. Skutt recently when Mr. Dearborn 
visited Omaha to address the Omaha 
Post No. 1 of the American Legion on 
satety. 


American-Associated Cos. 


(Continued from Page 36) 


the lines written contributed to the 
over-all underwriting improvement, but 
“the most important single factor has 
been the realization in the earned pre- 
mium account of a portion of the bene- 
fits contained in the higher rates for 
the automobile liability lines.” 

He was encouraged by the 1952 sta- 
tistics which indicate a moderate reduc- 
tion in the rate of auto B.I. and P.D. 
claims reported as related to units of 
exposure. “This raises our hopes,” he 
remarked, “that the concerted efforts of 
the insurance industry and many other 
agencies are producing favorable results 
in the effort to achieve greater care and 
safety in the use of motor vehicles. How- 
ever, further increases in the average 
cost of settling claims is an off- setting 
factor. Even greater effort is imperative 
on the part of all if real progress is to 
be made in reducing the needless toll 
exacted by avoidable accidents.” 

Mr. Schleyer noted that many states 
authorized rate increases last year on 
other lines of business, notably for cer- 
tain classifications of liability other than 
auto. “As these increases become effec- 
tive in earnings they should contribute 
to forther improvement,” he said. 

Workmen’s compensation experience 
continues to be unfavorable, Mr. Schleyer 
declared, and while some scattered rate 
increases were authorized, the higher 
rates in some instances have been ac- 
companied by increased benefits which 
will absorb much, if not all, of the 
higher premium income. 

He then said that the progress being 
made by American-Associated Compa- 
nies in diversification of business “has 
been obscured in recent years by the 
rate increases which have been concen- 
trated in the automobile liability lines. 
Nevertheless, gratifying gains have been 
made in the volume of genet ral property 
fire and bonding premiums.” 

In closing Mr. Schleyer declared: “In- 
dications are accumulating that the wave 
of inflation which became evident fol- 
lowing outbreak of the Korean war may 
be subsiding. The rise in operating ex- 
penses and loss costs which followed 
in its wake was harmful to the insur- 
ance industry because necessary adjust- 
ment in rates could not be made quickly 
enough to prevent underwriting losses. 
If the general price level stabilizes or 
recedes, the ultimate effects should be 
quite beneficial.” 


Zurich’s Safety Zone Film on 


Psychoneurosis in Demand 
The Zurich-American Insurance Com- 
panies report a surprisingly big demand 
for its latest safety zone sound slide- 
film, “Weathering the Storms,” which 
“blasts the mystery and the fallacious 
ideas about psychoneurosis.” 

This film was prepared for January 
distribution with the help of one of the 
nation’s outstanding neuropsychiatrists, 
and is part of Zurich’s conservation pro- 
gram. Its purpose, the company explains, 
is to give a better understanding to in- 
dustrial audiences, store and office per- 
sonnel, etc., as to the nature of psy- 
choneurosis, what it is and how it is 
caused. 

The remedial advice given in this 
leaflet is (1) to consult someone who 
is in a position to understand “your 
problem” and who will be able to help 
solve it; (2) “face your problems, 
whether physical or mental” on an adult 
level, and if you cannot clear them up— 
try to adjust to them; (3) avoid fear, 
worry, indecision and self- -pity as they 
will only make troubles seem worse; 
(4) keep physically fit by getting enough 
good, wholesome recreation and the 
right kind of food, and (5) “keep fit, 
keep your head, keep your self-confi- 
dence and good humor... 


New York A. & H. Club to 
Hold Dinner Meeting Mar. 12 


The Accident & Health Club of New 
York will conduct a panel on A. & H. 
underwriting at its dinner meeting, 
Thursday, March 12, at Whyte’s Res- 
taurant, Fulton Street, New York. The 
subject, treated from both medical and 
lay points of view, will be handled by 
Ray Hills, secretary, Great American In- 
demnity, as moderator. 


R. W. Fairbanks Scores 39 
Apps. on Black Cat Day 


Richard W. Fairbanks, one of the 
bw known New York City producers of 
A. & H. and life insurance who is now 
an office agent of the Aetna Life in its 
42nd Street office, made a new high rec- 
ord on Black Cat Day, Friday, February 
13, when he turned in 39 accident insur- 
ance applications, all the result of per- 
sonal solicitations. According to Fred 
Theis, manager of Aetna’s uptown 
branch, this was a record-breaking score 
for Black Cat Day. 

ae over 35 years Mr. Fairbanks has 
sold A. & H. and life insurance and in 
this ets he has served as an agent 
for the Connecticut General Life, a gen- 





RICHARD W. 


eral agent of United States Life, 


FAIRBANKS 


and 


for the past five years as office agent of 


the Aetna Life. 





years says, “I added $2, 
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Bill Loynd, general insurance man for many 
756.92 to my income last 
year by selling Life to my regular accounts.” 

Bill Loynd is just one of thousands of general 
insurance men making money through Pruden- 


service. 


tial’s Life Department plan. Our Life Depart- 


Take advantage of this 
Call the Prudential Ordinary 
nearest you or mail this coupon. 


"I added 
$2,756.92 


to my income’ 


WILLAM R. LOYND 


Loynd & Lindquist, Tarentum, Pa. 


selling easier for you. 








Show me how your “Life Department” 
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To: Brokerage Service, The Prudential 
Newark, New Jersey 


plan will benefit me. 
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Home Office: Newark, N. J. 





Canadian Head Office: Toronto, Ont. 


A mutual life insurance company 





ment plan is especially designed to make life 


money-making free 
Agency 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


Southwestern Home Office: Houston, Texas 
Western Home Office: Los Angeles, Calif. 
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Follmann Before A. & H. 
Men in Philadelphia 


RESPONSIBILITIES 






TALKS ON 





Welcomes New Companies in Field But 
Hopes Business Is Not on Road to 
Suicidal Competition as Heretofore 






The responsibilities of insurance com- 
panies in the accident and health field 
were stressed in an address, February 9, 
by J. F. Follmann, Jr., general manager 
of the Bureau of Accident & Health 
Underwriters. Speaking before the Life, 
Accident & Health Claims Association 
of Philadelphia at a meeting of the asso- 
ciation at the home office of the Fidelity 
Mutual Life Insurance Co., Mr. Foll- 
mann stressed also the responsibilities 
of producers, regulatory officials, and in- 
surance associations to the public. 

Pointing to the tremendous growth of 
accident and health insurance coverages 
in recent years, the speaker expressed 
favorable comment with respect to the 
entrance into that field in recent years 
of several prominent and reputable life, 
casualty, and fire insurance companies. 

“The entrance of these companies into 
the accident and health field) cannot 
help but lift the level of that business,” 
“Already the additional com- 













































































he said. 


petitive impulse is being felt and _ this, 
in turn, has caused many companies 
long in the field to respond to these 
competitive demands. These companies 


have brought new ideas to the field. 
They will help the cause of private in- 
surance by insuring more persons each 
vear.” The speaker cautioned, however, 
‘it is hoped that the business is not 
now on the road to competitive suicide 
as happened once before in the late 
1920's. Accident and health insurance 
must be written with extreme regard to 
sound insurance principles. It is a busi- 
ness of delayed reactions. Many years 
are required to test the true worth and 
reaction of any development. The start- 
ing point of trouble in this field cannot 
wey anything but guessed at for many 
vears. Hence, while this refreshing com- 
petitive impetus, along with the many 
developments going on in the business, 
are good to see, a word of serious cau- 
tion must always be spoken before it is 
too late.” 


Talks on Uniform Provisions Law 


Discussing the responsibilities of the 
regulatory officials, Mr. Follmann 


The “open sesame” to those choice 
accounts you have been trying to land 
is via the A. & H.-Hospitalization 
route. That’s a statement we are pre- 
pared to back up with “case history” 
facts from our files of satisfied brokers 
and their policyholders. 


Through NATIONAL CASUALTY 
CO., which we have proudly rep- 
resented for over 40 years, we can 
furnish an Income Protection or Hos- 
pitalization policy for every need and 





A. & H. SPECIALISTS SINCE 1921 





JAMES R. GARRETT, 


The Friendly, Service-with-a-Smile Brokers’ 
Office at 45 John Street, N. Y. 


Just phone REctor 2-4567 for Sales Literature and Applications. 


stressed that of having enacted the uni- 
form individual accident and_ sickness 
policy provisions law in all those states 
where there is still law in conflict. ‘This 
law is a ‘model’ bill recommended by the 
National Association of Insurance Com- 
missioners in 1950 after three years of 
study. It has, to date, been enacted in 
19 jurisdictions and is presently already 
introduced in the legislatures of several 
states this year as well as the United 
States Congress. 

This law produces appreciable liberality 
in accident and health policies, ” said Mr. 
Follmann, not only by virtue “of the pro- 
visions of the law itself (requiring, among 
other things, a time limit on certain com- 
pany defenses with respect to pre-existing 
conditions and a grace period) but, even 
more important, the liberalities which 
will be included in the new policies vol- 
untarily by the companies as a result 
of the flexibility inherent in the new 
law as contrasted with the old one. It 
is certainly hoped,” concluded — the 
speaker, “that all Commissioners in 
those states still having law in conflict 
with this measure will do their utmost 
to bring about enactment in their states 
in 1953.” 

Mr. Follmann pointed to the fact that 
the Commissioners of several states, as 
well as the Better Business Bureau, had 
recently made investigations into the 
causes of complaints or grievances 
accident and health insurance. 
instances, without exception,” 
said the agg x “it was clear that these 
grievances, often leveled at the entire 
business, are unjustified and grossly ex- 
aggerated. The fact is that in the in- 
stance of each investigation it became 
readily discernible that the complaints 
are, for the most part, leveled at only a 
few companies in the field; and _ here, 
sometimes, it can even be reduced to 
one or two producers. It is the opin- 
ion of many,” Mr. Follmann stated, “that 
the proper approach to sound regulation 
is for Commissioners to aggressively 
seek out those companies bringing about 
these complaints and take whatever 
steps are necessary to correct the abuse. 
This is preferable to seeking legislation 
or rule making devices which hamper 
the development of the entire business.” 

Mr. Follmann concluded by saving, 
“Accident and health insurance is a 
necessary and important form of insur- 
ance. It is one which attracts increasing 
public interest, as exemplified by its ever 
increasing acceptance by the public as 
well as the many proposals for govern- 


against 


“In all 


INC. 


at moderate price. Furthermore, we 
cater to the broker, large or small, 
who is anxious to develop an A. & H. 
clientele and earn larger commissions. 


For a starter, get full details 
TODAY on National Casualty’s In- 
come Security policy with its 2-year 
sickness feature, and the streamlined 
family hospital policy. Both afford 
MAXIMUM PROTECTION at 
MODERATE COST. 















Inter-Ocean of Cincinnati 
Marks Its 50th Anniversary 


The Inter-Ocean Insurance Co. of Cin- 
cinnati, founded in 1903 as the Wood- 
man’s Modern Protective Association 
and reorganized as a stock company in 
1907, is observing its 50th anniversary 
this year. The plans call for a series of 
special events in commemoration of this 
milestone which include merchandise 
prize awards for general agents and 
field representatives and a specially de- 
signed anniversary book match. 

Throughout the year a series of ar- 
ticles tracing the company’s history and 
development will be published in its 
monthly publication, “The Optimist.” 
Titled “The Fifty Great Years,” the 
story dramatizes the Wright Brothers’ 
first flight at Kitty Hawk the vear the 
Inter-Ocean was founded, and_ traces 
other events of national importance that 
took place during Inter-Ocean’s fifty 
years of progress. 

In reviewing these anniversary plans, 
Inter-Ocean’s president, W. G. Alpaugh, 
pointed to the rapid expansion of the 
company and of the insurance profession 
as a whole, as a significant testimonial 
to the industry’s ability to meet growing 
public need for greater benefits through 





mental forms of protection against the 
financial hazards of accident and _ sick- 
ness. The majority of the companies 
which write this form of insurance are 
aware of their responsibility to the pub- 
lic. The growth of this form of insur- 
ance certainly could not have happened 
if this were not so. And this growth is 
a tribute to those companies and _ pro- 
ducers as well as the public officials 
who regulate their affairs. Coverages 
and practices have never ceased to im- 
prove. There has been constant experi- 
ment, and all this has resulted in good 
to the public. In the past few vears 
alone entirely new coverages have been 
brought into existence. These are ex- 
cellent evidences of the value of compe- 
tition as well as the initiative of com- 
pony management in being willing to 
risk development in untried fields.” 


voluntary protection. 

The Inter-Ocean originated in Spring- 
field, Ill, and in 1917 moved its execu- 
tive offices to Cincinnati. Until 1946, the 
year when its name was changed to 
Inter-Ocean Insurance Co., the firm 
wrote A. & H. coverage exclusively. It 
entered the life insurance field in 1947, 

Executive officers in addition to Mr, 
Alpaugh are J. W. Scherr, Jr., executive 
vice president; W. G. Alpaugh, Jr., vice 
president; C. W. Alpaugh, treasurer; B. 
W. Balay, auditor; Harry Scherr, gen- 
eral counsel, and Dr. Kk. V. Kitmiller, 
medical director. 


Employers’ Group Lauded 
For “Stop Accidents” Help 


“The Employers’ Pioneer,” monthly 
magazine for agents representing the 
Employers’ Group Insurance Companies 
of Boston, has received an accident pre- 
vention award, presented by the Na- 
tional Safety Council and the Advertis- 
ing Council. The award was given “in 
grateful appreciation for help given in 
the 1952 Stop Accidents Campaign 
designed in the public interest to save 
lives and thereby make America a safer 
place in which to live.” 

In presenting the award, Wesley I. 
Munn, volunteer coordinator of the Stop 
Accidents Campaign, said in part: 

“This year many public-spirited busi- 
ness firms have again devoted space in 
their house magazines to support the 
Advertising Council’s Stop Accidents 
Campaign in behalf of the National 
Safety Council. Both of these organiza- 
tions appreciate immensely these fine 
contributions to the safety program. 

“While there is ample evidence that 
progress has been made in the preven- 
tion of accidents since this advertising 
campaign began in 1946, the job is a 
never-ending one. 

“Declines in the accident and death 
rate on our highways and elsewhere can 
be expected only if the public is made 
aware of the seriousness of the problem 
and is constantly reminded of it. 

“Your own continuing efforts to this 
end constitute a fine public service.” 





Accident& Health Premiums and Losses 


(Continued from Page 42) 


Company 
Capitol Life 


Group Accident & Health ............ 
Commercial Accident ................ 
Commercial Health ........... Sean 


Hospitalization 


Commonwealth Mutual 
Hospitalization 


Mutual of New York 


PARE Ue COMOMINRS onc sce bose ees 


These figures represent production from April 


Berkshire Life 


Commercial Accident & Health....... 


Hospitalization 


Sun Indemnity 


Commercial Accident (Net) ........... 
Commercial Health (Net)............. 


Bankers National Life 


Group Accident & Health............. 
Statutory Disability Benefits.......... 
Commercial Accident ................. 
ee a 


Hospitalization 


Guardian Life 


Commercial Accident ................. 


Commercial Health 


Non-Can. Accident & Health ......... 


Commenced writing business September 15, 




















Earned Losses 
Premiums Incurred 

ere $ 221,833 $ 185,663 
Fe eee 10,381 15,917 
crenata 2,334 778 
ee eM 12,084 5,941 
$ 246,632 $ 208,299 

soucwece $ 224,556 $ 82,184 
ioe ite a 221,234 $ 50,652 

1, 1952, to December 31, 1952. 

eer $ 86,590 $ 35,451 
Vereen 83,852 24,252 
$ 170,442. $ 59,703 

Rise eee $ 99,256 $ 30,341 
eee 69,389 26,568 
$ 168,645 $ 56,909 

eae $ 50,926 $ 47,924 
(awe s 6,120 5,727 
eet 25,011 6,686 
rr re 21,352 13,041 
Aare Pee 26,502 9,632 
$ 129,911 $ 83,010 

sor oee $ 4,557 $ 1,667 
pea ee 1,776 200 
Rie ee. 4,131 561 
$ 10,464 $ 2,428 


1952. 
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Mary Donlon Proposes 
Fact-Finding Study 


ISSUES 1952 ANNUAL REPORT 
N. Y. Workmen’s Compensation Board 
Head Says High Cost of Insurance 
Is in Forefront of Discussions 


Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
3oard, on February 21 released the 


board’s 1952 annual report, challenging 
‘ carelessly inaccurate generalized state- 
ments in circulation concerning costs of 
workmen’s compensation insurance in 
New York State.” 

Miss Donlon reiterated her recommen- 
dation, made at a recent public hearing 
for a serious fact-finding study of the 
factors underlying workmen’s compensa- 
tion insurance costs in New York State. 
She noted this recommendation was sup- 
ported by both employer and labor rep- 
resentatives present at the hearing of 
the joint legislative committee on indus- 
trial and labor conditions, 

High Cost in Forefront 

“The high cost of workmen’s compen- 
sation insurance,” she said, “a problem 
to which we directed attention in our 
annual report for 1951, again is in the 
forefront of the discussion among both 
employers and workers in every part of 
the state. 

“The cost of workmen’s compensation 
insurance is a_ nation- wide problem,” 
Miss Donlon added. “It is not a problem 
special to New York or any other state. 

sie mploy ers cite high manual rates for 
workmen’s compensation insurance. 
Workers point to the decline in indem- 
nity benefits relative to wages, for the 
loss of which workmen’s compensation is 
intended to compensate them. 

“The problem,” she said, “is of obvious 
concern to all the people of the state 
and to several departments and agencies 


of state government as well as_ the 
local governments.” 
Management - Labor Conflict 


Miss Donlon characterized the pres- 
sure of employers here, as in other 
states, to reduce the costs of workmen’s 
compensation insurance as a phase of 
the continuing economic war between 
management and labor. 

“Workmen’s compensation is part and 
pare el of the struggle for a just division 
of the proceeds of production,” the re- 
port declared. “In workmen’s compensa- 
tion, because it is a statutory social 
insurance, this struggle traditionally cen- 
ters around the state legisl< ature, 

“For their part, the labor unions seek 
to have workmen’s compensation bene- 
fits increased. From facts and figures 
cited elsewhere in this report, it appears 
that cash benefits paid to disabled work- 
ers and to the dependents of fatally in- 
jured workers have not kept pace, in the 
past five years, with other workmen's 
compensation costs. Since the workmen’s 
compensation is intended for the benefit 
of workers, it seems clear that recently 
they have not had their fair share of 
increased costs. It would be as unfair 
to them to postpone indefinitely an in- 
crease of benefits that is their due, as it 
would be to ignore the complaints of 
employ: ers that their costs are too 
heavy.” 

Cost Factors. Ascertainable 

Referring to her recent recommenda- 
tion for a careful study of the many fac- 
tors that enter into costs, Miss Donlon 
Pointed out that the factors affecting 
the cost of workmen’s compensation in- 
surance in New York State are known 
as ascertainable. 

“The research task is not formidable,” 
she observed. “We have already assem- 
bled considerable pertinent data, and 
these we gladly will make avail: able. 

“The facts suggest some serious ques- 
tions to which serious answers should be 
found if New York State is to continue 
to provide a liberal workmen’s compen- 
Sation program for the workers of this 
state without a disproportionatelv heavy 
cost burden on their employers.” 

Miss Donlon declared two facts stand 
out as major guide posts for the study 
she recommended. 

“One fact,” she explained, 


“is that 


workmen’s compensation costs are rising 
and seem likely to continue to rise. This 
is in part the consequence of full em- 
ployment; in part because more workers 
know better how to assert their social 
insurance rights; and, in large part, it is 
due to developments in medical science. 

“Second is the fact, obvious from the 
figures cited, that when an insurance 
carrier intervenes between the employer 
and his employe, losses for some reason 
are higher, measured both in terms of 
cash payments to claimants and medical 
benefit payments, than when the employ- 
er is self-insured and passes directly on 
the claims of his employes.” 

Miss Donlon reported that, in view of 
the increased work brought on by the 
state’s expanding economy, the board 
has already under way a constructive 
program to stimulate insurance carrier 
cooperation. 

As part of this program, she stated, 
the board supplemented its regular semi- 
annual carrier performance evaluations 
with a conference last fall for home 
office executives of insurance carriers. 
Over two hundred insurance executives 
from all parts of the country attended 
the day-long session, and discussed cur- 
rent economic factors that affect work- 
men’s compensation, as well as the med- 
ical, claims examining and referee hear- 
ing problems. 

“Following this conference, each insur- 
ance carrier was invited to nominate rep- 


DARTMOUTH OFFICER ON BOARD 


Peerless Casualty Elects Meck Director ; 
Annual Statement Shows Gains in 
All Items in 1952 
Meck, vice 

Dartmouth College, was 
elected to the board of directors of Peer- 
less Casualty Co., at the annual meeting 
of the corporation at the company’s 
home office, Keene, N. H. Other di- 
rectors and officers were reelected. 

Stockholders and directors reviewed 
operating results with the company’s 
management. Net premiums written 
were $11,651,198, an increase of $2,615,936. 
Assets increased to $19,159,978 which is 
$4,794,845 more than the December 31, 
1951, figure. During 1952 the capital ac- 
count was increased from $1,400,000 to 
$1, 900,000, surplus from $2,250,000 to $3,- 

237,049, and special surplus funds to 
$580,229, so that the policyholders’ sur- 
plus at December 31, 1952, was $5,717,277. 


John F. 
treasurer of 


president and 





resentatives to three continuing claims 
conference groups, concerned respective- 
ly with problems of claims examining, 
medical evaluation and care, and prepa- 
ration for and conduct at referee hear- 
ings. We are happy to report that a 
majority of the insurance carriers have 
already made their nominations,” she 
reported. 
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your community each year by commercial vehicles—the trucks 
belonging to bakeries, dairies, laundries, and other businesses. 


Make sure those miles are driven safely. 
community safety program gives the attention it should to 
the commercial vehicle driver. 
Safety Zone films on commercial vehicle operation will 
help you do this important job. 


“Here’s 


Conscientious commercial vehicle drivers will help raise the 
driving standards of the whole community. Their safe, courteous 
driving will create good will for their employers who, in turn, 
will appreciate the unusual extra service provided by your agency. 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
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. G. Evans Analyzes 
1952 Operating Results 


OF AMERICAN CASUALTY COS. 





Encouraged by Improved Auto B.I. and 
P.D. Experience; Notes Gains in Pre- 
miums, Assets, Policyholders’ Surplus 


In his 51st annual report to stockhold- 
ers, agents and employes Harold G. 
Evans, president of the American Casu- 
alty Companies of Reading, Pa .» pointed 
to the following 1952 record on a consoli- 
dated basis of the two companies 
American Casualty and American Avia- 
tion & General: Premiums increased 
13.6% to $53,946,405; assets increased 
13.1% to $43,480,689, and policyholders’ 
surplus increased 18.4% to $9,020,367. 

In analyzing the operating results for 
1952 Mr. Evans said a feeling of op- 
timism was apparent and resulted, he ex- 
plained, “from the favorable trend which 
developed in both the third and fourth 
quarters of 1952. In this six months’ 
period, underwriting profits were regis- 
tered, in direct contrast to the disastrous 
experience of the six months immedi- 
ately preceding.” 

Mr. Evans attributed the improve- 
ment to the reflection in premium earn- 
ings of higher liability rates, and noted: 
“All classes of business other than auto- 
mobile liability and workmen’s compen- 
sation developed profits ranging from 
excellent in the case of fidelity and sure- 
ty to poor in the case of accident and 
health.” 

Auto B.I. and Auto P.D. Experience 

He further reported that underwrit- 
ing losses developed by automobile B.I. 
and P.D. liability “were not nearly as 
severe as in the previous year. Com- 
bined rate changes for these lines that 
became effective during the past two 
vears represented an over-all increase 
of 31.8% in the rate level. Premiums 
earned during 1952, however, reflected 
an increased rate level of but 13% as a 
result of these rate revisions.” It was 
not expected that the full effect of the 
increases will be reflected in premiums 
earned until 1954. 

The warning was expressed that un- 
less the rising trend in accident fre- 
quency and in accident severity is 
arrested, further rate increases will be 
necessary to make automobile liability 
business profitable. 

Referring to underwriting loss from 
workmen’s compensation, Mr. Evans 
said: “This is a result of continuing 
increases in benefits without correspond- 
ing increases in rates. Higher hospital 





and medical costs together with the 
unlimited medical adopted bv many 
states are contributing factors.” 

He oes that the poor under- 


writing experience in A. & H. (written 
cuniiaaan in 1952 were $12,106,707) may 
be attributed principally to “the devas- 
— polio epidemic that overran the 


vation during 1952 and = struck 57,000 
victims.” 
In summation, Mr. Evans reported: 


“Net premiums earned, after reinsur- 
ance, amounted to $26,471,042 against 
which loss and loss adjustment expenses 
incurred amounted to $16,306,414, produc- 
ing a 61.60% loss ratio which is an 
improvement of 2.33% compared with 
the previous year. Underwriting ex- 
penses incurred amounted to $10,434.,- 
327, producing an expense ratio of 
38.22% which is 3.53% below that of 
1951. Combined loss and expenses in- 
curred amounted to 99.82% or an im- 
provement of 5.86% compared with the 
previous year.” 


DISCONTINUES QUARTERLY LISTS 

Manager Bernard Hamilton of the 
C ompensation Rating & Inspection Board 
of New Jersey announces discontinuance 
of the quarterly list of assigned risks, 
because the growth of activity under the 
assigned risk plans has reached the point 
where the bureau is unable to continue 
the circulars. He says that the rapid 
growth has a material effect in the in- 
ternal operations of the bureau, more 
and more time and effort being expended 
in connection with assigning risks and 
incidental matters. 
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New York Compulsory Bill 
(Continued from Page 36) 


legislative committee includes two bills 

One would require motorists to be finan- 
cially responsible for damages totaling 
$25,000 while the other would cause 
insurance companies licensed in the 
state to establish a plan to enable inno- 
cent victims of hit and run drivers, 
uninsured, non-resident motorists and 
others, to recover for their damages. 

In supporting the proposed legislation, 
Superintendent Bohlinger pointed out 
that everyone agrees that the “finan- 
cially irresponsible motorists” constitute 
a problem which requires a “simple, 
direct solution.” “The only question,” 
he stated, “is the method by which 
they shall be forced to meet their ob- 
ligations to their fellow citizens.” 

Says Bill Extends Accepted Principle 

Mr. Bohlinger emphasized that the 
proposed compulsory insurance _ bill 
would extend a principle which has 
been accepted in New York State for 
over ten years and not establish a new 
principle, as contended by some people. 
Explaining that more than 400,000 mo- 
torists are now compelled to be covered 
by insurance, Mr. Bohlinger stated that 
the proposed legislation would extend 
“the principle to cover those motorists 
who still insist that they should be al- 
lowed to continue to drive without any 
responsibility for the grief which they 
inflict upon others.” 

He pointed out that previous compul- 
sory legislation covering minors, taxis 
and buses was enacted because “the 
public believed that these groups should 
be required to be financially responsible. 

Mr. Bohlinger labeled substitute si slu- 
tions which have been proposed as “in- 
equitable” beca their philosophy “is 
to charge the insured motorist so that 
the victims of the uninsured motorist 
can be indemnified.” 

Superintendent Bohlinger also re- 
jected the argument that the compulsory 
insurance legislation might increase the 


1use 


Arex Indemnity Appoints 


Dewey Ist Vice President 
Robert M. Dewey has been elected 
first vice president and director of Arex 
Indemnity Co., the casualty affiliate of 
the Associated Reciprocal Exchanges, it 
is announced by Schuyler Merritt, II, 
chairman. At the same meeting, Valen- 
tine W. Gerrish also was elected a direc- 
tor of the company. Both Mr. Dewey 
and Mr. Gerrish have been associated 
with the Associated Reciprocal Ex- 
changes in executive capacities for over 
30 years. 





cost of automobile insurance in this 
state. Stating that rates depend upon 
the frequency and severity of accidents, 
not upon whether insurance is manda- 
tory or voluntary, Mr. Bohlinger said 
‘There is no inter-relationship between 
mandatory automobile liability insurance 
and rates.” 
Sees No Validity in Allegation 

He also emphasized that the proposed 
mandatory automobile liability insurance 
bill would not change in any manner 
the way rates are now made in the 
state, insisting, “There is no validity 
in the allegation that mandatory auto- 
mobile insurance will force insurance 
rate making into politics.” He stated 
further that under the proposed Dill, 
insurance protection would be as broad 
and as inclusive as it now is. 

Turning to fhe allegation 
proposed legislation would 
commissions of insurance agents and 
brokers, Superintendent Bohlinger de- 
clared: “The method of selling or pur- 
chasing automobile liability insurance 
policies will not be chz inged. The bills 
do not in any way alter the services for 
which insurance producers are now be- 
ing compensated.” He said that “The 
contention that commissions of pro- 
ducers will be reduced, solely because 
of the passage of this legislation, is 
untenable.” 
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Underwriting Results Given by Bureau 
On Automobile Assigned Risk Plans 


The National Bureau of Casualty Underwriters has prepared a compilation 
of the experience on automobile assigned risks for all states for which experience 


is available. There are 42 such states. 


Although, during 1952, assigned risk plans 


were in operation in 48 states and Hawaii, not all of the plans have been in effect 


long enough for dev eloped experience to 


be reported. 


In view of the questions so frequently asked concerning the underwriting re- 
sults on assigned risks, the information disclosed by this compilation should be of 


general interest. 


Bodily Injury 
Incurred 
Losses* 


Earned 
Premium 
42,974 $ 
68,689 
2,117,690 
70,468 
713,018 
15,865 
348,820 
39,534 
16,941 
625,777 
126,609 
125,054 
178,740 
93,347 
172,547 
717,258 
1,398,150 
131,956 
116,254 
129,429 
606 
357,173 
1,376,675 
22,859 
5,844,868 
607,725 
88,317 
395,553 
823,534 
462,136 
97,340 
2,460 
4,974 
186,959 
25,650 
127,073 
1,100,497 
720,701 
305,721 
939,000 
19,596 
$20,763,537 


Policy 
Year 


1948-1950 inc. $ 
1950 

1942-1950 inc. 
1946-1950 inc. 
1941-1950 inc. 
1947-1950 inc. 
1947-1950 inc. 
1948-1950 inc. 
1948-1950 inc. 
1941-1950 inc. 
1946-1950 inc. 
1948-1950 inc. 
1947-1950 inc. 
1948-1950 inc. 
1941-1950 inc. 
1946-1950 inc. 
1943-1950 inc. 
1948-1950 inc. 
1949-1950 inc. 
1946-1950 inc. 
1950 

1938-1950 inc. 
1941-1950 inc. 
1948-1950 inc. 
1941-1950 inc. 
1949-1950 inc. 
1947-1950 inc. 
1947-1950 inc. 
1946-1950 inc. 
1943-1950 inc. 
1947-1950 inc. 
1948-1950 inc. 
1949-1950 inc. 
1948-1950 inc. 
1946-1950 inc. 
1941-1950 inc. 
1941-1950 inc. 
1941-1950 inc. 
1947-1950 inc. 
1946-1950 inc. 
1948-1950 inc. 
1938-1950 inc. 


State 
Alabama 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
lowa 
Kentucky 
Louisiana 
Maine 
Michigan 
Minnesota 
Mississippi 
Missouri 
Nebraska 
Nevada 
N. Hampshire 
New Jersey 
New Mexico 
New York 
No. Carolina 
North Dakota 
Ohio 
Oregon 
Pennsylvania 
Rhode Island 
So. Carolina 
South Dakota 
Tennessee 
Utah 
Vermont 
Virginia 
Washington 
W. Virginia 
Wisconsin 
Wyoming 

TOTAL 


Massachusetts 1940 
1941 
1947** 
1948** 
1949** 
1950** 
1951** 

TOTAL? 


319,027 
382,548 


, 
$ 3,472,094 
— 
penses for Massachusetts). 
** Private Passenger cars only. 


4,967,498 


$15,301,992 


The results of all companies combined are summarized as follows: 


Property Damage 
Earned Incurred Loss 
Premium Losses* Ratio 


13,971 $ 6,856 .491 
18,430 10,822 = .587 
1,401,644 715,162 .510 
55,689 40,163 .721 
254,679 192,851 .757 
9,391 3,159 336 
182,158 101,575 .558 
14,277 12,447 872 
10,963 4,411 .402 
384,548 255,607  .665 
85,955 66,904 .778 
109,211 77,524 .710 
110,971 80.852 .729 
35,749 26,002 .727 
96,971 60,204 .621 
485,948 338,985  .698 
887,173 500,945 565 
37,319 21,462 
43,530 32,007 
87,383 57,887 
419 214 
154,373 107,551 
557,642 363,830 
11,757 3,120 
2,334,877 1,900,309 
325,222 190,909 
46,372 21,204 
307,815 213,556 
552,320 358,824 
270,527 170,511 
37,227 17,820 
1,343 337 
2,084 3,243 
71,567 42,322 
16,467 6,184 
72,059 46,497 
492,034 348,685 
495,445 291.461 
129,870 39,778 
451,563 361,655 
13,504 7,773 
$10,670,448 $7,101,608 


Loss 
Ratio 


210 $ 
567 
604 
358 
1.092 


9,043 
38,967 
1,279,840 
25,218 
714,509 
192,606 
24,925 
7,770 
505,597 
61,035 
91,072 
146,702 
54,611 
114,334 
350,392 
1,243,692 
78,647 
58,221 
66,527 


‘552 
-630 
459 
-808 
482 
-728 
821 
555 
663 
489 
-890 
596 
501 
514 
-902 
-606 
367 
850 
627 
593 
618 
-726 
447 
320 


322,320 
834,592 
8.400 


381,123 
52,363 
244,532 
597,632 
205,633 
31,177 
5.154 
569 
391 
569 
814 
658 
439 
925 
244 
737 


25,636 
106,385 
10,026 
72,298 
896,071 
474.274 
134,095 
868,439 
4,790 


439,133 
580,559 
537,984 
854,209 
624,132 
1,261,325 
1,392,068 
5,689,410 


1.376 § § 

1.518 § § 

1.386 
1.382 
1.558 
2.074 
1.843 
1.639 


§ § 
36,252 .330 
95,319 1.011 
147,385 1.196 
305,116 1.201 


584,072 1.005 


§ 
109,750 

94,270 
123,182 
254,130 
581,332 


iacindliie allocated claim adjustment expenses (excluding allocated claim adjustment ex- 


+ Data for policy years 1942 ee 1946 are not available. 


§ Not available. 





Indemnity of North America 


Promotes Thompson on L. I. 

Indemnity Insurance Co. of North 
America announces the promotion of 
Laurance Thompson to manager of the 
company’s Long Island service office at 
Hempstead. He has been assistant man- 
ager of the office since 1950. 

Mr. 
in 1925 as an underwriter at the head 
office in Philadelphia. Subsequently, he 
served as a special agent in the Alex- 
andria, Va., and Harrisburg, Pa., offices 
of the company. During World War II, 
Mr. Thompson served in the China- 
Burma theatre of operations for three 
years as an officer with the Air Force. 


Thompson joined the Indemnity 


New Amsterdam Appoints 


Potter Detroit Manager 
The New Amsterdam Casualty Co. an- 
nounces the appointment of A. Lawson 


Potter as resident manager of its De- 
troit branch office. 

Mr. Potter has been in the insurance 
business most of his business life. For 
many years he was in the general agency 
business in eastern Pennsylvania, and 
then became associated with the com- 
pany end of the business. In recent years 
he has been employed in the New Am- 
sterdam’s Philadelphia branch _ office, 
where he has been handling special risks 
and all out of town business. Mr. Potter 
isa CECU and is well known in insur- 
ance circles in eastern Pennsylvania, 
where he has taken an active interest in 
the many phases of the insurance busi- 
ness. He has been instructing at the In- 
surance Society of Philadelphia, as well 
as conducting courses in insurance at 
Rutgers University. 


Baltimore Life Supervisor 
3altimore Life has made Carl E. Wise, 
bomen office supervisor in the Washing- 
ton, Pa., district. He joined the company 

as a special agent in November, 1950. 
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How to look good in the light of a burning house 


When a loss strikes one of your customers, 
you’re the man in the limelight. At a moment 
like this, it’s reassuring to know that you’re 
associated with a company that makes prompt, 
fair settlements of all just claims. 


With North America, the intent of the 
policy determines settlement, rather than the 
technicalities. This practice adds to the con- 
fidence our Agents have in us. It also builds 
confidence on the part of policyholders in our 
Agents. Friendly confidence such as this helps 
to make and hold business. 








This is another in a long list of ‘Plus 
Values” that comes from representing the North 
America Companies. As one Agent put it, “It 
is certainly satisfying to deal with a company 
with a long record of fairness and co-operation 
in settling losses.” 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


PROTECT WHAT YOU HAVE® 1600 Arch St., Philadelphia 1, Pa. 


Pioneers in Protection—Serving with 20,000 Agents in the Public Interest 

















— 





Lysucance made mt uy ferbl million! 


“T look at it this way. A man’s first responsibility is to provide financial security 
for his family. Early in my career, I was able to do that through life insurance. 
Through planned purchase, as recommended by my life insurance man, I was 
able to establish a sound and adequate estate to meet future needs. Then—and 
only then—I felt free to take the calculated risks a man must take to make real 


money. Yes, I hand life insurance a lot of credit for my success.” 


By arranging for his Company to share 
important responsibilities, the Life In- 
surance salesman offers his customers 
courage and freedom to forge ahead 
. .. gains for himself community- 
wide respect and the satisfaction of a 
worthwhile job well done. 
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